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We are telling MILLIONS This NEW device 
CAN SAVE You 
about the 


EXTRA SALES FEATURES of 





CARBON PAPER 


In The Saturday Evening Post, Time Magazine, Gregg 
Writer and System & Management Methods (combined 
circulation more than 3!» million), we are telling your 
customers about the extra sales features of Micrometric. 
Thousands of them have written us already requesting 


samples. Thousands more have gone to their stationers 


to see this new kind of carbon paper. 





This pias oven’ now makes 
possible for the first time, vertical mea- 
surements. Yet in spite of this amaz- 
ing improvement, the carbon paper 
costs no more. Consider these savings: 





Micrometric Carbon Paper 


3 WAYS TO TURN THIS ADVERTISING INTO PROFITS automatically warnetypist of 

approach to bottom of sheet. 
@ Identify vourself as the store that carries Micrometric. Ask Result: Neatertyping,neater 
the Webster salesman for our attractive window display. 

Banish from your office for 
@ Advertise yourself — in newspapers and by direct mail. Ae aac grams 
(Mats and direct mail pieces on request.) eimua te bakers ee 
®@ Tell people about Micrometric. There is no substitute What a relief! Carbon paper 

can be quickly and easily re- 


for aggressive selling. Many stationers have found Micro- moved by white scale. No 


more smudged fingers, 





metric just the thing they have needed to get new cus- See Sain tan 
tomers into their stores. Use Micrometric — for greater Noi Nineteen Coin ail 
profits in every item you carry. 4 \ eens 
Kop famoos Send 25c for 
pack ten sheets 
F.S. WEBSTER COMPANY Ow, 


13 Amherst Street, Cambridge, Massachusetts Sold by Leading Stationers Everywhere 
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a news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, 
office furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commercial 
stationery dealers and many 
of the largest corporations in 
the United States. It also 
reaches some dealers in fifty- 
four other countries who deal 
in American office equip- 
ment. 


©No person, firm or corpora- 
tion, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shaping 
its policy, which has in view 
at all times the best interests 
of the field it serves. It aims 
to discuss all subjects fairly, 
and to furnish its readers re- 
liable information concerning 
the progress and develop- 
ment of the office appliance 
industry. It will answer any 


questions germane to its field 
to the best of its ability, and 
it asks its readers in all parts 
of the world to aid it with in- 
quiries and suggestions, to 
which it will give prompt and 
earnest consideration. 
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THE ADVERTISEMENTS 





These advertisements present the products of the leading manu- 

facturers in each division of the industry. Because of the ground 

for honest differences of opinion, the publishers obviously can- 

not undertake to guarantee transactions between advertisers and 

customers. They do, however, offer their service in resolving 

any disagreements which result from relations established 
through the journal. 


M 

Acco Products In ’ Manifold Supplies C 61 
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Art Metal Construction Co. 87 Moore Push Pin Co 134 
Art Steel ¢ Ine 78 Munson Supply Co 125 
Autom. Pencil Sharp. Ce 130 Myrtle Desk Co 108 
Autopoint Compan LOS 
Auto-Typist, The Ise National Brief Case Co 1 

Natl. Vuleanized Fibre Co.129 
. . B , Ne — Process Company 77 
Bankers Box Co. - +: Neva-Clog Products, Ine 94 
BRoorum & Pease Compatr LUG 
Bridges, F. W., Ltd 136 o 
Bristow, Stanley R 132 Oakville Company ose 
Buckeye Ribb. & Carb. Co.114 Old Duteh Carbon & Rib 
Bushnell, Alvah, ¢ 127 bon Co 7 


Old Town Rib. & Carb. Co.118 
c Oxford Filing Supply Co 64 

Carpenter, ! VW Mfe. Co.132 - 

‘acific Cb. & Rib. Mfg. Co 


Carter's Ink © The 91 | 9 
ase mrethere, Tm +4 Parrot Speed Fastener Cp.117 
Cel-U-Dex Corporat I 60 Peerless Key Co ~ ge 
Champion Coat. Paper Co 66 Pelouze Mfe. C 133 
‘larotype Co., The 139 Phillips Process Co.. Inc 135 
Clip-On Corp 128 Phillips Rib. & Carb. Co 13 
Codo Mfg. Corp 123 Pronto File Corp 139 
Columbia Rib. & Carb. Co. fo Pruitt, In 119 
Columdia Steel Hq. <0 80 = Prym, William, of Amer. .134 

onsolidated Staple ¢ 131 

oke & Cobb Co 132 
7 Quality Park Env. Co 97 
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Corona Typewriter 
Corry-Jamestown Mfe. Cp.101 
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‘rown Ribbon & Carb. Co.110 R Tw. & A. M. Corp.133 
R mingt n Rand, Ine 83 
5 os Rite-Rite Mfg. Co 135 
Defiance Sales Corp 115 Re berte Weldon, Rub. Co.119 
Dick, A. B., ¢ ad Rockwell-Barnes Co ; 124 
Roosen, H. D., Co 134 
. . z — Royal ‘Typewriter Co 138 
Elliott-Fisher.79, Back over Russell, Chas. B., In¢ 120 
Engraved Staty Buffalo 137 
Evansville Desk C 11 s 
Ever Ready Calendar Mfg Scripto Mfg. Co 82 
cC 102 Sengbusch Self-Cl. Inkstd 
Co 106 
F Shaw-Walker C« 99 
Faber, A. W Ir 67 Sheaffer, W. A... Pen Co 96 
E.R. Mfg. Co 134 Sheppard, C. E., Co 113 
Fulton Spe« lew ¢ 122 Sherman-Manson Mfg. Co..118 
Shipman-Ward Mfg. Co 93 
a Smith, Br vdnet & Co 127 
General Fireproofing Co Smith L, ‘ «& Corona 
The ER 9 Typewri ters. Ine 57 
Gits Bros. Mfe. Co 135 Speed Key Mfg. Co 133 
Globe-Wernicke C 92 Storms, H. M., Co 104 
Graff, Geo. B ( 126 Sturgis Posture Chair Co 133 
Grand Rapids L. I RB. Co.128 Sundstrand A. M Back Cover 
Guid Swert , & Supt! (* 109 


T 
‘oledo Metal Furn. Co 


H 
H. A. Ink Eradicator Co | 
Harding, Milo, « 1h “ubular Spec'lty Mfz. Co 
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I 

I oO 

Triner Scale & Mfe. Co 

rr 

Turner & Harrison Pen 


Harding. Mil Company 


Harriman Welts Prod. C« 2 Mfe. « 124 
Harter Corp., The 98 
Heyer Corporation 139 ; 
Higgins, Chas. M., & Co 126 Underwood-FElliott-Fisher 
Hotchkiss Sales Co 63 Co 79, Back Cover 
U. S. Tw. Rib. Mfg. Co 132 
:, we v 
Ideal School Supply C« 123 Vail Manufacturing Co 111 
Imperial Desk Co 115 Varityper Div. Coxhead 121 
Imperial Mfg. C Ss Victor Safe & Equipment 
Indiana Desk © L100 Co 135 
w 
laspe r Chair = 104 1f Wagemaker Co .123 
| aner Des) Co 104 Warshaw Mfg. Co 119 
Sohnaen ( hair Cc 62 Waterman, L. E., Co 84 
_ — . Weber Costello (o. 116 
Webster. F. S.. Co 9 
K 4 ; s., A ie 
Kilian Mfe. Corp 124 Weis, Mfg. Co me a ; 
aes ote . Wholesale Typewriter Co.112 
Wiggins, John B., Co 135 
r enthes , I. a? Wrenn Paper Co., The 127 
eatherotl ‘ 
Little, A. P., I 120 Y 


Loose Leaf Metals C 127 Yawman & Erbe Mfg. Co 76 


For the benefit of the subscribers the lines advertised are here 

classified. Many of the requirements of the modern business 

office are represented. Should subscribers be interested in any 

article of office equipment not listed here, they are cordially in- 

vited to communicate with the service bureau, through which 

the information will be promptly and cheerfully furnished by 
letter, without obligation. 
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Globe-Wernicke Co . 92 Shaw-Walker Co 99 
Weis Mfg. Co... 71,2,3,4 Wagemaker Co 123 
Book Cases Weis Mfc. Co 71. 2. 3. 4 
Alma Desk Co 124 Yawman and Erbe 76 
Art Metal Construction Co.. 87 Dictation Machines (Used) 
General Fireproofing Co 68.9 Pruitt, Ine 119 
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Weis Mfg. Co... 71,2, 3,4 Harding, Milo, Co 125 
Yawman and Erbe 6 Heyer Corporation, The 139 
Book Rings Mimeograph, The 55 
Carpenter, E. W., Mfg. Co 1-32 Pruitt, Ine 119 
Oakville Company : L135 Smith, L. C., & Corona Tws. 57 
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Underwood E 79, Back Cover American Stentex Corp R88 
Box Letter Files Armel Mfg. Co 132 
Art Steel Co ice WO Columbia Ribb. & Carb. Co. 75 
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Wiggins, The John B., Co 135 
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Remington Rand Ly . 83 


Sundstrand Add. Mch. Back Cover Bushnell, Alvah Co 127 
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Reliable Tw. & A. M. Corp..133 Globe Werniche Co ° 
412 Quality Park Envelope Co 97 


Wholesale Typewriter Co . : . 
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Carbon Papers Markilo Co 133 
(See Ribbons and Carbons) Envelope Openers a 
Card Index Boxes and Trays Oakville Company 125 
Art Metal Construction Co ‘ 87 Eradicators, Ink . _ 
Ar t Steel Co : . 15 Carter's Ink Co... The 91 
Columbia Steel Equip. Co 80 H. A. Ink Eradicator Co 133 
Corry-J umestown Mfg. C orp. 101 Hever Corporation The 139 
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Gummed Cloth Rings Carter's Ink Co., The 91 Art Metal Construction Co.. 87 Thumb Tecks 
Graff. Geo. B., Co 126 Rite-Rite Mfg. Co. 135 General Fireproofing Co..68, 69 Graff. Georce B.. Co...... 126 
Warshaw Mfg. Co 119 Seripto Mfg. Co. . 82 Globe-Wernicke Co., The... 92 Moore Push Pin Co....... 134 
Index Card Signals Sheaffer. W. A., Pen Co.... 96 Shaw-Walker Co. ......... 99 Oakville Company ........ 135 
Graff. George B.. Co 126 Waterman, L. E., Co. S4 Shelf Boxes Vail Manufacturing Co....111 
Moore Push Pin Co 134 Pen Sockets eee ee na ine 7 Trimming Boards 
Victor Safe & Equip. Co 135 Sengbusch S.Cl. Inkstand Co.106 General Fire proofing Co..68, 69 Ideal School Supply Co... .12: 
Index Tabs Pens Globe-Wernicke Co. ...... 92 Type, Typewriter 
Aigner, G. J., Co 134 Sengbusch S.Cl. Inkstand Co.106 Weis Mfg. Co...71, 72. 73. 7-4 Amer. Writing Machine Co.. 70 
Cel-U-Dex Corporation 60 Turner & Harrison... 134 Shelving Amer Supnly Co.......... 100 
Globe-Wernicke Co ++ 92 Picture Hooks Art Metal Construction Co.. 87 Shipman-Ward Mfg. Co.... 93 
Guide System & Supply Co..109 Moore Push Pin Co... ..134 Raa 7 Typewriter Cleaning Material 
Markilo Co. ... : 133 Pins and Pin Containers General Fireproofing Co..68, 69 Amer, Writing Machine Co. . 70 
Victor Safe & Equip. Co 135 Oakville Company . ; 135 Globe-Wernicke Co. ...... 92 Clarotype Co. .....6-.055+ 136 
Warshaw Mfg. Co. 119 Prym, William, of America. 134 Stamp Pads Martens Type Cleaner Co. ..133 
Inks, Adhesives, Ete. P Vail Manufacturing Co.....111 Garters Belt Go. 2... ccecer 91 Webtnter, F. B.. OO. ..cses . w 
Carter's Ink Co., The. . . 91 Platens, Typewriter Fulton Specialty Co....... 122 Typewriter Cushion Keys . 
Harriman-Welts Prod. Co... 132 Amer. Writing Mach. Co... 70 Meyer & Wenthe......... 135 Munson Supply Co........ 125 
Higgins, Chas. M., & Co 126 Ames Supply Co... 100 Rockwell-Barnes Co. ......124 Peerless Key Co. ......... 85 
Top-X Co. 134 Shipman-Ward Mfg. Co..... 93 Victor Safe & Equip. Co. ..135 Speed Key Mfg. Co........ 133 
Inkstands . Wholesale Typewriter Co. 112 Stands for Office Machines Typewr. Cush'on Knobs and Feet 
Deflance S - r- \s —e c oy Postal Scales General Fireproofing Co..68, 69 Amer. Writing Machine Co.. ps 
. Sengbusch S. Cl. Inkstand Co.106 Hanson Scale Co 116 Globe-Wernicke Co., The... 92 Ames Supply Co.......++- 10 
— |. 138 Pelouze Mfg. Co 131 Harter Corp., The......... a Peerless Key Co. 6 egss”’ 83 
rits os. J g£. o oe Te 7 Seale me ‘ey or . < . - r f « 
Rants Gor Wainieat ens te Triner Scale & Mfg. Co... .137 Metalstand Co. ......... 131 y Ag Am. Machine Co.. 70 
Autopoint Company . 103 Ames Sunnly Co. ........ 100 
Faber, A. W., Ine. 6% Shipman-Ward Mfg. Co.... 93 
Seripto Mfg. Company. 82 Wholesale Tvnewriter Co. ..112 





Leather Goods 
National Brief Case Mfc. Co.133 
Leather Upholstered Furniture 


Typewriters, Mfrs. of 
American Auto. Typewriter.122 
Corona Typewriter ..... 57 


|THE SERVICE BUREAU! 


Jasper Chair Co. 104, 105 Remington Rand, Inc...... R3 
Letter Trays (See Desk Trays) ; ° . ° ° i 
ia = of Office Appliances is maintained for the exclusive a Type n & Corona iTws. a8 

—— | rage ee _ pi use of subscribers and advertisers. In the execution Underwood E F..79. Rack Cover 

Wiguins. The John B. Co...135 of its various commissions this bureau calls upon prac- one Div. Goxhead. ++ 121 


tically every member of the staff. It answers by per- 
sonal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 


Library ~~ 
Art Steel ¢ 78 
Corry- Jament en “Mfg Co 101 
General Fire,roofing Co 68.9 


Amer. Writing Machine Co.. 70 
PVG, EE wovscareersve 119 
Reliable Tw. & A. M. Co...133 
Shipman-Ward Mfg. Co.... 93 





sedeae at ee 92 office equipment, supplies names of manufacturers of Wholesale Typewriter Co. ..112 

a Ss . s . . 

Art Metal Construction Co.. 87 any article wanted, puts man and job together, prepares beg gy ap F 7 eoemeed 134 
Art Steel Co. Terre “sae advertising copy, furnishes list of desirable agents and Art Metal Construction Co.. 87 

orry-Ja PS LO y\ reg 0 2 > > H4 

Genawal Pissnnostinn Co 68.9 dealers in nearly every country, aids foreign dealers in pw ee Cte he ; ‘ . ‘ : 107 
Globe-Wericke Co. . 92 securing U. S. A. lines, and in many other ways = Remington Rand, Inc...... 83 
Shaw-Walker Co. ; . OF ' s -Walker Co, ...... rs 
Women Gill tiie a forms useful service, all without charge. Subscri hae rd. The @ y Go i113 

Loose Leaf Books and Systems in every land have made, and are making, good use Victor Safe & Equip. Co. "135 
ee. <. J = ™ sor of this bureau; manufacturers in every section of the Yawman and Erbe..... - 76 
SY <C ~eeeeaiees field have had evidence of the service. Subscribers’ wart Metal Construction Co.. 87 
} ell L.. 5 eer Co. Et requests for catalogues to bring their files up to date, 2 ~ ¢ “lpeeranytinets < 78 

ieppare 1e » Oo . Go 

Loose Leaf Envelopes, Celluloid or to replace the file In Case of fire or other form of Glos Werni&ee Cae pes . . 92 

M: arkilo Co. - [pepe destruction, are broadcasted in a bulletin which is Shaw-Walker Co. ........ 99 
aose Leaf Metals , i 
Carpenter, EW. Mfc. Co..182 mailed frequently to leading manufacturers. Wate Eee a as 

- cas Feet Motel Co 127 Art Bota) Ginowrection Co. - 87 
a stributors Art ie Ge cee 0 as.080es 
Bristow, Stanley R. 132 ® General Fireproofing Co.. oe 69 
Globe -Werni ke Co 92 Globe-Wernicke Co., The. . 92 
Victor Safe & Equip. Co.. 135 Nat'l Vulenzd. Fibre Co... *"129 








WANTS AN 


The rate for classified advertisements is 


SITUATIONS WANTED 


SALES EXECUTIVE WITH EXPERIENCE as manufacturer's 
anager and general manager, having 
interest in well known concern, is available for 
in stationery and office supply field Unusual 
mally acquainted with most of leading 
fror coast to coast Has initiative, ca- 
organizing ability Address ©-93, care Office Ap 


representative sales | 
disposed of 
new connection 
record of results 
office supply 
pacity and 
pliances, Chicag 


Pers 


grounded in all 
With experience 
anager and general manager for leading stationery 
manufacturers, desires to return to the industry after several 
Well acquainted with principal 
Has served successfully in va- 
Thoroughly equipped to handk 


STATIONERY MAN thor 
and accounting 


CAPABLE ughly 
forms ol iccounting systems 
is sales 
vears’ absence n other lines 
stationers from coast to coast 


rious important capacities 


iny connection in loose leaf or any other line of merit sold to 
dealers Not particular as to location Can do a good job for 
some concern seeking improved contact with the trade. Ad 
dress (*-¢ care Office Appliances, Chicago 


Experienced in office fur 
stationery Very highest 
connection where hard 


MANAGER, BUYER, SALESMAN 
niture, filling systems and equipment 


sales and personal references Desire 


work will merit a permanent and profitable future Address 
("-91, care Office Appliances, Chicago 

SITUATION WANTED 20 years’ experience house mechani 
1dding, addressing, folding, numbering machines, Mimeograph 


Multigraph. Ediphone, cash registers, typewriters, time clocks 


Chicago territory Shop experience Address (C-94. eare Office 
Appliances Chicago 

SITUATION WANTED in stationery store Fifteen years’ 
experience as tore nager, also salesman, city desk, et« 


Will go anywhere Appliances, Chi 


Address (C-92. care Office 


related ma 


Office Ap 


grade 


designer f adding and 
vwhere < 


AVAILABLI 
Address C-95, care 


chines Locat n iT 


SALESMEN WANTED 


STATIONERY MANUFACTURER seeks Chicago representa 


tive Must have energy, personality and ability to produce in 
face of active petition Territory includes nine states 
Part salary nd part commission Give complete information 
of qualifications nceluding previous experience A live open 
ng for salesman proper qualified Address P-121, care Office 


Appliances, Chicag: 


addition to other lines 


to offices 


EXPERIEN(‘ 
our well known ng 
Address P-117, care 


ED SALESMEN to sell, ir 
fil supplies and equipment direct 
Office Appliances Chicago 


CONTROLLED LINES We have several office appliances 
selling fr ne t five dollars on which we protect salesmen 
na pecified territory Give references and other lines car 
ed. Reply I l care Office Appliances, Chicago 

TWO the REPEATERS for men selling direct to offices 
Specify line now handled Address P-1l1¢ care Office Ap 
pliances, Cl if 


INDEPENDENCE AND INCOME FOR LIFE 
t. ever increasing repeat commissions without 


FINANCIAL 
through constan 


call-backs The business made rich bv the depression Spare 
time test will convince you of the immensity of the opportu 
nity Commonwealth N. Co »O8 S. Dearborn, Chicago 


WANTED TRAVELING SALESMAN for Central Western and 
: territory to sell full line of desk pads and work distribu 
tors. line well established Commission basis only. Address 
P-118. Office Appliances. Chicago 


Coast 


STATIONERY OR OFFICE SUPPLY SALESMEN wanted to 
handle profitable side line of duplicating supplies in protected 


territory on commission basis Give full particulars Kleer 
Sten Cr iN LaSalle St Chicago 

SALESMEN now illing on office equipment dealers to carry 
s line f flice desks on commission Central states, and 
southern territor per Address P-1 care Office Appliances 
«") iz 


REPRESENTATIVES AVAILABLE 


CHICAGO MARKET Established highly regarded Office 
Equipment C pany wants an additional item for local or 
national distribution Write General Manager Room 1140 
608 S. Dearborn St.. Chicago 

MILL CONNECTION NEW YORK TERRITORY Experienced 
salesman calling t Stationers Jobbers Paper Merchants 
Well Connected with trade Financially able to equip and 


ce ‘ £ Arrangement that 
Address ’ care Office Appli 


will be mutually 
inces, Chicago 





APPLIANCES 


OFFICE 


D TOR SALE 


eight cents a word, minimum charge, $1.60. 


desiring representation in Canada are 
sales representative, for years well and 
trade Will supply full de- 
firms Address C-97, care 


MANUFACTURERS 
offered services of a 
favourably known throughout the 
tails and references to interested 
Office Appliances, Chicago 


REPRESENTATIVES WANTED 


SOUTHERN leading office 


chair manufacturer 


REPRESENTATIVE WANTED by 
Territory Texas to the Atlantic. Es- 
tablished dealer connections Prefer salesman now carrying 
non-competitive furniture lines who understands good furni- 
ture and is well acquainted with the trade An unusual op- 
portunity Address P-114, care Office Appliances, Chicago. 


EXCLUSIVE DISTRIBUTORSHIP open in middle, southern 
ind southwestern states on General Staplers and Staples 
Sales organization necessary with ability to sell consumers 


ind dealers Factories Worcester, Mass Chas. B. Russell 
Inc., SS Broad St Boston, Mass. 

OFFICE FURNITURE MANUFACTURER has openings for 
two, possibly three representatives to sell high grade office 
ind school chairs to dealers. Territories open are east, middle 
west and west Give complete information, including present 
connections and sections covered Address P-119, care Office 


Appliances, Chicago. 

MANUFACTURER OF STEEL FILES seeks new representa 
tives for New England, the South and Minnesota \ desirabl 
line for anyone calling upon office furniture dealers Give 
previous experience, present activities and information about 


territory traveled Address P-120, care Office Appliances, 


Chicago 


SPECIAL TYPE FOR ADDING MACHINES 


CONSIDERING MANUFACTURING year date type Burroughs 
posting machines Write, stating amount needed for July Ist 
delivery pending agreement on price. O. L. MeCoskey & Co., 
Box 57, Chickasha, Oklahoma 


FOUNTAIN PEN REPAIRING 


FOUNTAIN PENS REPAIRED (all makes) for the trade 
since 1904 Mail repairs for prompt service Welty Pen & 
Repair Co., 36 S. State St., Chicago 


FOR SALE AND WANTED TO BUY 


ELLIOTT-FISHER MACHINES, typewriters 
chines, all office equipment, bought and sold 


Appliance Co., 533 So. Dearborn, Chicago. 


Adding Ma- 
Chicago Office 


DICTAPHON ES—Elliott-Fisher Bookkeeping and Billing— 


Remington Bookkeeping—Ditto Duplicators, et« The Reb- 
Wal Hunt Co $129 Wayne St., Detroit, Michigan 
DICTAPHONE AND EDIPHONE machines wanted. State 


numbers Baltimore Dictating Machine Co 


saltimore, Md 


model and serial 
107 E. Pleasant St., 
RIBBONS re-manufactured Guaranteed 
work, quick service Send us your old ribbons today 144 yard 
reels of typewriter ribbon fabric. with handy winder, a spe- 
cialty Also two grades of excellent duplicator ink Lewis 
Co., 95la N. 4th St.. Milwaukee, Wis 


MULTIGRAPH 


Folders, 
Salle, Chi 


ADDRESSOGRAPHS 
Sealers Write us 


Multigraphs, Dictaphones 
Save money Pruitt, 166 N. La 


ago 


Elliott- 
Maloney, 


BILLING AND BOOKKEEPING machines, late models 

Fisher, Underwood, Burroughs, etc., bought and sold 

Gilmore Co., 508 So. Dearborn St., Chicago. 

ilso Dicta- 
Highest 

Broadway, 


SELL US YOUR Kardex, Acme Postindex cabinets, 
Ediphones, Adding and Calculating machines 
paid Universal Office Equipment Co., 396 
York City. 


phones, 
prices 
New 
ELLIOTT-FISHER machines bought, sold and rebuilt. Teeter- 
Warsh Co., Plankinton Arcade, Milwaukee, Wis 


MODEL 10 DICTAPHONES, Ediphones, 
that will make real 
makes bought and sold 

New 


200M series offered to 
profits Visible filing 
Hanover Office Equip- 
York City 


dealers at prices 


equipment, all 


ment Co., Inc., 80 Greenwich St 


DUPLICATING 
prints clearly 


iodg 
Dodge 


Ribbons. Ink 


INKS, Dry Stencils, Typewriter 
‘re profit to jobber 


brilliantly Long runs. M«¢ 
Specialties Albany, Wisc 
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PATENTS 


Copies of patents shown here can be obtained 

from the Commissioner of Patents, Washington, 

D. C., for ten cents each in cash, postoffice 

money orders or certified check. Stamps and 
personal checks not accepted. 





No. 91,416 (design patent). Casing for a telephone 
index or like article. Norman Bel Geddes and Worthen 
Paxton, New York, N. Y. (assignors to The Bates 
Manufacturing Company, Orange, N. J., a corporation 
of New Jersey). Application Oct. 21, 1933. Serial No. 


49,532 Term of patent, seven years. 
No. 1,940,966. Pencil sharpener. Joseph Ness, Rock- 
ford, 1. (assignor to Spengler-Loomis Manufacturing 


Company, a corporation of Illinois). Application June 


25, 1932. Serial No. 619,239. 
No. 1,944,259. Marking device. Harry W. Moore, 
Dayton, Ohio. Application Feb. 6. 1932. Serial No. 


591,380. 


No, 1,944,263. insulated furniture construction. 
Enoch Ohnstrand, Kenmore, N. Y. (assignor to Rem- 
ington Rand tInc., Buffalo, N. Y.). Original applica- 
tion April 19, 1927. Serial No. 1,826,670; now Patent 


No. 1,826,670, dated Oct. 6, 1931. Divided and this 
application June 30, 1931. Serial No. 547,986. 

No. 1,944,328. Filing container. Frank D. Jonas, 
East Williston, N. Y. (assignor to Oxford Filing Sup- 
ply Company, Brooklyn, N. Y., a partnership compris- 


ing Richard A. Jonas, Richard A. Jonas, Jr., Robert 
P. Jonas, Frank D. Jonas and Edward F. Jonas). 
Application Nov. 5, 1931. Serial No. 573,096. 

No. 1,944,387. Address tag. Parvin Wright, Seattle. 
Wash. (assignor to The Gerrard Company, tInc., Chi- 
cago, Ill., a corporation of Delaware). Original ap- 
plication Dec. 5, 1927. Serial No. 237,7 Divided 


and this application April 24, 1930. Serial No. 446,882. 

No. 1,944,394. Cabinet. James E. Bales, Aurora, Iil., 
and John €E. Hallberg, Oswego, Ill. (assignors to 
Lyon Metal Products, Incorporated, Aurora, Iil., a 
corporation of Illinois). Application June 20, 1930. 
Serial No. 462.606. 

No. 1,944,477. Wood furniture drawer support. 
James Tillotson, IJr., Jamestown, N. Y. Application 
Nov. 26, 1932. Serial No. 644,460. 


No. 1,944,620. Binder. Edward E. Usher, North 
Plainfield. N. J. Application June 16, 1933. Serial 
No. 676,158. 


No. 1,944,665. Multiplying machine with improved 
checking features Derk J. Oldenboom, Woodbridge, 
N. Y. (assignor toe International Business Machines 


Corporation, New York, N. Y., a corporation of New 


York). Application March 16, 1933. Serial No. 
660,984 

No. 1,944,765. Desk structure. Edgar H. Sheldon, 
Muskegon, Mich. (assignor to E. H. Sheldon & Com- 
pany. Muskegon, Mich., a corporation of Michigan). 
Application June 30, 1930. Serial No. 464,795. 

No. 1,944,913. Wardrobe or locker. Frank Albach, 


(assignor to Fred Medart Manufactur- 


St. Louis, Mo. 
Application 


ing Company. a corporation of Missouri). 
Feb. 12, 1932. Serial No. 592,527. 

No. 1,944,927. Holder for fountain pens. 
R. Cuthbert, Fort Madison, lowa (assignor to 
Sheaffer Pen Company. Fort Madison, lowa, a cor- 
poration of Delaware). Application Aug. 16, 1929. 
Serial No. 386,304. 

No. 1.945.007. Loose leaf binder. Murray Vernon, 
Greenwich, Conn. Application July 30, 1932. Serial 
No. 626,793. 

No. 1,945,027. Listing calculator. Loring Pickering 
Crosman, Maplewood, N. J. (assignor to Gardner Com- 
pany. Orange, N. J., a corporation of De‘aware). 
Original application April 28, 1932. Serial No. 607,982. 
Divided and this application April 15, 1933. Serial 
No. 666,256. 

No. 1,945,255. Apparatus for and process of making 
lip sticks and the like. Jean M. Camagni, Paterson, 
N. J. (assignor to Joseph Dixon Crucible Company, 
a corporation of New Jersey). Ap- 
plication April 7, 1932. Serial No. 603,794. 

No. 1,945,264. Printing device. Richard M. Dug- 
dale, Dedham, Mass. (assignor to Farrington Manu- 


William 
A. 


Jersey City, N. J.. 


facturing Company. Boston, Mass., a corporation of 
Massachusetts). Application Sept. 18, 1931. Serial 
No. 563,467. 


No. 1,945,625. Type retaining device for printing 


machines. Erwin H. Aldinger and Walter E. Fried- 
richs, Philadelphia, Penna. Application Sept. 7, 1932. 
Serial Ne. 631,962 


No. 1,945,638. Cap for paste tubes. William T. 


Herrick, Tulsa, Ok!a. Application June 1, 1933. Serial 
No. 676,577. 
No. 1,945,655. Sales and bil:ing machine. William 


Tulsa, Okla. Application March 27, 
Renewed April 25, 1933. 

typewriters. 
Application 


1. Nicholson, Jr., 
1931. Serial No. 525,768. 

No. 1,945,753. Signaling device for 
James Y. Payron, Long Beach, Calif. 
July 27, 1931. Serial No. 553,409. 

No. 1.945.837. Remote control apparatus. Russell 
G. Thompson. Rochester, N. Y. (assignor to Electro- 
matic Typewriters, Inc., Rochester, N. Y.. a corpora- 
tion of New York). Application Dec. 15, 1931. Serial 
No. 581,173. 

No. 1,945,895. Typewriting machine. Frederick A. 
Hart, Stamford, Conn. (assignor to Remington Type- 
writer Company, Ilion, N. Y.. a corporation of New 
York). Application Nov. 16, 1931. Serial No. 575,345. 

No. 1,946,028. Safe. Charlies F. Meilink, Toledo, 


Ohio. Application Feb. 25, 1932. Serial No. 595,183. 
No. 1,946,174. Adding machine. Max M. Munk, 
Washington, D. C. Application Aug. 13, 1932. Serial 
No. 628,723. 
No. 1,946,217. Printing machine. Curtis George 


(assignor to Addressograph Com- 
a corporation of Delaware). 


Kranz, Chicago, Il. 
pany. Wilmington, Del., 


Original application Nov. |, 1929. Serial No. 404,092. 
Leer and this application Feb. 6, 1931. Serial No. 
13,946. 


No. 1,946 363. Typewriter ribbon and the like. 
Herbert L. Shallcross, Philadelphia, Penna. Applica- 
tion August 26, 1931. Serial No. 559,543. 

No. 1,946,468. Electric motor. Theodore S. Bind- 
schedier, Detroit, Mich. (assignor to Burroughs Add- 
ing Machine Company, Detroit, Mich., a corporation of 
oo Application Aug. 14, 1931. Serial No. 

7,051. 

No. 1,946 516. Container. Philip Zalkind. New York, 
N. Y. Application Sept. 3, 1932. Serial No. 631,682. 

No. 1.946.572. Listing calculator. Loring Pickering 
Crosman, Maplewood, N J. (assignor to Gardner Com- 
pany, Orange. N. J., a corporation of Delaware). Ap- 
plication April 28, 1932. Serial No. 607,982. 
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von Pein, 
Dayton, Ohio (assignor to The National Cash Register 


No. 1,946,602. Cash register. Edward }. 
Company, Dayton. Ohio, a corporation of Ohio). 
Original application April 4, 1921. Serial No. 458,- 
509. Divided and this application Jan. 29, 1930. 
Serial No. 424,356. 

No. 1,946,789. Drawer guide. Willy Clark Giesemann, 
a Ohio. Application Aug. 4, 1933. Serial No 

»O42- 

No. 1,946,795. Open ended container. Frank D. Jonas, 
East Williston, N. Y. (assignor to Oxford Filing Sup- 
ply Company, Brooklyn, N. Y., a parnership com- 
posed of Richard A. Jonas, Richard A. Jonas, Jr., 
Robert P. Jonas, Frank . Jonas and Edward F. 
Jonas). Application Feb. 23, 1932. Serial No. 594 541. 

No. 1,946,900. Electric interpreter. George F. Daly, 
Johnson City, N. Y. (assignor to International Busi- 
ness Machines Corporation, New York. Y.. a cor- 
poration of New York). Application March 22, 1930. 
Serial No. 438,092. 

No. 1,946,915. Perforated record controlled fergentios 
machine. John Royden Peirce, New York, N . (as- 
signor to International Business Machines TBS. 
New York. N. Y., a corporation of New York). Ap- 
plication Nov. 27, 1929. Serial No. 410,057. 
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Gustav 
Marchant Calculating 


No. 1,946,942. Calculating machine. Lerch, 
Oakland, Calif. (assignor 
Machine Company, Oakland, Calit., 
California). Application March 9, 1931. 


a corporation of 
Serial No. 

No. 1,946,969. Reservoir inkwell. Joseph Clarence Gil- 
bert, Dalias, Texas (assignor of one-third to R. F. 


Gildehaus, Jjr.. Dallas. Texas). Application Aug. 27, 
1928. Serial No. 302,389. 

No. 1,947,019. Double ribbon mechanism. Ernest 
Racz, Detroit, Mich (assignor to Burroughs Addin 


a corporation o 
Serial No. 


No. 1,947,041. Tab applying machine. Victor Gideon, 
Chicago, Ill. (assignor to Wilson-Jones Company, Chi- 
cago, lll., a corporation of Massachusetts). App.ication 
Oct. 5, 1925. Serial No. 397,577. 

No. 1,947,092. Soluble ink fountain pen. Russell B. 
Kingman, Orange, N. J. Application July 8, 1933. 
Serial No. 679,507. 

No. 1,947,143. Thumb shift for typewriters. Noah A 
Young, Duluth. Minn. Application Feb. 28, 1933. 
Serial No. 659,007. 


Machine Company, Detroit, Mich., 
ww Application Feb. 27, 1931. 








Architect’s Drawings of Two Villages 
that Will Be a Part of A Century of 


Progress 1934 Exposition 





The Spanish Village will occupy two 
and one-half acres of ground and will 
faithfully portray the manners and 
customs of the Spanish people, and 
the homes, churches and shrines of 
the fifteenth, sixteenth and = seven- 
teenth centuries. 

The Tunisian Village will reproduce 
the color and atmosphere of Northern 
Africa. Fierce Bedouins, Arab sheiks, 
North African craftsmen demonstrat- 
ing their arts and handicraft, and 
native merchants displaying their 
wares will lend a picturesque aspect. 
Street bazaars, a mosque, an Arab 
theatre, and towers and buildings re- 
producing North African architec- 
ture will be features. 

The interest already displayed in the 
1934 Exposition gives foundation to 
the expectations for a greater Fair 
this year than in 1933. 
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APPLIANCES 





THE NEWS AND TECHNICAL 
TRADE JOURNAL OF 
OFFICE EQUIPMENT 





WE DO OUR PART 


THE GOVERNMENT IN BUSINESS 


A Discussion of Several Bills in Congress, Passed and 
Pending, Which Are Concerned with Government 
Projects in Competition with Private Business 


q@*‘ February 19, the Senate of the United States 
by the narrow margin of five votes approved 
a provision in the Treasury Post Office Supply Bill 
to permit the post office department to manufacture 
and repair furniture and other equipment at a pub- 
lic works supported factory at Reedville, W. Va. 
This vote of thirty-four to twenty-nine upheld an 
appropriations committee amendment eliminating 
a house provision to bar the use of government funds 
for the new works, which those in charge of the 
legislation agreed, was the first experiment in the 
administration's efforts to create new industrial cen- 
ters and subsistence projects in outlying districts 
suffering from unemployment. This project has the 
sanction of Mrs. Franklin D. Roosevelt, who has ex- 
pressed interest in the project. Vigorous protest 
was made by Senator Vandenberg, republican of 
Michigan; and Senator Bailey, democrat of North 
Carolina, both of whom protested against the gov 
ernment taking, as they state, any step toward so 
cialism. Senators favoring the bill pointed out that 
it has long been the practice of the post office de 
partment to maintain repair shops in the District of 
Columbia. It was stated that the public works ad- 
ministration had allocated more than $500,000 for 
the Reedsville factory for the manufacture of the 
equipment not now made in Washington. 

Previous to the senate debate of February 19, the 
house amended, passed and sent to the Senate the 
$820.790,000 treasury post office appropriations bill, 
in which, as a part of the operations of the act, a 
furniture factory would be erected by the govern- 
ment at Reedsville, W. Va. The House inserted an 
amendment to prevent the expenditure of post office 
money for equipment manufactured by the Reeds- 
ville plant. 

Prison-Made Furniture 

For another year the metal furniture industry will 
be protected against competition by prison-made 
products, for on February 2, the House of Repre- 


sentatives in Washington adopted the Cooper 


amendment to the four department appropriations 
bill prohibiting the Department of Justice from 
spending any of its 1936 appropriations for installa- 
tion of metal furniture manufacturing equipment in 
any federal penitentiary. 

The amendment is similar to that introduced last 
year by Representative Cooper which was finally 
incorporated into last year’s four department appro- 
priations measure. The amendment provides that 
no parts of the Justice Department appropriation 
shall be used for the procurement or installation in 
any federal correctional or penal institution of ma- 
chinery for the manufacture of metal furniture or 
metal office equipment. 

x * x 

Another lance aimed at governmental participa- 
tion in industry is to be found in a bill introduced 
by Joseph B. Shannon of Missouri, head of a com- 
mittee for the purpose of investigating government 
competition with private enterprise. The committee 
filed its report a little over a year ago. That was 
not suitable to be taken up at the special session, 
but it is, however, a very proper study for the next 
regular session. The bill which Mr. Shannon and 
his committee sponsor would compel all government 
departments which compete with private business 
to install uniform accounting systems so that the 
government cannot use the money of the taxpayers 
to finance competition against the taxpayer himself. 

It is stated that the government competes with 
private enterprise in more than two hundred twenty- 
five different grades, industries and personal and 
professional services. The report of the committee 
cited only a few outstanding cases to show the 
depth of the resentment felt by labor and business 
interests against the encroachment of government in 
industrial fields. The committee of the House re- 
ported: “that the evidence in general indicates that the 
operations of the federal government in the field of 
private enterprise have reached a magnitude and diver- 
sity which threatens to reduce private initiative, curtail 
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the opportunities and infringe upon earning powers of 
tax paying undertakings, while steadily increasing the 
levies upon them. In other words, the activities of thi 
government have reached a point where they are de 
stroying the ability of the people to pay taxes, yet thes 
very activities themselves increase the taxes.” 

In an article written for The Iron Age by George 
\W. Alcock, that author points out that it is difficult 
to find any warrant in the constitution for the entry 
of the government into private enterprise. The 
Shannon committee also recognized this, because 
they call attention to the fact that the entrance of 
the government into commercial and industrial 
undertakings backed by the public credit for the pur 
of « with 
to 


business establishments is 
fundamental democratic 


pose 


ompeting 
in general repugnant 
principles 

Inasmuch as government costs are figured unfair 
ting entirely the principles on which pri 
vate concerns must conduct their business, the com 
mittee has devised a bill which is intended to put 
government under the same cost finding principles 
as private \ll forms of government 
tivity base their figures on the assumption that cer 
tain items which in industrial accounting must be 
considered in any cost compilation, do not enter into 
the costs of government operation. The committee 
points out that these hidden costs, however, do ap 
pear in departmental budgets and elsewhere and are, 
therefore, a tax burden. ‘Therefore, the committee 
has made the following recommendation, which is 


ly, neglee 


business ac 





APPLIANCES 


OFFICE 


of the bill recommended by the Shannon committee: 

“The committee recommends that the government 
departments and agencies be required by the Con 
gress to install and maintain a uniform system of 
accounting, containing all the elements of cost find 
ing, which the best practice has sanctioned for pub 
lic utilities and private industrial and commercial 
enterprises. The committee that the re- 
sults of such a system of accounting would be in 
riations 


believes 


valuable to Congress in considering appro] 
for public works and similar projects, as well as in 
considering proposals for the continuance and main 
tenance of existing government departmental, indus 
trial and business activities, and in passing upon new 
undertakings which may be submitted for congres- 
sional action. The establishment of such govern 
mental accounting methods will also make possible a 
comparison between public and private costs of pro 
duction and of service.” 

It is declared by furniture manufacturers that the 
project backed by Mrs. Roosevelt presents a prob- 
lem to manufacturers like that of prison-made fur 
overnment competition 


niture, and offers the same g 
with private industry. Interstate sales of prison 


furniture are now prevented by federal law. 


Since the foregoing was written, as readers will 
have observed in the daily newspapers, the bill con- 
cerning the proposed government factory at Reed- 
ville, W. Va., was defeated in the house of represen- 


one of twenty-nine others which cover the features 
Foreign Trade 
gn Trad 
An Interview with Theodore T. Malleson, Export Manager, 
Royal Typewriter Company, Inc. 

Theodore T. Malleson, export manager, Royal Typs Mr. Malleson referred to certain retarding influences in the 
writer Company, In resident abroad, arrived in New situation: the adoption of quotas, abnormal t: 
York early in February for conferences with the company dies by some governments and the nationalisti 
and sailed on the SS Manhattan February 28. From Eu for “buying at home On account of some 
rope, Mr. Malleson will presently visit North Africa and devaluation and a “leveling off process” in cet 
proceed from there to the Orient. tions, the advantage of the new dollar is m« 

led” Malleson is probably the office equipment indus than real 
try’s most extensive traveler. He has circled the globe From his observations in many countries, Mr 
twice, and although on peaceful business mission, has had inclines to the opinion that price control is des 
eve il interesting adventures. Particularly during the that the German cartel svstem will prove t 
war period. From time to time he traces his routes whicl thing for that country. Which brings the tl 
lead from Europe to South Africa, Australia and the coun some increase in government authority mig! 
tries of the Orient. With many of the world’s capitals NRA make possible some such system here. 
ind it ther central market places, he is acquainted the economic aspects of the international situation, 
Althoug strong for U. S. A.”, Mr. Malleson is a cosm: Malleson believes that most European countries 
politan and in experience and good will an ing for United States initiatiy 
nt itionalist ing international economic difficulties 

In an _ hae with a representative Oo! Of his impression of conditions in the 
mee \pI pECCS IN Ne ¥ Y ork be core sail United state De Mr Malle son expre ssed 
ng last week, Mr. Malleson expressed pa . 

; feeling which many are experiencing. 

tient confidence in the gradual improve ; 
ment ot bus ne s im the roreign markets the arst day of 80 alter his siniiadaats. 
Political changes in several countries have seemed to be no change in conditions here 
enssates me fealing of ancestninte sini since his last visit. But after 
ler te that which exists over here Such days, he became conscious of an undercur- 
feeling, as is now happening on this side, rent of impulse which was not so 
gradually give vav to confidence with re on the surface of things To mm: 
idjustment the new conditions this country the “undercurre 

lo a query about the immediate prospect tivity is becoming more and mo 
United Sta manufactures abroad, tible 


tatives and now goes back to conference. 








T. T. MALLESON 
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yd THE GUY THAT'S TAKEN THE 
GAFF-NOW YOU LISTEN TO MEY 


An Average Citizen Speaks* 


t WAS born in the United States and am an 
American citizen. This is a fortunate fact with 
which | had nothing whatever to do, but it’s the 
luckiest thing that ever happened to me. 

The significance of what it means dawns on me as 
[ struggle with the uncertainties which surround me. 

What I have (left) and all that I ever had (once) 
| owe to the kind of a deal this land of liberty and 
opportunity gave me. And I’m convinced that the 
average circumstances which come to us in these 
United States mean about what we are willing, in 
dividually, to make them. I’m pretty sure that as 
an average guy, with the average weaknesses and 
a few strong points, I’ve gone farther and done more 
here than I could anywhere else in the world. 

| know that I have been getting fed-up for some 
time with the despondent attitude of those with 
whom I come in touch in every walk of life. I’m 
surfeited with the gloomy forebodings of those who 
seem to have lost faith in themselves, their fellows, 
their country, their future. 

And it dawns on me, as I think it over, that I’m 
really the guy that this present situation 1s all about. 
I’m not the “forgotten man,” because I was never 
sufficiently outstanding among the more than a hun- 
dred million like me to be forgotten. But, as the 
recipient of the well-known “slings and arrows of 
outrageous fortune”’—I’m the guy! 

So it’s about time for me to take stock, if there 
is anything in this feeling I have that things cannot 
be as bad as they seem. 


K 


First, I come to the conclusion—as I began—that 
| am fortunate in the geographical location of my 
birth. In no other place in the world could I have 
been born with the birthright that this, my country, 
has given me. In no other place in the world would 
| be in as good a position today, despite the croakers 
ind the crooks. 

Second, something is being done about the condi 
tion that | am in—more than is being done any- 
where that I know for others in like condition. Of 
course that something isn’t perfect ; of course it is in 
a state of experimentation; of course a lot of mis- 
takes are bound to be made—but action is there, not 
passivity. And I can do something about that action 
by helping it along with all my capacity and faith. 
It isn’t something within my control, but it is not 
beyond some control from me; for the likes of me, 
multiplied, will put it over. So it is my business 
and the promise of my salvation. 

Third, I could be so much worse off than I am 
that what I am would seem the acme of well-being. 

*“ dverage Citizen” is well known in the several 
divisions of the office equipment industry for his 
achievements in the important positions he has held, for 
his work in several organisations in the industry, and 
for his practical business and inspirational writings. 


I could be homeless, starving, the world of rule and 
order in ruins about me, without recourse or re- 
source. True, | haven’t what I once had, but I may 
have had too much—more than was good for me. 
True, | do not see an immediate return to my great- 
est prosperity, but I do see an opportunity—if I will 
keep my feet on the ground, think, work, and have 
faith, hope and clarity—to bring again as great a 
measure of balanced welfare as I have ever known. 
Fourth, I find that a great many of the things that 
[ once thought essentials were chimerical at the 
best and that a continuance of them would have 
ruined me. My philosophy of life—if I was ever 
conscious that I had one—and the philosophy of 
life of those about me, was economically wrong. We 
had lost sight of the fundamentals, of the sound 
things that make for an ordered existence, and were 
carried away with semblances. Our future then was 
far darker than anything we can envision now, if we 
had but realized it, for in our future was chaos. 
Fifth, this country can’t go to smash. Asinine 
as we may be, fearsome as we may become, cowardly 
as we may act, blunder and muddle as we will, our 
foundation is too strong and firm to be swept away 
by the tides of events, even though they come from 
oceans that thunder on other shores. There is still 
enough sanity, enough courage, enough faith, 
enough belief in the soundness of our great demo- 
cratic principles, if exercised, to throw the balance 
in our favor and restore our equilibrium. To delay 
our return to a normal existence is to defeat our 
best ends. And delay we do, just so long as we 
enjoy our misery and revel in its hardships by con- 
tinuing to be pessimistic and critical of those who 
are up and doing to better our estate. 
Sixth, I know that some of my leaders in the past 
industrial, political, financial—have betrayed me. 
But I know, too, that a great deal of the fault was 
mine. I worked, I voted, I invested, without giving 
the matter as much thought as I gave to buying a 
suit of clothes or greasing my car. If I was a 
“sucker” it was because I elected to be one and not 
because I had to be. I was so occupied with my 
small affairs that the big affairs were neglected. Of 
course I was led astray. I had it coming to me and 
I ought to be man enough to take it. And I know 
that the lesson need not be repeated—but it will! 
Seventh, I’m ashamed of our people. Where are 
their “guts”? With so rich a heritage as we have 
received from the pioneers, with our natural re- 
sources, with our developing civilization, we insist 
upon acting as though we were at the end of things. 
We talk of a forthcoming revolution—if! We live 
day by day. Apparently there is no tomorrow. We 
acquiesce in defeat while we still have the capacity 
to put up a fight that cannot lose. 


Why expand the subject? Make your own an- 


alysis. If you cannot see for yourself what a really 
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lucky fellow you are to be where you are, instead of 
where you might be if circumstances had not fa 
ored you, then you're a frozen asset that will never 
thaw out from any heat within you. 

If this be poor reasoning, make the most of it, for 


so things appeal to me as I think them over; and so 


SUCCESSFUL TELEPHONE 


SELLING 


By D. C. Hegarty, Advertising Man- 
ager, National Blank Book Company 


Holyoke, Mass. 


Vote The subject of selling by telephone has been 
commented upon several times in articles published in 
( ) pre | the best oT these mas an article by 
G. A. Bray of the Illinois Bell Telephone Company 
published in the issue of January, 1931. Another was 
the record of an incident where the person replying to 
a telephone call handled the situation with such open 
sincerity and desire to serve that he won a permanent 
customer. This article was entitled, Would Your Tele 
phone Have Won This Customer? and it was written 
by H. D. Robards, a feature writer. 

Readers will find the present article by Mr. Hegarty 
of much suggestive value. He relates several incidents 
of the successful use of the telephone in selling—inci 
dents which to those who are receptive to ideas, supply 
leads for their own performance. 


this journal 


KRE are some telephone selling suggestions 

which, by actual experience, stationers have 
found profitable. 

For example, stationer “A” has sold more mer 


chandise by the telephone than any other dealer we 
know, because he is particularly well organized in 
that department to give quick and intelligent in 
formation over the telephone. 

In answer to our query, he gives this resume of 
his success. “We assign to the telephone order de 
partment two of our oldest and most experienced 
salesmen who handle all telephone orders with the 
assistance of two telephone operators. All four of 
these people have available within reach of their 
right hand, a series of visible record binders with 
prices on all items in the store and the various quan 
tities available for instant transmission to the pros 
pect on the telephone. 

“Contrast this to the usual store telephone service, 
which consists of some young person answering the 
telephone, and to every question asked by the pros 
pect, the answer—‘Just a minute,—while they en 
deavor to get their information from some other 
busy and instead of taking a moment, 
often a simple question takes three or five minutes, 
taxing the patience of the prospect on the telephone 
with the result that they feel that the service has 
been unsatisfactory and are less likely to call up 
that dealer for further requirements. 

Advertises Telephone Service 

“We believe the all important feature of our su 

cessful telephone selling is quick and intelligent 


salesman: 


OFFICE APPLIANCES 


they must appeal, if analyzed, to any of the many 
millions who still have more blessings than they 
probably deserve and who can stoutly carry on if 
they will only regain an iota of the confidence they 
once had—in themselves, their fellows, their govern- 
ment, their high destiny! 


MR. HEGARTY 





service. Added to this is an idea that is used by 
us in all our literature and advertising which is this 
short line—“BUY BY ’PHONE CABOT 40860’ 
Thus by using this for years, we have made tele 
phone ordering by our customers profitable for us, 
convenient for the customer, and developed a con 
fidence in our store and service.” 

How Dealer “B” Sells Prospects by Telephone 

“Selling customers and prospects by telephone, 
calls for tact and careful approach,” says this dealer. 
“Because it is offensive to a busy office executive 
to be interrupted in the midst of other work and be 
asked to listen to a short sales talk on some item 
that the chances are he would not be even slightly 
interested in at that particular time. However, by 
selecting a list of prospects and customers that we 
know are interested in the particular item we want 
to feature, we have been successful in making some 
very profitable sales—and at very little cost, because 
telephone selling saves man power and time. 

Using Telephone to Increase Man Power 

“During the past two years, we have made good 
use of the telephone in keeping up our outside sales 
service, even with our short handed sales crew. For 
example, we have our salesman tell in advance his 
prospects and customers, that on certain days, he 
will not be able to call personally but instead will 
call them up on the telephone and take care of their 
requirements. The customers appreciate this type 
of telephone service and it enables the salesman to 
time and while increasing his 
service. 


save steps, sales 
New Items Are Profitable 

“We have had excellent results, featuring new 
items by telephone. The reason is obvious. Any- 
thing new is news, and every one likes to learn the 
latest “news” about anything new. Thus when we 
have a particularly interesting new item, we call up 
a selected list of prospects and tell them briefly, 
specific facts about the new items, at the same time 
ask permission to show the new items to the pros 
pect at specified time. Or in some cases invite the 
prospect to come to the store. 

“Here is a suggested telephone sales talk we used 
with profitable results in introducing a new Post 
Binder 

Our Salesman: ‘Mr. 

Customer: ‘Yes.’ 

Salesman: “This is David Carey, Blank Office 


Wallace ?’ 
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Supply Company, I am calling up my customers, Mr. 
Wallace, to tell them of a unique new Post Binder 
which we have just stocked. It works perfectly 
and will save you time and money. May I show you 
this new binder at your office, to-morrow? Or if 
you preter, drop in the store. No obligation, of 
course.’ ” 
Getting Prospect to Come Into the Store 

“Another idea which we have worked successfully 
is to group several new items into an attractive store 
display and put on a special telephone drive inviting 
interested prospects to come to the store on specific 
days during the week this special demonstration ts 
on. This is always profitable because in the store 
we can get better attention from prospects, thus we 
have a better chance to show and demonstrate new 
items to better advantage. And too, it is easy to 


LIEUT. E. W STEPHENS, U. 8 
NAVY AEROLOGIST WHO GAVE 
THE WORD THAT STARTED SIX 
SEAPLANES, JANUARY 10, ON AN 
EPOCHAL FLIGHT FROM SAN FRAN 
CISCO TO HAWAII The planes suc 


A “GIANT” MODEL DEXTER 
PENCIL SHARPENER AT THE 
BUSINESS RECOVERY EXPOSI- 
TION HELD BY THE CHICAGO 


ROTARY CLUB LAST JANUARY 
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get prospects interested in additional items while 
they are in the store. 
“Plussing” the Sale by Telephone 

“When a customer telephones an order, there is 
always a profitable opportunity of ‘plussing’ the 
sale by suggesting relative items. For example: 
Typewriter paper suggests carbon paper ; Ring Book 
Sheets suggest Ring Binders, Indexes, etc., etc.” 

How About Your Own Store? 

Do incoming calls get prompt, friendly, intelligent 
attention? Do your best active accounts purchase 
frequently by telephone with confidence and satis 
faction? Do you make it easy for them to do so? 
Have you a plan for calling customers at convenient 
times, suggesting possible needs? 

If your store is not, you are losing a wonderful 
chance to get profitable business at a low sales cost. 


cessfully negotiated the more than 2000 

mile trip to complete the longest mass 

flight ever made over water. It will 

be noted that an Underwood typewriter 

is part of Lieut. Stephens’ office equip- 
ment 


The model was set up in the 
booth of the Automatic Pencil 
Sharpener Company, where it at- 
tracted wide attention (Chicago 

Daily News photo.) 








| Be LOW | 1 resume t the salient features of the (b) In cities of less than 500,000 population, or in the 
Wholesaling r Distributing Code, followed by a mmediate vicinity thereof, at the rate f fourteen dollars 
presentatior t the Supplemental Code of the Stationery per week 


and (or P Outhttir 


e Trade The former code was ap 


proved on January », and it is believed that the latter will 
be approved at an early dat: [It is based on the Code ot 
the Wholesale r Distributors, and is supplemental 
sheret The Wholesale Cod ; fully presented 

\r l t the Wholesaling r Distributing Code out 
nes ts ] | ‘ 

Article II f vs 

Definit Wholesaler or Distributor—For the pur 
pos tf this Code, a “wholesaler” or “distributor” shall be 
defined a inv individual, partnership, association, corp 
ration t ther firm, or a definitely organized division 


reanized to render and rendering a gen 


eral distribution service, which buys and maintains at his 
r its place of business a stock of the lines of merchandise 
which it tributes; and which through salesmen, adver 
tising, and/or sales promotion devices, sells to retailers 
ind/or to institutional, commercial, and/or industrial users 
but which does 1 sell in significant amounts to ultimate 

nsumers Modifications or extensions to this definition 
r any part of it may be made for specific divisions when 
embodied in an appropriate supplemental code, or when 
recommended by the appropriate Divisional Code Author 
itv and approved by the Administrator 


“ultimate consumer” as 


| he 


a purchaser for h 


Ultimate Consumer. term 
lefined 


and not for us t 


sme and personal use, 


nsumption in trade or business or by 


Che ther definitions include the terms, “trade,” “em 
plovees emplover President,” “Act” and “Admin 
‘strato: 

ARTICLE Ill. HOURS: Section 1—Maximum Hours 
and Exceptions. 1) No wholesaler or distributor shal 
cause or permit any employee, except an employee in an 
executive, supervisory, technical, or professional capacity 
who receives irtv-five dollars a week or more in cities of 
500,000 or overt r thirty dollars a week or more In cities 


f less than 500,000 population, and except watchmen and 


utside salesmen, to work more than forty hours per week 


r to work more than six davs in anv one week (or less as 
determined bv the (¢ cle Authoritv of any specific trade), 
except that any member of the trade may cause or permit 


b) No employee except those exempted in paragraph 


iall work more than eight hours in any 


yne day, ex ept that on one day each week each employes 


mav work one extra hour, but such hour is to be included 


within the maximum hours permitted each week 

c) Outside deliverymen, maintenance men, outside re 
pair service men and installation men to work forty-eight 
hours per week 

(d) Watchmen shall work not more than fifty-six hours 
nor more than six days in any seven-day period, 


‘ An employer may work an employee such hours as 
may be necessary in excess of the hours specified in para 
graphs (a) and (c) of this Section if time and one-third its 


per, week 


paid for all such additional hours 


f) The hours worked by any one employee in any one 
dav shall be nsecutive with the exception of a reasonablk 
period out t ! 

ARTICLE I\ WAGES: Section].—Minimum Rates of 
Pay. The 1 1 rates t pay hall be as follows 

i) In cities of 500,000 population or over, or in the in 
mediate icinity thereof, at the rat f fifteen dollars pet 


(c) In the South at the rat | ne d il week less 
than the rates specified aly e in paragraphs i ind (b) 

(e) Junior employees between the ages of sixteen and 
eighteen vears, inclusive, may be paid at the ite of tw 


less per week than th 


dollars minimum wage rate per 
week otherwise applicable to them for the first twelve 
months of their employment; and learners over eighteen 
vears of age may, for a period of three months from the 
date f their employment, be paid at the rate f one dollar 


week than the minimum week otherwis« 


less p< Ware per 
applicable to them, 

(¢) Wages shall be paid weekly or semi-monthly in law- 
ful money or by negotiable check 

SECTIO 2—No employee whose normal full-time 
weekly hours prior to July 1, 1933, are reduced by less than 


twenty per cent shall have his 
duced, No 


are reduced twenty 


rr her full-time earnings re- 
emplovee whose normal full-time 
per cent or more shi 
full time weekly earnings reduced by more than ten 
cent 


ARTICLE \ 
Minimum Age 


GENERAL LABOR PROVISIONS 


Section 1 Requirements—No person 


1 
| 


under sixteen years of age shall be emploved by any whol 


saler or distributor, nor anyone under eighteen years of 
age at operations or occupations hazardous in nature 
Section 2.—Employees’ Rights and Employers’ Duties: 


a) Employees shall have the right to organize and bargain 
choosing 


shall 


collectively through representatives of their own 


(b) No employee and no one seeking employment 


be required as a condition of employment to join any com 

pany union or to refrain from joining, organizing or as 

sisting a labor organization of his own choos and 
SECTION 4.—Reclassification of Employees: No em 


plover shall reclassify employees or duties of cupations 


performed or engage in any other subterfuge for the put 


pose of defeating the purposes and provisions of this Act 
or of this Code 

SECTION 5.—Posting Code: Each employer shall post 
in conspicuous places, accessible to employees pies of 


articles I to V, inclusive, of this Code 

ARTICLE VI CODES AND THE ADMINISTRA 
rION THEREOF.—SECTION ONE--General and 
Supplemental Codes: (a) To provide an effective procedure 


this code, and al de S supple 


shall be 


prov ide d 


for the administration of 


mental thereto, the trad divided int ymmodity 
divisions, as hereinafter 
TION 2.—Creation and Organization of General 
Wholesale and Divisional Wholesale Code Authorities: 
(a) Che Authority to « 


with the | 


SE¢ 


creation of a General Code 
Administrator in the 


the Code is 


ooperat« 
administration of the provi 
auth ed, and the 
Authority for each 


Administrator in ad 
| 


sions of General hereby 


creation of a Divisional Cod Division 


f the Trade to cooperate with the 


ministering the provisions of its Supplemental Code is 
authorized. 

rION 4. Assenting to Code and Payment of Cost 
of Administration: Wholesalers or distributors sh 


titled t | 


hereby 

SE¢ 
all be en 
lare the venefits of the activi 
Divisional Code Auth 


Authority to participate in and share the 


participate in and sl 


ties of their rity, and through such 


Divisional Cod 
General Cod 


benefits of the activities of th 


by assenting to and complying with the requirements of 
such Codes and sustaining their reasonabl share of the 
per expenses of their administratior S easonable 








MARCH, 1934 


share of the proper expenses of the administration of the 
Divisional Code Au- 
thority shall be determined by each Authority, respectively, 


General Code Authority and of any 
subject upon review to the disapproval of the Administra- 
tor, on the basis of volume of business, the number of Di- 


visions in which a member may operate, and the extent 
of his operations in each Division 
Powers of General 
Authorities.—(a) The General Code 


the power, subject upon review to the disapproval of the 


Code 


shall have 


and Divisional 
Authority 


SEA. 3. 


\dministrator in addition to other powers herein granted: 
several divisions 
and the Authori- 
ties so as to prevent conflicts of authority and to minimize 


(1) To coordinate the interests of the 


activities of the several Divisional Code 


overlapping of powers; and 
(b) Each Divisional Code Authority 


lowing powers: 


shall have the fol- 


First, 
Code 
sional Code Authority, subject to the approval or request 


With respect to the provisions of the General 
which govern all Divisions of the Trade, each Divi- 


of the General Code Authority: 

(1) Shall require from wholesalers or distributors in the 
Division which it represents such reports as are necessary 
to effectuate the purposes of the General Code; and 

(2) May 


wholesaler or distributor in such Division, make investiga- 


upon its own initiative, or complaint of any 
tions as to the functioning and observance of any provision 
of the General Code; and 


(3) May 


and 


hear and attempt to adjust such complaints, 


Provided, however, that any wholesaler or distributor 
who may be affected by the action or handling of matters 
pertaining to any provision of the General Code by his 
Code 


such matter submitted to and considered by the General 


Divisional Authority, shall have the right to have 
Code Authority for its action, as provided in Section 5 (a) 
Article 

With respect to the specific provisions of the 


of this 

Second. 
Supplemental Codes which govern one or more, but not 
all, Divisions of the Trade, each Divisional Code Authority, 
subject to the approval or consent of the Administrator: 

(1) Shall require from wholesalers and distributors in its 
Division such reports as are necessary to effectuate the 
purposes of its Supplemental Code; and 


(2) May, upon its own initiative or 


complaint of any 
wholesaler or distributor in such division, make investiga- 
tion as to the functioning and observance of any provision 
of its Supplemental Code; and 

(3) May hear and attempt to adjust such complaints 

SEC. 8 Undue Hardships Imposed by Codes.—W her« 
the administrations of the provisions of the General Code 
impose an unusual or undue hardship upon any whole- 
saler or distributor, or upon any Division, or where the 
administration of the provisions of any Supplemental Code 
imposes an unusual or undue hardship upon any wholesaler 
or distributor affected thereby, such wholesaler or distrib- 
utor, or such division, may make application for relief 
to the Administrator, who, after such public notice and 
hearing as he may deem necessary, may grant such excep- 
tions to or modifications of the provisions of the General 
Code, or of any Supplemental Code, as the case may be, as 
may be required to effectuate the purposes of the Act. 

ARTICLE VII—TRADE PRACTICES.—Covers the 
following subjects: Inaccurate Advertising; False Billing; 
Inaccurate Labeling; Inaccurate References to Competi- 
tors, Etc.; Secret Rebates. 

SEC. 10. Protection to Retailers. 
trade practice for Wholesalers who secure a substantial 


It shall be an unfair 


portion of their business from members of the retail trade 
to enter into competition with retailers by selling merchan- 


dise at wholesale prices to ultimate consumers for per- 


— 
uw 


sonal use or to sell to civic, institutional and/or similar 
types of wholesale customers, merchandise for the personal 
use of employees of such customers. Nothing in this sec- 
tion, however, shall prevent bona fide sales by such whole- 
salers to their own employees of merchandise that is for 
the personal use of such employees. 

ARTICLE VIII.—Permissive Trade Practices. 
1. Differentials.—In any division in which manufacturers, 


importers, mills or other primary sellers sell coincidentally 


Section 


to several classes of buyers the Divisional Code Authority, 
subject to the approval and with the advice of the Admin- 
istrator, may arrange for a conference of all interested 
parties, including primary sellers or the Code Authority 
governing them, for the purpose of defining and establish- 
ing price differentials which shall be fair and reasonable in 
relation to the nature and extent of the distributing serv- 
ices and functions rendered by each buying class. Such 
differentials shall include all elements affecting the net 
price, such as discounts, terms and allowances. 

The Divisional Code Authority, with the advice and con- 
sent of the administrator and after all interested parties 
shall have been given an opportunity to be heard on the 
shall price differentials 
which are deemed fair on specific products. When the Di- 
visional Code Authority announce that a fair wholesale 
price differential has been established on any product by 
sources competent to adequately serve the wholesalers in 
the Division, then and thereafter, or until the Divisional 
Code Authority announces that such fair price differentials 
have been discontinued, it shall be an unfair trade practice 
for a wholesaler or distributor to handle such product un- 
less the price at which it is sold to him allows or provides 


matter, formally announce the 


for such fair price differential. 

Nothing in this section shall be construed to abridge the 
right of manufacturers to sell direct to retailers or the right 
of retailers to buy direct from manufacturers. 

Nothing in this section shall be construed to prevent rea- 
sonable and fair price differentials from being allowed on 
the basis of quantity purchased or such other factors as 
the Administrator shall deem proper. 

SEC. 2. Other Unfair Trade Practices.—Subject to the 
approval of the President after hearing there may be estab- 
lished, in any Supplemental Code, trade practice rules cov- 
ering such other subjects as conditions in its specific Divi- 
sion may require, together with regulations concerning 
such principles as loss limitation, selling below cost, price 
reporting. Any violation of these provisions shall be an 
unfair trade practice. 

ARTICLE IX.—Prison-Made Goods.—Pending the for- 
mulation of a compact or code between the several states 
of the United States to insure the manufacture and sale of 
prison-made goods on a fair competitive basis with goods 
not so produced, the following provisions of this section 
will be stayed for ninety (90) days, or further at the dis- 
cretion of the Administrator: 

(a) Where any penal, reformatory, or correctional in- 
stitution, either by subscribing to the code or compact 
hereinbefore referred to, or by a binding agreement of any 
other nature, satisfies the Administrator that merchandise 
produced in such institution or by the inmates thereof will 
not be sold except upon a fair competitive basis with sim- 
ilar merchandise not so produced, the provisions of Para- 
graph (b) hereof shall not apply to any merchandise pro- 
duced in such manner in the institutions covered by such 
agreement, 

(b) Except as provided in the foregoifg paragraph, no 
wholesaler or distributor shall knowingly buy or contract 
to buy any merchandise produced in whole or in part in a 
penal, reformatory or correctional institution. After May 
31, 1934, no wholesaler or distributor shall knowingly sell 
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wr Offer tor sale such merchandis« Nothing int sectior 

however, shall affect contracts, which the wholesaler or 
| ‘ , 

distributor does 1 have the option to cancel, made with 


respect to such met indise before the approval of this 
code by the Pre ident of the United States 

(c) Nothin this section shall bs mnstrued to super 
sede or interfer with the operation f the Act of Congress 
ipproved January 19, 1929, being Public No. 669 of the 70th 
Congress and entitled “An Act to divest goods, wares and 
merchandise manufactured, produced or mined by convicts 


or prisoners t their interstate haracter in certain cases,’ 
which Act is kt vn as the Haw ( per Act, or the pri 
\ ns iny State | lation enacted under, or effective 
upon, the IT¢ i t the uid Hawes-Cy oper Act, the 
uid effective , beir Jar y 19 1934 


if this Gen 
shall be 


Monopolies.—No provision 


eral Code, nor of at des supplemental thereto 
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permit monopolies, or monopolistic prac 


as to 


eliminat oppress or discriminate against small 


enterprises 
ARTICLE 


XI1.—Application of Code.—Every whole 


saler or distributor, except those who on the effective date 
f this code are rverned by any other code of fair com 
petition under the administration of the National Recovery 
Administration or the Agricultural Adjustment Admin 
istration, shall be bound by all the provisions of this Gen 
eral Code and by all the provisions of each and every Sup 

mental Code applicable to him, when such General Code 
and/or such Supplemental Code or Codes shall have been 
ippre ved by the President, except those wholesalers o1 


distributors, who within sixty (60) days after the effective 


date of this Code file with the Administrator applications 


Pi roposed Supplementat Code for the Stationery Trade 


Article des s the purposs the 
r 1 ' , ded in the Wholesalir 


Supplemental 
and Distributing 

\RTICLE I1l.—-Definitions: Supplementing Article II of 
the General Code Trade.—The term “Trade” 


stribution of stationery tor <« 


as used herein 


lefined as the di ymmercial 


uses and of those articles commonly used in the outfitting 


f off 


Member of Trade.—Th« Member of Trade” is de 


fined as a “Wholesaler” or Distributor,” the major por 
t T t wl c bu mess 1s in the Trad as defined above 
Regional Districts. Che term “Regional Districts” is de 


fined t nel ind be coincident with the ce raphical 
livisior estal hed by the National Stationers Ass 

t ind ntorming t the Federal Reserve Districts ex 
ept for the addition of one District known as the Metr 


tan District of New York 


Divisional Code Authority.—The term “Divisional 


\uthority is used herein, shall mean the Divisional Code 
\uthority for the Commercial Stationery and Office Out 
ttir Tra id t t the Wholesaling or Distribut 
ne Trade 

General Code term General de as used here 

hall mean the ¢ | 1! Fair Competition for the Wh 

alin T 1) rade 

“Distributor.” —1 term “Distributor” is defined as a 
person or firt r definitely organized division thereof, def 
! i ed t render a ene i distributi mn service, 
vhicl ind iintains at his ts place of business a 
t I nes mi handise which it distributes: and 
which through salesmen, advertising and/or sales prom 
tion de ] to imstitutional, commercial, and/or in 
lustria t it which does not sell in significant 
il unts t 1it < nsumers 


term “Wholesaler” is 


defined as a 


persor r firm, r definitely rganized division thereof, 
lefinite rea ed t ender a general distribution service, 
which buys and maintains at his or its place of business a 
tock t lines of erchandise w h it distributes: and 
which tl igh salesmen, advertising and/or sales prom 
t n de S st retailers 

ARTICLE III.—Administration.—Supplementing Articl 
VI, Sections 2 | and 5 ot the General ¢ ode 

SECTION 1 Ina ordance with the administrative or 
let f 1933, this Trade becomes a Division under the Cod 
t the Whol ¢ Distributir Frade 

SEC. 2 ) ( le Aut ritv of the Commer 
tal Stat d Office Outhtti Divisior shall be 

t la | Reg na District shall elect six 
epresentat : tive ot As ition membership, to 
i Nat na ! t meet annua for the election 1 the 


for exemptions to this code or any portion thereof, which 
ifter due consideration bv the Administration are sustained 
\ll trade members in such districts shall receive notice 
f the meetings at which these representatives to the Na 
tional Council are elected and be given opportunity to vote 
n such election. The six representatives shall include four 
commercial stationers and two office furniture dealers. The 
Divisional Code Authority shall consist of six members 
elected at the annual meeting of the National Council 
SE. J The Divisional Code Authority shall appoint 


le administration in each said district o1 


f the \d 


agencies tor coc 


subdivision thereof, under advice and consent 


ministrator Che Divisional Code Authority shall delegate 
to said agencies the necessary authority for the adminis 
tration of this Supplemental Code and the General Code 
vithin their respective districts and sub-districts, et 

SEC. 4. The Divisional Code Authority shall appoint one 
if its members to a committee, which, if and when the 


Divisional Code Authority of the Commercial Stationery 


and Office Outfitting Trade and the Divisional Code Au 
t ity of the School Supplies Trade shall appoint one 
member. each, thereto, shall constitute a coordinating com 


Trades. If and when the Divisional 


Wholesale shall 


ordinating committee, the 


mittee of the three 


Stationery Trad 


rritv tor the 
member to the ce 
Authority shall 


ywers as may be 


Divisional Code delegate to its member 


iny of its general pi necessary f him, in 


collaboration with the other two members, to coordinate 
the administration of the Supplemental des for the three 
Trades. so as to assure that such administration will be 


fair and equitable to eacl Che Divisional Code Authority 
shall 


requiring 


ordinating committec 
\dmiunistrator 


yn of the provisions of this Supplemental 


abide any judgment of the c: 


that Committee to report to the 


iny alleged violati 
Cod 
in 1ts 

ARTICI 
VII of the General 
rION 1 


sale of any ofhce 


which requires the cooperation of the three trades 
idjustment 

E I\ Trade 
ode 
Price Guarantee.—The sale or 


under any form of guarantee to 


lemental Article 


Practices Sup} 


offer for 
furniture 
advance or decline in the 


against either an 


price f such office furniture is an unfair method of com 
petitior 

SEC. 2. Factory Shipments.—On F. ©. B. factory ship 
ments of merchandi direct to the customer on which the 


member has not filed an F, O. B. factory price in 


edule 


dling service on the part of the 


selling 


is Open price and which do not include any han- 


dealer, due allowance can 


be given to the customer in lieu of such service, but in no 
ise can the price qu 1ted be below actual invoice or ré 
placement cost 
ARTICLE V—Permissive Trade Practices Supple 
mental Article VIII, Section 2 of the General Code 


SECTION 1 


a The 


Open Price Arrangement and Accounting. 
\utl ority shall, as soon 


Divisional Code as prac 
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formulate a standard method of accounting and 
costing for the Trade and submit the to the Admin- 


When it shall have been approved by the Admin- 


tic able, 
Sac 
istrator 
every member shall use an accounting and costing 


system which ce 


istrator, 
mtorms to the principles of, and is at least 
as detailed and complete as, such standard method. 

(b) With the 


the Divisional Cods 


advice and consent of the Administrator, 
Authority may at any time determine 
that an open price plan of selling such commodity or com- 
modities of the Trade as it shall specify shall be put into 
effect on such date as it shall fix Notice of such deter- 


mination shall be announced to all known members of the 


[rade who distribute such commodities, not less than 30 
days prior to the date so fixed. 
(c) At least ten days prior to such date, every such 


member shall file with the Divisional Code Authority, a 
schedule of prices and terms of sale for all such commodi- 
ties or, in the alternative, shall be deemed to have filed a 
schedule conforming in respect to price and terms of sale 
with the schedule on file which states the lowest price and 
the most favorable terms. 

(d) All such schedules shall be in such form as the Di- 
visional Code Authority shall prescribe and shall contain 


all information necessary to permit any interested person 


to determine the exact net price per unit after all dis- 


counts or other deductions have been made, whether per 
taining to a single order, a commitment for future deliv- 
ery, or a contract \ll such original schedules shall be- 
Divisional Cod 


come effective on the date fixed by the 


Authority as provided in Section 1 (b) hereof. Any such 


schedule, or any price therein, may apply nationally o1 


may be limited to one or more geographical divisions. 
(e) A revised schedule or schedules, or new schedule or 
schedules, or a notice of withdrawal of a schedule pre- 
viously filed, may be filed by a member with the Divisional 
Cod 
member who withdraws a schedule without substituting a 


shall be deemed to filed a 


\uthority at any time, provided, however, that any 


new schedule therefor have 
schedule conforming in respect to price and terms of sale 
thereatter on file which 


Any 


filed hereunder, shall become effective 


with the schedule at any time 


states the lowest price and the most favorable terms. 
schedule or notice 
five days after the date of filing 

Authority shall promptly sup 


(f) The Divisional Code 


ply all members of the trade with copies of all schedules, 
revised schedules, and notices of withdrawal, which per 
Immediately upon receipt of in 


tain to such commodity 


formation relative to the withdrawal of a price for any 


commodity, any member may file notice of withdrawal of 
commodity effective as of the 


his own price for the same 


same date as the notice of withdrawal of such member. 


Immediately on receipt of information that a schedule then 
on file has been revised, or that a new schedule has been 
filed, any member may file a revised schedule conforming 
as to price and terms to the schedule of such other mem 
or may notify the 


ber, and effective on the same date, 


Divisional Code Authority that he adopts as his own the 
schedule of such other member. In the latter event, he 
shall be deemed to have filed a revised schedule conform- 
ing to the revised schedule of such other member. 

(g) No such schedule of prices and terms of sale filed 
by any member, or in effect at any time, shall be such as 
to permit the sale of any commodity at less than the cost 
thereof to such 
vided in Section I (k) hereof, provided, however, that any 


member may by notice to the Divisional Code Authority, 


member determined in the manner pro- 


adopt as his own a lower price filed by another designated 
member. Such adoption shall become automatically void 
upon the withdrawal or revision of the price adopted. 

(h) No member who shall have filed a price or adopted 
as his own, a price filed by another member for any com- 


modity of the trade, shall sell such commodity for less 
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than such price or upon terms or conditions more favor- 
able than stated in such price schedule. No member, who 
shall have failed to file a price for any commodity for 
which the open price plan is in effect, shall sell such prod- 
uct at a lower price or on terms more favorable than the 
lowest price and most favorable terms stated in any price 
schedule for such commodity then on file. 

(i) The Divisional Code Authority shall furnish at cost 
to any nonmember requesting them, copies of any price 
schedules which have been filed with it. Such price sched- 
ules shall be made available to nonmembers at the same 
time that they are sent to members. 

(j) No member shall sell any commodity of the Trade 
for which no open price plan is in effect at less than the 
invoice or replacement cost thereof to such member, de- 
termined as provided in Section 1 (k) hereof, except to 
meet the price of a competitor whose price does not vio 
late such Section. 

(k) Cost, for the purposes of this Article, shall be de- 
termined pursuant to the method of accounting and cost- 
ing prescribed as provided in Section 1 (a) hereof as soon 
as such method is adopted, and approved, and theretofore 
pursuant to the method employed by such member sub- 
ject to such preliminary rules as the Divisional Code Au- 
thority shall from time to time prescribe with the approval 
of the Administrator. 

(1) For the purpose of determining whether Section 1 
(g) and 1 (j) hereof have been complied with, every mem- 
ber shall, upon the request of the Divisional Code Au- 
thority, furnish a designated agency of the Divisional Code 
Authority, in respect to closed transactions only, with com- 
plete information in regard to any quotation, order, con- 
tract, or sale of any product of the Trade, including infor- 
mation as to specifications, quantities, price, conditions of 
storage, transportation, or delivery, terms of billing, cash 
or trade discounts allowed, and other pertinent facts re- 
lating to such quotation, contract, or sale. 

(m) Nothing herein contained shall be construed to pre- 
vent the disposition of distress merchandise required to 
be sold to liquidate a defunct or insolvent business, of dis- 
continued lines, damaged goods or seconds, in such man- 
ner, at such price, and such terms and conditions as the 
Divisional Code Authority and the Administrator may ap- 
prove. 

(n) Nothing herein contained shall be construed to pre- 
vent the fulfillment of a bona fide contract existing on the 
effective date of this Code. 

SEC. 2. Instalment Sales.—In the case of 
Divisional Code Authority may make recom- 
mendations to the Administrator minimum 
down payments on any commodity of the Trade in any 
Regional District. When the Administrator shall approve 
any such recommendation it shall be an unfair-trade prac- 
tice for any member therein to sell such commodity on an 
instalment plan without such minimum down payment. 

SEC. 3. The Divisional Code Authority with the ad- 
vice and consent of the Administrator may put into oper- 
ation the following plan for regulating allowances on used 
office furniture: Members shall report to such Regional 
Agency on every sale of used office furniture the price 
received for such merchandise, its approximate age, type, 
model, on the first of each month. The Regional Agency 
shall average all prices thus reported during the past month 
for units of furniture of each age, group, type, and model 
and report these average prices to each member of the 


instalment 


sales, the 
relative to 


Trade in the Regional Districts. 

It shall then be an unfair-trade practice for any member 
to allow on used office furniture, which it receives in part 
payment on new furniture, more than 80% of the average 
price established as above for units of the age, group, type, 
and model to which the used furniture on which the allow- 
ance is made belongs. 
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DEALER WHO KNOWS HIS BUSINESS 
MAKES SALES 


How a Chicago Office Furniture Man Cinched a Chair 
Order by Knowing What to Do in a Tight Place 


[ PAYS to keep the mind alert and active. It 
4 pays to put one’s self occasionally in the shoes of 
the customer and to realize his pleasant reaction 
when the man behind the counter shows a real desire 
to be helpful, instead of uttering such dead negations 
as “We don't it,’ “We had some chairs like 
those you want, but they are all sold’”—‘“There’s no 
demand for them”—‘They aren’t using them any 
with a too evident desire to avoid 


Carry 


more,” etc... all 
mental exertion 


se that a man wants a special type of 
assembly room, for instance. He 
naturally doesn’t want to pay very much, yet wants 
something substantial and of good appearance. He 


Nobody 


wants nor suggests where he can get them. 


Let us sup] 
chair tor an 


has the goods he 
Not a 
soul has a helpful word beyond the banal expressions 
of regret that have every where assailed his ears. 


visits store after store 


Finally he enters a store that bears the appearance 
of a business-like plac e 
about like that of other office furniture stores, but 
the would-be customer was met by the store pro 
prietor, who radiated cordiality Real sympathy 
a couple of minutes the 
furniture man all 


Its general appearance was 


begets confidence, and in 
prospect telling the office 
about 1t 

“IT have tramped trom end to this street, 
spent about three hours, and all I’ve got to show for 
it is a sense of futility, two tired feet and the mem 
ory of successive turn-downs. And, mind you, I’m not 
trying to sell anything—I’m trying to buy 
thing. I represent a reputable bank a block or two 
from this very spot. I want to pay cash. I have the 
money in my pocket and I yearn to part with it in 
return for a hundred very ordinary chairs of decent 
1dmit that the chairs I want must 
not over a dollar and a half apie e 
somebody ought to have such 
them. Can you hely 


was 


end of 


some 


appearance. I'll 
not be expensiv« 
but it 
chairs or know 


seems to me 
where to get 
mec 

dealer. “If you wait 


"a believe ‘ in,” said the 


must a few mil 


utes | think I can show you a chan 


that will answer your purpose very well indeed.” 

Calling his younger son—a lad of fifteen, who was 
out of school because the day was Lincoln’s birth 
day the dealer took the boy to the back of the store 
and told him to go down the alley to the lumber 
firm and bring back one of the chairs they recently 
made up “in the white.” In a few minutes the lad 
returned with the chair and the dealer explained 
that the chairs could be finished and delivered, if 
necessary, in twenty-four hours. 

The customer inspected the chair, then he sat in 
it, and after a moment declared that it wouldn’t do 
because it was uncomfortable. 

“Is the chair otherwise satisfactory?” 
dealer. 

“Yes,” answered the banker, “it would do nicely 
if it weren’t for that one defect. But I must have 
a comfortable chair. I want a hundred of them for 
an audience room and for other purposes, and we 
can’t afford to have the people who sit in the chairs 
uncomfortable.” 

“Just a moment,” said the dealer. “Let’s see what 
can be done about that.” Taking two telephone di 
rectories he placed one each under the front legs of 
the chair, giving it a slight backward tilt. “Now try 
the chair,” he said. The customer did so, and a smile 
irradiated his countenance. “Perfect,” he said, “but 
how are you going to fix those chairs? You can’t 
very well splice out the front legs.” “No,” replied 
the dealer, “I can’t do that, but I can have an inch 
taken off the back ones.” 

The customer’s smile developed into a laugh. “I 
never thought of that,” he said. “I'll take the chairs. 
When can you deliver?”—handing the dealer two 
one hundred dollar bills. 

“T can have those chairs 
to you tomorrow afternoon,” 
handed the customer fifty dollars in change. 

“That will be satisfactory,” said the banker. 
“When I’m in need of something in your line again 
I'll remember you.” 

“And I believe he will,” remarked the dealer. 


asked the 


finished and delivered 
said the dealer, as he 
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ALUMINUM AIDS THE 
CAUSE OF MODERNISM IN 
THIS DELIGHTFUL ROOM 

Built in Pittsburgh by 
Harold M 
rior architect-decorator, this 


Schwartz, inte- 


iluminum walled roon 


Interior Decorator Suggests Aluminum for Wall 
Covering 
\ suggestion for executives, planning to refurnish their 


ifices, mav lie in the use of colored aluminum for wall 


treatment 
Using this newest presentation of a versatile metal, Har- 


old M 


built a living room, as shown in the 


Schwartz, interior architect-decorator of Pittsburgh, 


illustration, which 
combines an air of sumptuous restraint with a sprightly 
modernism entirely in keeping with the trends in decora- 


tion 
By substituting desks and chairs for the lounges in this 


“home” living room, it becomes an “office” living room, 


to which the suggestions here made are also applicable 


built up of horizontal aluminum sheets, 


The walls are 
dyed a rich reddish brown. 
the fireplace, where aluminum’s natural tint has been used, 


\ change in the color note at 


adds to the decoration 

grace the 
corners and book 
This molding is also found framing the mirror 


molding 
ends of the 


Horizontal strips of aluminum 


rounded accentuate the 


shelves. 
across from the fireplace 


Che large window reaches from floor to ceiling and cov 


MOVABLE 
WOOD PARTI 


TIONS TURN 
LOSS INTO 
PROFIT By 
usine Globe 


Wernicke Stand 


ard movable par 


titions finished 
in two tone plain 
enamels and 
modern furni 


ure and rugs, a 
large barren 
room formerly 
occupied by a 
dancing academy 
was converted 
into two modern 


which 


offices 
rent at a profit 
It is particularly 


interesting to 
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points to possibilities in 
private office decorative 
schemes. Worthy of note is 
the impression of spacious 
ness created by the reflec 
tions and highlights in the 
aluminum panels 


The mullions are aluminum and the glass 
They 


ers a whole wall, 
curtains, made of aluminum mesh, frame the light. 
are bordered by wool draperies of an earthen color. 

Che rounded corners were placed in the room for several 
reasons. Artistically they added a pleasing touch because 
their rotund surfaces brought out the glistening color of 
the aluminum sheets. Functionally they make cleaning 
easier. 

The use of colored aluminum was made possible by the 
invention of a process of coating the metal, giving it a 
very thin, but also a very durable, protective covering. It 
was found that this covering absorbed pigments, and soon 
thereafter aluminum was made commercially available in 
every color of the rainbow. 

Che process by which the coating is applied to the metal 
is called the anodic oxide coating process, and it gives 
longer surface life to metal which was subjected to con 


siderable abrasion It is now being used as a standard 


coating for automotive pistons, cafeteria trays, refrigera- 
tor trays, and was found to be excellent for these purposes. 

[his coating is a distinct advantage to an already versa- 
tile metal, for it has widened the applications for which 


aluminum may be suggested 


nute that these 
offices now occu 
pied by a radio 
studio, are lo 
eated in an old 
style brick build 
ing, the type fre- 
quently found in 
good locations in 
many laree 
cities, but un 
profitable be 
cause of lack of 
good tenants. In 
this case, a good 
idea, good mer 
chandise, good 
taste, and the 
expenditure of a 
modest sum of 
money turned a 
loss into a 


profit. 
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Our Special Section on Ribbons and Carbons 
@@In the present issue of Office Appliances is a 
section devoted exclusively to the ribbon and carbon 
industry with special reference to the great utility 
the essential utility, in fact—of these familiar ar- 
ticles, together with some observations concerning 
their origin, manufacture and necessary qualities 
There are half a score of articles in this section and 
all branches of the ribbon and carbon 


among them 
represented, dealers who handle the 


industry are 
lines as a part of commercial stationery stocks, man 
ufacturers and divisional agents of manufacturers. 

The articles herein presented represent the ex 
perience of men who have spent years in the produc 
tion and marketing of the products of the industry. 
Readers who will take to heart the ideas and sugges 
tions to be gleaned from these pages will be certain 
to realize profitable returns. 


Visible Systems 
S24 he impression made by the visible systems sec 
tion in the February number of the journal indicates 
increasing interest in that outstanding opportunity 
for the commercial stationery trade. 

Although in the aggregate a tremendous volume 
of business has been secured for visible 
hardly more than a start has been made for theit 
general establishment. Their manifold advantages 
and their adaptability to business of practically e\ 


systems, 


ery kind makes innumerable prospects for their sale 

The attitude of many dealers toward this forward 
step in account and record keeping is somewhat sim 
ilar to the attitude toward the loose leaf system at 
its introduction. 

Any salesman could sell bound books. 
branded for its purpose. The new system would re 
quire trained salesmen who understood bookkeeping. 
There were mechanisms to consider, sheets with cer 


Kach was 


tain punching and various other things to make for 
complications. But the business world was recep 
tive to the leaf s) and trade in bound 
books soon began to dwindle. Decreasing business 
reduced resistance to the new idea and loose leaf de 
There were, 


system 


kk sec 


partments were gradually established 
of course, from the beginning some dealers who per 
ceived the possibilities of the new system and en 
It may be pre 
dicted with some degree of certainty that 
systems will ultimately replace the older methods in 
most departments of business. It has been given 
great impetus during the past few years. Its mo 
Very many dealers are alert 
The articles in the 


tered into its sale with enthusiasm. 
visible 


mentum will increase. 
to the opportunities it presents 
visible referred to 
ways and means for making the most of the oppor 


system section above suggest 


tunity. 


+. 


The Stationers Code 
G4 The text the proposed supplemental code of 
fair competition for the Commercial Stationery and 
Office Outhtting Trade is given in the present issue 
in connection with a rather full resume of the Code 
ot the Wholesaling or Distributing Trade to which 
the Stationers Code is supplemental. It is under 
stood that this supplemental code will receive the ap 
proval of the Administrator. Every dealer should 
make it a point to understand the salient features of 


these codes, 


Premiums 
@@A manufacturer of pencil sharpeners present in 


a group discussing the use of premiums and adver- 


tising specialties to stimulate business, related an ex- 
perience he had had some time ago. A manufacturer 
of food products approached him with a proposition 
to make up a lot of 50,000 pencil sharpeners, to be 
included in the food manufacturer’s premium sched- 
ule. Though the quantity price offered by the pre 
mium user left a very small fraction of profit on the 
order, the pencil sharpener manufacturer was at first 
inclined to consider the proposal favorably. It 
would put the pencil sharpeners in thousands of 
homes and would afford additional employment to 
his factory force. Then came the thought of the 
effect of the plan upon commercial stationers through 
whom his product has tts best outlet. Their market 
would be disrupted. Many homes which the sta 
tioner might supply with pencil sharpeners would be 
furnished by premium purchase. The plan would 


less cash 


cost the commercial stationers more or 
business. So he declined the attractive offer. The 
food manufacturer was apparently amused at this 


attitude, but his premium catalogue did not list the 
pencil sharpener. 
-o-> 


Manufacturers Should Date Price Lists 


@@ An Ohio dealer strongly urges manufacturers to 
date every price list they issue. The dealer has too 


remember, he says, to be 


many other details to 
plagued with the duty of dating successive lists as 
they are issued. Simply numbering the lists is not 
sufficient, for it 1s not always possible to clear the 
files of all obsolete lists as soon as new ones are is 
sued, nor is it always desirable to do so, because 
sometimes old lists have to be preserved for com 
parative purposes. This dealer states that the manu- 
facturers who make only one or two items are the 
ones most likely to forget to date their lists. 

There would seem to be some reason for omitting 
the date from a catalogue which may be published 
only once every three or four years; but during this 
period prices may change several times, necessitat 
ing new price lists. Without dates on these lists the 
dealer has no way of knowing whether a list ts old 
or new except by its physical condition. 


+ @O + 


Distinguished Author Urges Wider Use 
of Typewriter 
@S2The following paragraph is quoted from Wal 
ter B. Pitkin’s book, “More Power to You:” 

“The ability to use a typewriter saves more time 
and energy than skilled operation of any other com 
mon instrument. Every child over twelve and every 
adult should know to type. For the value of 
typing goes far beyond its obvious uses. It devel 


> 


how 


ops the basic dexterity of coordinating eye-finger 
and eye-hand movements. It also forces attention 
upon language, which is mind-tongue dexterity. 
Particularly if pursued with a clear idea of develop- 
ing its extra values; typewriting improves habits of 
vocabulary, and grammar in clear, precise expression 
in written words. Young people could probably 
profit greatly by typing two pages a day of anything 
at all. Learn the touch system.” 
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Lou Hummer’s Hunting 


Adventure 
Everybody has heard about killing 
two birds with one stone, but mighty 


few of us have been able to kill a bird 
But it fell to 
Hummer, local deales 


and a fish with one shot. 


the lot of Lou 








Lou HUMMER KILLED A DUCK 
AND A FISH WITH ONE SHOT.” 











brewn by Ned Lake, 

Lou Hummer FT. Smith, 
Ark. 

for Smith-Corona for many years at 


ort Smith, Ark., to do this very thing 
on a hunting trip about three years 
ago. Mr. Hummer, by the way, was a 
Noiseless dealer in Chicago at one 
time 


N AN ORGANIZATION, “It” 

(introduced into our vocabulary by 
Elinor Glyn as descriptive of a certain 
quality possessed by men and women 
which made them stand out from the 
crowd) is the Family Spirit. 
Like “It,” 
tell you exactly what it is, can put his finger 
on it, or can definitely analyze how it came into 


have it; some haven’t. 


existence. 


You can put it down, however, as a basic 
fact, that the organization with a Family 
Spirit has something that is a bulwark in 
times of depression and a saga of joy in times 


of prosperity. 


Family Spirit in an organization can be in- 
It can be “felt.” 


stantly recognized. 


meates the entire atmosphere. 
itself in friendliness, cheerfulness, helpfulness. 

Some organizations talk about their Family 
Spirit when they haven’t an iota of it. A 
business can have been a business for a hun 
dred years and not have developed a Family 
Another can have 
been in business less than a year and have a 
Family Spirit that is a joy to behold. 
parenthetically, watch out for the latter, for it 
will grow like the proverbial green bay tree.) 

Let’s look into this Family Spirit more 
closely. We've said that it couldn’t be defined, 


but some of its attributes may be readily per- 


Spirit within its ranks. 


ceived. 


Out of the Record 


The incident of killing a duck anda 
fish at shot 


Ripley, who made it a corner of a Be- 


one was discovered by 


lieve-it-or-not cartoon. 
We are indebted to D. C. 
for the information. 


Jaldwin 


- 


Graffco Man Has Tobogganing 
Adventure 

Charley Lipman, manager of sales, 

the George B. Graff Company, Boston, 

who in physical appearance is said to 

for a former 


be practically a double 


mayor of New York, now sojourning 
in Europe, had an experience the other 
day that left certain long-to-be-re- 


both mental 


weather condi- 


membered impressions, 


and physical. Recent 
tions in the eastern section have rather 
emphatically favored winter sports, 
and Charlie listened to the suggestions 


of his young daughter and her play- 


mates and—went toboganning! Rea- 
soning that the bigger the hill the 
faster the ride, they sought the chief 


Tim Talks 


Some 


no one can 


It per- 


It manifests 


the band. 


(And, 


of all the accessible hills, climbed it, 
and took the toboggan All 
went well the first time or two—ex- 
cept for the labor of getting back for 
start—but then 
On the next trip down Mr. 


down. 


a fresh came catas- 
trophe! 
Lipman took his daughter on his back, 
but about half way of the course the 
sled commenced an aerial performance 
that would have been the envy of the 
that bucked. 
Going up was all right—coming down 
to the snow-packed not. 
Little daughter landed on the broadest 
region of the paternal anatomy and 


toughest broncho ever 


earth was 


was unhurt, but not so with Charlie. 
When he got his breath he found that 
he hurt in so many different places he 
decided to call it a day. Later the 
doctor found two broken and a 
severe contusion on the chin. 

Two days later he started on a trip 
all taped up tighter than a certain fa- 
The ribs are healing 
“making the 


ribs 


mous movie star. 


nicely and Charlie is 


grade,” as always. 


exists the organization comes first. It 
can do no intentional wrong. 
r make mistakes—because it is composed 
of human beings—but it is a “square 
shooter” always. And the loyalty of 
those to it is that kind of loyalty that 
does not speak disparagingly of it to the 
public; makes its interests of first business im- 
portance, and gives it heart, head and hand. 
Friendliness is another. 
Spirit there goes a certain fellowship and 
fraternity that makes the newcomer feel at 
home and binds all in a common bond. 
Cooperation is a third. There the slogan 
of the “Three Musketeers” is taken literally: 
“All for one and one for all.” 
the thing that wins any kind of a contest in- 
volving groups of human beings—is a matter 
of course. Amplify this in terms of natural 
traits, and you think of the clan, the tribe, 


It will 


With the Family 


Teamwork— 


Family Spirit can only be born in a re- 
publican form of business. It never has incep- 
tion, in its true form, where business is a 
monarchy, absolute or limited. It belongs to 
the spirit of free men—those whose initiative 
is encouraged and responsibility put to the 
test. It is a radiation of the happiness of those 
who stand on their own feet; are led by Op- 
portunity, spurred by Appreciation and inspired 
with an intangible something that is the union 


of a thousand causes and effects. 


Loyalty is one. Where the Family Spirit 


(Copyright 1934 by Tim Thrift) 


—TIM THRIFT. 











INKED RIBBONS 


AND 


CARBON PAPERS 


Typewriter carbons and ribbons properly merchandised 
make one of the most satisfactory and profitable de- 
partments of dealers business. 


Nothing used in the office gives such great return for 
the purchase price. When put into service with care- 





ful consideration to quality and to the nature of certain 


sheets and certain ribbons for specific purpose, they have 
a perfection in function that makes their cost practically 
nominal. 


Because of their general adaptability both are too 
frequently ‘‘taken for granted’’ or as a writer in this 
section states it, too many consider that “‘carbon paper 
is carbon paper.”’ 


With interesting facts about the origin and develop- 
ment of carbons and ribbons here presented are some 
impressive suggestions for selling methods by which 
may be secured maximum satisfaction to the user and 


reasonable profit for the dealer. 


ORIGIN AND DEVELOPMENT OF CARBON PAPERS 


HEN, why, where and how did 


the first carbon paper originate? 


The “when” is uncertain. It is of recor 
that Ralph Wedgewood of London, Eng- 
land, about 1803 produced a carbon pa- 
per, the coating being a mixture of lard 
and lampblack. The Britannica indicates 
the date as 1806. Lebbeus H. Rogers, 
whose genius touched many things and 
who is said to have been the first to or 
ganize the production of ribbons and car- 
bons on a commercial scale, says in his 
memoirs that the Wedgewood invention 
came out in 1808. But the London office 
of Remington Rand Inc. recently made 
some investigations which seemed to fix 
the date of the Wedgewood invention as 
1803, which date the company has ac- 
cepted as authentic. 

W. Cary Lewis, head of the M. B 
Cook Company, of Chicago, representa- 
tives of the Manifold Supplies Company, 
was of the opinion that the date of the 
invention went back into the Eighteenth 
Century, and that by the time the follow- 
ing century was less than half over its use 
was quite well established in the making 
of tracings on cloth and paper, fac-simi- 
lies of pencil and stylus writings, etc. 

The question as to who was the origina- 


tor of any given industry is not often easy 
to answer. Ross H. Coller of Remington 


Some Interesting Facts 

About the Growth of the 

Carbon Paper Industry 

from its Beginnings Down 
to the Present 


Rand Inc., has been making some inves- 
tigations and has arrived at the conclu- 
sion that Cyrus Parkman Dakin was the 
first man in the United States to produce 
and sell carbon paper. Mr. Dakin was 
born at Concord, Mass., on November 11, 
1800, and died in Jersey City, N. J., 
August 5, 1888. He developed carbon 
paper at Concord in 1823 and claimed it 
as an original invention. It is likely, Mr. 
Coller says, that Dakin made and sold 
his product in New York City in 1824. 
There was little market for carbon paper 
then, and actual proof that Dakin mar- 
keted his invention in New York at that 
time is not at present forthcoming. The 
New York City directory of 1832 carries 
the entry, “manifold writers,” after his 
name. “This,” Mr. Coller avers, “ante- 
dates by twenty-eight years what has gen- 
erally been regarded in the industry as 
the start of the business. Dakin in the 
sixties was selling his entire output of car- 
bon paper to the old Associated Press, 


predecessor of the present organization 


of that name, and it was Dakin’s paper 
that Lebbeus H. Rogers saw in Cincin- 
nati, and which prompted him to go into 
the business. He (Rogers) was the first 
man in the world to apply carbon paper to 
the needs of business and to introduce it 
as a commercial product in business chan- 
nels. 

Mr. Rogers was born July 26, 1847, at 
Cincinnati, and passed away at Portland, 
Ore., December 16, 1932. Not only was 
he the first to visualize the possibilities 
of carbon paper in business, but he also 
did pioneering work in the production of 
typewriter ribbons. He was the first per- 
son to sell typewriter ribbons in individual 
boxes, and searched the world for cloth of 
just the right texture for the ribbons. 

Mr. Rogers was a man of tremendous 
energy and versatility of mind. _He was 
interested in printing, the oil business. 
owned a big ranch in Nevada, operated 
a shot tower, and was in the lead business 
in New York. He invented a machine 
for manufacturing wire cable which en- 
cased wires in lead cable as it was made. 
Not content with these activities, he pub- 
lished the Stove and Tin Trade Journal, 
and was prominent in religious work. 

In his later years Mr. Rogers devoted 
much of his time to working on a 
Teachers’ Reference Bible. He was a pro- 
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lific writer. One of his books went 
through ten editions and was translated 
into French and German. Another, 
“Alma Vista,” contained 216 sonnets. 
He wrote “Rogers’ Handy Rules for Let- 
ter Writers,” and sold 100,000 copies. He 
compiled a book of calendars for 200 
years; wrote fifty short stories and several 
half-hour plays. 

In 1900, Mr. Rogers wrote “The Kite 
Trust.” The author used the experiences 
of three boys who embarked in the kite 
business and developed a great kite trust 
as an outline in which to present informa- 
tion upon almost every subject of eco- 
nomic importance which comes up in the 
business world. It presented the rudi- 
ments and in some cases intricate details 
of the science of political economy in non- 
technical phrase. The subject covered 
shows the wide range of Mr. Rogers’ 
scholarly mind. These were taxes, revenue, 
national debts, protection, money, bank- 
ing, strikes, speculation, etc. “His ex- 
planations of transactions in the stock 
market, in the business world, are easy to 
understand. They explain why he dedi- 
cated the book to ‘the whole army of 
statesmen, assessors and tax gatherers who 
don’t know a telegraphic pole from a 
shotgun.” ” 


Some Further Activities of 
Mr. Rogers 

In a booklet on the history of the type- 
writer just issued by the Remington Rand 
organization the writer of these lines notes 
some interesting incidents not already re- 
lated. It appears that up to 1868, when 
the entire output of Dakin’s plant was 
taken by the Associated Press, his prin- 
cipal market had been among bookmakers 
for use in gambling records. 

The same account relates that in 1868, 
when Lebbeus H. Rogers was twenty-one 
years old, he was made a member of the 
wholesale grocery firm for whom he had 
been working, and that in celebration of 
the event he made a baloon ascension. 
Such an event at that time was naturally 
of news interest and was covered by the 
Cincinnati branch of the Associated Press, 
the office of which Rogers visited. There 
he saw some sheets of the Dakin carbon 
paper and noted their use. He obtained 
some of the sheets, cut them in sizes 
adapted to bills of lading, and for mak- 
ing copies of correspondence, and be- 
came the first man in the world to apply 
the carbonized sheet to business trans- 
actions. 

Rogers soon became convinced of the 
value of carbon paper in business prac- 
tice, and in 1870 he resigned from the 
grocery firm and went to New York City, 
stopping at Washington on the way, 
where he demonstrated the manifold 
books he had devised and closed a $1,500 
Government order—the first of its kind 
ever given. Proceeding to his destina- 
tion, he organized the firm of L. H. 
Rogers & Co. and set out upon the task 


of convincing business men he had what 
they needed. 

When, in 1872, the Sholes & Glidden 
typewriter was being shown in New York 
City by James Densmore, Rogers called. 
After viewing the demonstration he pro- 
duced two sheets of carbon paper, ar- 
ranged them in duplicate and triplicate, 
and produced three copies at one writing. 

In the early eighties one of the manu- 
facturers designed a machine for accom- 
plishing a step in the manufacture of car- 
bon paper, and in 1888 Mr. Rogers and a 
man named Fernald, a Canadian, are said 
to have worked together in producing the 
first carbon coating machine.. 

Mr. Rogers also developed a manifold 
book made up of letter sheets for origi- 
nal and duplicate copies, and is credited 
with having been the first man to produce 
train order carbon paper, which had its 
origin from a thought arising from a rail- 
road accident which happened because of 
lack of the requisite train order copies. 
He is also said to have invented the first 
one-time carbon paper, or what is known 
as printers’ carbon, and the first wax car- 
bon paper machine, the wax rendering the 
impression clear and sharp. 

It is said that Rogers produced the first 
ribbons for use on the Remington . 
writer. He searched the world for cloth 
of a suitable texture and finally found it 
at the establishment of Carl Hinneberg & 
Son, Elberfeld, Germany. 

Rogers was the first man to market 
typewriter ribbons wound on spools and 
packed in individual boxes. 

Early Coating Process 

W. Cary Lewis described the early 
carbon coating process. Large sheets of 
the paper to be coated were laid on stone- 
topped tables. The ink was made of pig- 
ment mixed in naphtha, and was spread 
on the sheets by means of wide flat 
brushes similar to those used by calcimin- 
ers. The color was laid on rapidly and 
evenly with long sweeps of the brush, and 
the sheet was then laid out flat on an- 
other table, carbon side up. By the time 
the next sheet had been coated the naph- 
tha had dried out of the one preceding, 
leaving a fairly firm residue of color so 
that the next sheet could be laid upon it 
with little danger of smutting. This proc- 
ess resulted in a carbon sheet that would 
produce fairly satisfactory copies, but was 
deficient in the qualities which distinguish 
the clean, neat carbon papers of the pres- 
ent day. 

A similar, but somewhat more ad- 
vanced process of carbon paper manufac- 
ture was described in “Typing Tips” for 
April-May, 1932, published by the Miller- 
Bryant-Pierce Company of Aurora, IIli- 
nois. We quote: 

“‘T'wo men standing opposite each other 
at a steam-heated table laid sheaves of 
paper, 9 by 25 inches, on the hot marble 
slab before them. They then dipped their 


wide camel’s hair brushes expertly into 
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the ink pan, placed conveniently in the 
center of the table, and drew them six or 
seven times across the top sheet of paper 
until it became smoothly painted. Then 
they lifted the coated sheet to another 
table where a girl stacked the coated sheets 
in forms each containing 500 sheets of 
carbon paper. Each sheet was inter- 
leaved with a smut sheet, and each 100 
sheets were separated by cardboard. 
When the stack contained 500 sheets it 
was moved to the stock room. One girl 
handled the work of two coaters. 

“The maximum number of letter-size 
carbon sheets a man could paint in a day 
was 3,400. Today, one machine opera- 
tor and his helper can produce 225,000 
sheets a day in the Miller Line plant.” 

Today there is no product in more 
universal use in business offices than the 
inked ribbon for the convenient type- 
writer and the carbon sheet which pre- 
serves the facsimile of what one has writ- 
ten. The enormous consumption of these 
products has resulted in factories of 
amazing extent, equipped with modern 
machinery exactly adapted to the purposes 
for which it was created. Laboratories 
are maintained, in charge of skilled chem- 
ists, who are constantly at work improv- 
ing existing products and discovering new 
combinations of pigments and other sub- 
stances not dreamed of in the day when 
sheets were backed with lampblack and 
lard in unpleasing wedlock. In these fac- 
tories hundreds of men and women are 
regularly employed at wages commen- 
surate with the service they perform. The 
cost of their product, thanks to the in- 
genious machines now in use, and to the 
work of the laboratory brigades, is incon- 
siderable compared to the astounding ex- 
tent of its service to mankind—a service 
whose cost would be all but prohibitive 
if the machines were to be scrapped and 
reliance placed upon a multitude of 
human workers. 

‘2s 

In an article written by John A. Cor- 
liss, sales manager of the carbon and rib- 
bon division of The Carter’s Ink Com- 
pany, published about six and a half years 
ago in OrFice APPLIANCES, we find the 
statement that carbon paper was first 
thought of as a commercial possibility 
about 1862 {Dakin} and that in the be- 
ginning it consisted of a thin paper soaked 
in the color composition so that impres- 
sions were obtainable from both sides of 
the sheet. These sheets were called chem- 
ical impression papers. This idea was 
closely followed by a sheet coated on one 
side only with a greasy mixture kept hot 
and liquid in a pan resting on steam coils. 
It was applied to the top sheet of a pad 
by a plush covered piece of narrow board 
as long as the width of the sheet to be 
coated. Ordinary typewriter ribbons were 
intended to be used the same as copying 
ink and letters made with them were trans- 


ferred to letter books by the damp cloth 
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pressure process or to be used on the 
hektograph. It was not until later that 
the use of carbon paper to make dupli- 
cates in a typewriter was recognized. As 
we have seen, Rogers perhaps was the 
first man to make this application. 

The thickness of the coating of color 
and wax or oil on the carbon sheet is 
less than one-fourth the thickness of the 
sheerest silk chiffon. It is less than the 
tolerance ordinarily permitted in the most 
accurately adjusted engineering bearing, 
yet this thickness in a carbon coating, says 
Mr. Corliss, can be used over and over 
again. It will serve to make from fifty 
to one hundred clear, sharp legible du- 
plicate pages of written matter when prop- 
erly chosen for the work in hand and not 
maltreated by the typist. 

All parts of the world contribute the 
raw materials entering into the manufac- 
ture of typewriter ribbons and carbon pa- 
pers. From Brazil comes Carnauba wax, 
an exudation on the leaves of trees from 
which it is scraped when dry. From the 
mines of Austria and also from Utah 
comes another wax known as Ozokerite. 
All natural and synthetic waxes, oils and 


other materials are used for different pur- 
poses. Colors used are of the several 
varieties, pigments, soluble bases, anilines. 
Before the great war, Germany produced 
most of the dependable bright colors. In 
recent years, American rc has pro- 
vided equivalent values for all of these 
and in specific cases has improved upon 
them. 

The base fabric for all carbonizing pa- 
per is a vegetable fibre. For the thinnest 
paper, the fine strong-matting linen fibre 
is necessary, so that resultant tissues may 
have a body and strong substance with- 
out defect and with a capacity for taking 
and holding’ the carbon mixture and pro- 
viding the proper resistance to wear. 
This exceedingly fine paper is necessarily 
expensive and in the coarser lines of car- 
bon paper, such as pencil carbons, de- 
signed to make one copy, etc., such ex- 
treme precautions are not necessary. 

Ira Cole, vice-president and sales man- 
ager of Mittag & Volger, Inc., Park 
Ridge, N. J., states that Mr. Mittag made 
carbon paper for Mr. Rogers probably in 
the early ‘80s. Mr. Cole gives another 
version of the invention of carbon paper, 


TYPEWRITER RIBBONS— THEIR 


HE information upon which this 

story of typewriter ribbons is based 
came to Orrice APPLIANCES from vari- 
ous sources, including Typing Tips of the 
Miller-Bryant-Pierce Company; articles 
contributed by James Quartz of the F. S. 
Webster Company, reprinted from The 
Webster Way; a pamphlet issued by the 
Columbia Ribbon & Carbon Company, 
and one or two other publications of the 
trade. 

From the information so gathered, it is 
our privilege to present the following con- 
clusions: 

Most of the cloth, in fact, practically 
all of it that is used in the manufacture 
of typewriter ribbons is woven from fine, 
long cotton fibres grown on the islands 
off the coast of South Carolina, known 
as Sea Island cotton, and in Egypt along 
the banks of the Nile, where the annual 
overflow enriches the soil by reason of the 
silt brought down from the interior of 
Africa. The cloth produced from these 
long fibres is of peculiar strength and fine- 
ness. The cotton is woven into yarn. 
The yarn is then shipped to England and 
Switzerland, where it is woven into cloth 
of the texture desired. We are told that 
in Switzerland this cloth is manufactured 
by the weavers in their homes and that 
the work is so skilfully done that it is ex- 
tremely rare to find a defect. So finely is 
the cloth woven that it has the appearance 


MANUFACTURE 


Some Data, Historical and 
Descriptive, Concerning 
Origin and Production 


of silk, the better grades containing over 
three hundred threads to the inch. We 
are told by other authorities that while 
it is desirable to have a large number of 
threads per inch, it is still more desirable 
that the cloth be absorbent so as readily 
to take up and retain the ink. 

When the cloth emerges from the loom, 
it is of an ecru color. It is then put 
through a finishing process which changes 
the original color to a light shade re- 
sembling pongee silk. 

The quality of the staple cloth. how it 
is spun, the number of twists and how it 
is made into threads is said to be of 
greater importance than the number of 
threads, while the finishing or converting 
from the gray process is also an impor- 
tant feature. The chemical washing, 
singeing, ironing by enormous heating 
rolls, ete., all must be carefully regulated, 
because good cloth can be ruined by mis- 
takes in the process. All this occurs be- 
fore the cloth reaches the factory of the 
ribbon manufacturer. 

Upon reaching the cutting departments 
of the various houses which manufacture 
typewriter ribbons, the cloth is carefully 
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referring to the story of how Rogers 
when employed as a clerk smeared crayon 
on a piece of paper and used it as we 
now use carbon paper, and building on 
this thought, he gradually entered into the 
carbon paper business. Mr. Cole quotes 
from an article published several years 
ago in the International Export Review 
of London: 

“So far as one can gather from the few 
statistics available, carbon paper was first 
made about the year 1840 and it is inter- 
esting to note that it was an Englishman 
who introduced it. An American friend 
of mine told me a few months ago that 
he has a sample of carbon paper which 
was made in England seventy or eighty 
years ago and it is still in good condition.” 

With the progress and development of 
the manufacture of carbon papers and 
inked ribbons many have participated. 
Many of the older friends have had some 
share in advancing the art. In both the 
mechanical and chemical processes the 
work of numbers of men is represented 
men who have carried the successive im- 
provements and discoveries from the first 
crude beginnings up to the present per- 
fection of processes and products. 


SOURCE AND 


tested, being subjected to various means 
of treatment intended to bring out its 
adaptability to the purpose for which it 
was made. Tests are made for strength, 
absorbency, etc. Grade, count, purity and 
strength are all taken into consideration. 
After being accepted, the cloth is then cut 
and edged. These processes are quite 
elaborate and require a high degree of ac- 
curacy. For instance, in the making of a 
two-color ribbon, a variation of 1/256 
part of an inch renders such a ribbon 
faulty as to color registration. Differ- 
ent manufacturers have different methods 
of putting on the edging, all of which are 
ingenious and effective. After being cut 
and edged, the tape is ready for the ink- 
ing machine. One factory prominent in 
the trade thus describes its methods of 
testing ribbons: 

“When an inking run (approximately 
1,500 dozen) is laid out a sample roll 
from each jumbo bolt is taken and inked 
according to chart instructions. These 
sample rolls are then tested for penetra- 
tion, weight, writing strength, etc. Being 
found to standard the various samples 
are placed in a thermostatically controlled 
electric oven for a period of 96 to 144 
hours at a temperature of 180 degrees 
Fahrenheit. This ‘ages’ the ribbon equal 
to perhaps two years or more. These 
samples are checked at 24 hour intervals 
and at each checking must conform to our 
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standard. In addition to this, short pieces 
are allowed to hang fully exposed to all 
atmospheric conditions and checked from 
time to time as to their drying tenden- 
cies, etc., and it might be added that this 
is the most severe test than can be made. 
Ordinarily, a ribbon tightly wound upon 
the spool and enclosed in a container will 
last years without showing any settling 
or drying effect. We feel, in checking 
our materials before and after they are 
finished, we have overlooked nothing 
known in the ribbon industry.” 

After the tape is saturated, it is ready 
for winding or spooling. Only perfect 
ribbons are permitted to be spooled. As 
a rule, the detection of imperfections is 
accomplished by mechanical means, but 
this does not mean that the product is 
not carefully inspected by experts trained 
to discover the slightest irregularities. 
The various attachments, such as hooks, 
eyes, etc., are afixed and a further inspec- 
tion is made before the ribbons are passed 
to the stock room, where they are wrapped 
in wax paper and tinfoil, boxed, etc. 

We might mention here that as the 
cloth emerges from the inking machine, it 
is in long strips or tapes, each containing 
seventy-two yards which is the standard 
length of a bo!t of cloth. As they emerge 
from the inking machine, the strips are 
automatically wound on rolls and taken 
to a department where the long ribbon 
strips are wound on spools to fit the sev- 
eral writing machines and cut to lengths 
usually of twelve yards, there being some 
variations according to types of machines 
on which the ribbons are to be used. 


The making of two-color ribbons is a 
most delicate process and is accomplished 
by the application of the different ribbon 
inks divided with a hairline precision that 
enables the operator to use the upper or 
lower side without affecting the color run- 
ning parallel to it. This is of great im- 
portance, as in a black and red record 
ribbon, for instance, about ninety per cent 
of the use is on the black. 

The foregoing perhaps fairly covers 
the manufacturing processes in the pro- 
duction of ribbons. We have said 
nothing about the ink because while the 
different dyes and chemicals used are 
broadly speaking the same among all 
manufacturers of high-grade ribbons, the 
mixing and the combination of colors are 
individual processes which most manufac- 
turers hesitate to reveal. 

James Quartz, factory superintendent 
of the F. S. Webster Company, is au- 
thority for a number of good suggestions 
on the selection of typewriter supplies. 
In an article published in the Webster 
Way and reprinted in Orrice AppLt- 
ANCES about thirteen years ago, Mr. 
Quartz said in part: 

“Assuming that the typewriter is in 
good mechanical condition and that the 
platen is smooth, medium-hard and re- 
silient, the next essential is that a good 
grade of inked ribbon be used. The 
sharpness of the impressions obtained is 
governed largely by the thickness of the 
ribbon and paper between the type and 
the platen. The thickness for typewriter 
ribbons accepted by many manufacturers 
of popular ribbons is from 514 to 534 
thousandths of an inch, although there 
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are many ribbons sold that are actually 
eight-thousandths of an inch thick. It is 
this extra thickness that prevents the type 
from striking the platen with the proper 
force necessary to reproduce the face of 
the type. 

“With small type, such as elite type, 
it is impossible to get sharp, clear-cut 
impressions with a ribbon over five and 
one-half thousandths of an inch thick. 
You may be certain that if your platen is 
in good condition and your impressions 
are dry and not sharp, that your ribbon 
is too thick. 

“Of course, impressions will not be clear 
if the ribbon is too heavily inked. This 
feature you may assure yourself of by 
carefully examining the impressions 
promptly after the writings are made. If 
the impressions are wet or greasy appear- 
ing, a lighter inked ribbon is required. 
A number of manufacturers standardize 
on three weights: medium inked, lightly 
inked and heavily inked. The proper 
weight of inking is suit your particular 
blow (which varies greatly) if made 
properly reproduces the face of the type 
with very little broadening.” 

Black record ribbons are the most satis- 
factory for general use and are said to 
be the most permanent. They are also 
the most satisfactory to use in connection 
with carbon paper. 

A silk ribbon is also manufactured 
which has achieved some success, posses- 
sing features which adapt it to work of 
special character. Those silk ribbons 
which we have seen are not heavily inked, 
and give a very sharp impression. 


THE CARBON AND RIBBON END OF IT 


ye carbon and ribbon department 
should be one of the most profitable 
branches of the commercial stationery 
business. It is, however, one that is neg- 
lected by most commercial stationers in 
view of the fact that many seem content 
to carry a line of carbons and ribbons on 
their shelves without devoting any spe- 
cial effort towards developing an exten- 
sive outlet through the medium of their 
outside sales force. 

So universal is the consumption-de- 
mand for these products in the business 
world of today that it leaves open an un- 
limited field for sales pregnant with pos- 
sibilities of profit for the merchandiser 
who attacks the problem from the correct 
angle. The average dealer, I think, be- 
lieves the subject to be a mysterious and 
complicated matter calling for special 
technical knowledge whereas a very fair 
understanding of the items can be ac- 
quired more readily than a corresponding 
knowledge of loose-leaf or filing supplies. 
Merchandise requiring no specialized sell- 
ing knowledge on the part of the sales- 
man is generally the football of the trade 
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and becomes, consequently, highly un- 
profitable to handle. A little study spe- 
cifically devoted to this subject will in- 
variably repay handsome dividends on the 
time invested. 


The first procedure in inaugurating the 
carbon and ribbon department is to es- 
tablish connections with a first-class manu- 
facturer who has a comprehensive line to 
offer, and who is willing to bestow some 
constructive assistance on the dealer in the 
education of his sales force. Although 
all manufacturers engage in the practice 
of direct sales to the consumer, one will 
find that the majority are ready to offer 
their dealers adequate protection. I be- 
lieve that the commercial stationer is the 
most logical outlet for the sale of these 
items, and assuming he had realized 
earlier the possibilities of this business, I 
doubt if there would now be any neces- 
sity for the extensive direct sales pro- 
grams as carried on by manufacturers to- 
day. I believe too, that the manufacturer 
can build a more profitable business for 
himself by devoting a great deal more of 
his time towards educating dealers to sell 
his product. A retail outlet would put a 
speedy end to the throat-cutting practices 
of direct selling. Assuming, of course, 
that the same unfortunate condition 
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would be eliminated in the retail end by 
price regulation agreements, a happy com- 
bination of good profit to both manufac- 
turer and dealer would naturally follow. 

My experience in handling carbon pa- 
per and ribbons before giving the prob- 
lem a special study was typical of that of 
the average dealer. We sold one line 
and only one grade; the best. By virtue 
of its appeal to the quality consumer as 
well as by dint of much effort we built 
up a large and profitable business on just 
this one brand. We soon found however, 
that there were very definite fields where 
cheaper grades would serve as well and 
that we were losing a considerable volume 
of business by having a too limited line. 
To remedy this, we took on as an addi- 
tional line the products of a certain manu- 
facturer who offered to assign to us one 
of his best salesman for a month for the 
purpose of instructing our men. 

By means of intelligent lectures on the 
proper use of the product as well as by 
assisting our men in actual sales, he 
proved that it was more important to un- 
derstand the uses of a product than to 
have a technical knowledge of its manu- 
facture. The customer is primarily in- 
terested in how a carbon paper or ribbon 
performs, how well it suits his peculiar 
need, what advantages it offers over other 
brands in price or service, or both, and 
precious little else. 

It has been through the stationers’ lack 
of knowledge of these various qualifica- 





tions that the specialty salesman has es- 
tablished himself so strongly. The con- 
sumer, having been sold a product not 
best suited to his needs by the stationer 
who had only one grade to sell, fell easy 
prey to the specialty man, who under- 
stood his line and had the perspicacity to 
follow up his advantage by tying up cus- 
tomers on contracts or coupon books. 
His knowledge in many cases has built 
up for him such an aura of omniscience 
that the innocent and frequently befud- 
dled customer believes the direct seller’s 
product is the only one that can give him 
satisfaction. What better customer can 
be had than one who has such implicit 
faith in the salesman and the house he 
represents? This attitude on the part of 
the consumer is a most difficult one to 
combat, and can only be met by proving 
to him the fact that your men also know 
their line. Once this has been done, we 
have found customers who have been buy- 
ing their other supplies from us only too 
glad to give us their carbon and ribbon 
business. 

Incidentally, a working knowledge of 
one’s line is not always indicative of com- 
plete success. Analyzing a customer’s 
particular need and prescribing the theo- 
retical filler for it, frequently will not 
work out as anticipated in actual practice. 
A certain weight of tissue together with 
a certain degree of inking for a given 
number of copies seldom follows a hard 
and fast rule in the case of carbon pa- 


pers. The same holds true to a certain 


SPECIAL SALES ORGANIZATION 


ROM experience covering a long 

period of years, it is the writer’s 
opinion that the best outlet for ribbons 
and carbons is the manufacturers’ 
branches or specialty carbon and ribbon 
dealers. While it is true that every sta- 
tioner sells carbon paper and inked rib- 
bons to some extent, a much larger vol- 
ume of sales is enjoyed by the branches 
of manufacturers and the firms that spe- 
cialize in this type of business. 

On this premise, seven or eight years 
ago we organized as a separate division 
of our business, a ribbon and carbon 
sales company. This division sells on a 
specialty basis and handles nothing but 
ribbons and carbons. Our stationery di- 
vision always has sold these lines and 
probably always will, but they are now 
handled merely as accommodation items. 

Notwithstanding the fact that two di- 
visions of our business handle ribbons 
and carbons, we have found that in prac- 
tically every case, even when we enjoy a 
nice commercial stationery business from 
an account, our specialty house is in a 
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extent in ribbons. There are a number of 
unforeseen factors linked with the typist’s 
idiosyncracies which tend to unbalance the 
results of much of the painstaking re- 
search that has been based on average con- 
ditions. Intensity of touch, finish and 
sizing of manifolding papers, cleanliness 
of type and personal preferences are 
among them. 

The retailer who will develop a special- 
ized carbon and ribbon sales force must 
train his men to be intelligent observers, 
to enter into the selling end of it with an 
eager desire to best fill the customer’s 
needs and to actively cooperate with the 
potential customer in order to achieve that 
end. It may be necessary to procure a 
dozen to two sheets of the customer’s 
typewriter paper for the purpose of mak- 
ing one’s own tests in cases where arbi- 
trary misbehavior overthrows the sales- 
man’s most expert diagnosis. True, it 
takes valuable time to do that, but it is 
time well spent nine times out of ten. 
Some of our largest contracts have been 
clinched through the results of such ef- 
forts. 

Given a good line of carbon and ribbon 
merchandise covering a widely varied 
range of quality and price, having edu- 
cated the sales force to the degree where 
it can administer these resources to best 
advantage, and having instilled confidence 
in the buyer of these products, I believe 
any stationer will find himself building 
up the most profitable department of his 
business. 


FOR RIBBONS 


much better position to serve when it 
comes to ribbons and carbons. Although 
this is particularly true when the account 
is a large user of ribbons and carbons, in 
any case the specialty division can general- 
ly sell these particular items at a better 
profit than the stationery division. 

It is our contention, proved in practice, 
that large users of ribbons and carbons 
feel that a firm specializing in these lines 
is in a position to render better service 
than the average commercial stationer. 
This may not always be the case, but it is 
hard to convince the user to the contrary. 
As a consequence, we believe that distri- 
bution of ribbons and carbons through a 
separate sales organization is the most ef- 
ficient method. 

The mark-up on carbon paper and rib- 
bons as sold by commercial stationers is 
quite satisfactory. However, on large or- 
ders, which are usually sold on the coupon 
system, the mark-up necessarily dwindles 
materially, presenting a situation which is 
contrary to the commercial stationer’s idea 
of what a fair profit should be on these 
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lines. The specialty ribbon and carbon 
house, organized to sell on a volume 
basis, is better suited to meet the situa- 
tion. 

Expert selling ability, brought into be- 
ing by intensive training, and specializa- 
tion on one line of merchandise, places 
the representative of the specialty carbon 


and ribbon house in an advantageous po- 
sition when in competition with a general 
office supply salesman who does not have 
the time nor the opportunity to concen- 
trate his efforts on any one particular line 
of the many that he has to offer. 
Another drawback to a more satisfac- 
tory volume of carbon and ribbon busi- 
ness by the stationer is the unfair prac- 


HOW RIBBONS AND CARBONS 


T IS no exaggeration to say that the 

vertical filing industry, with its filing 
cases, folders and indexes, has been 
created out of the letters and documents 
produced by the typewriter working 
through the media of ribbons and carbon 
papers. Without the means of making 
impressions on paper the typewriter would 
be worthless, and without the means of 
making duplicate or manifold copies of 
typewriting, the machine would occupy a 
much narrower field than it holds today. 
The vertical file is the warehouse, which 
preserves the original letters of customers 
and clients and the replies thereto made 
possible through the ribbons and carbon 
papers that pass under the impact of the 
types. 

The typewriter and its very necessary 
inked ribbon was not in the field until car- 
bon paper was fairly well known, but it 
was several years before carbon sheets 
were used in typewriters for making dupli- 
cate copies. 

As the employment of the typewriter 
increased so also did the volume of its 
products until it became a problem in 
many offices what to do with the accumu- 
lated record material. 

As George Dyson of St. Louis said in 
a recent letter to Office Appliances, “We 
must regard highly the facilities afforded 
in writing letters on typewriters and mak- 
ing copies thereof by means of carbon 
papers. A\ll office forms are now copied 
by means of carbon papers, saving an im- 
mense amount of clerical routine. Type- 
writers, adding and billing machines, and 
many other office machines are turning 
out clear, readable records by means of 
non-filling ribbons and high-grade carbon 
papers which give perfect impressions and 
by means of which we are able to despatch 
correspondence and other written material 
with 2 rapidity and legibility unknown be- 
fore the advent of these conveniences. 

“If the inked ribbons and carbon papers 
were to be taken out of the world today, 
business would come to a practical stand- 
still until man’s ingenuity developed some 
quicker process than that employed by 
our grandfathers.” 


The First Vertical Filing System 


The man who introduced vertical fil- 
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Influence of the Carbon 
Sheet and Its Resulting 
Copy on the Creation of 
Vertical Files, Bookkeep- 
ing Machines and Many 
Other Familiar Devices 


ing, and, oddly enough, with no thought 
of establishing a filing system for corre- 
spondence, was Dr. Nathaniel S. 
Roseneau, an attorney who devoted his 
brief life to social welfare rather more 
than to the law. 

Dr. Roseneau, writes Ross H. Coller 
of the advertising department of Reming- 
ton Rand Inc. and who is interested in 
gathering facts about the early history of 
the office equipment industry, was secre- 
tary of welfare work in Buffalo. To make 
his case records more readily available he 
hit upon the idea of filing them vertically 
in a cabinet of drawers of about eight and 
a half by eleven inches dimension. He 
took the idea to the Library Bureau and 
had them make up a file. This was in 
1892. Theretofore letters had been filed 
in box files or folded and tucked away in 
smaller containers after copies thereto had 
been made in books for that purpose. Dr. 
Roseneau was assigned to the social service 
section of the World’s Columbian Exposi- 
tion in Chicago in 1893 and his letter file 
was a part of the exhibit. After the 
World’s Fair Dr. Roseneau accepted the 
management of Jewish Welfare in New 
York City and became an international 
expert upon the subject. Stricken by ill- 
ness, he died at the age of thirty-nine. 

David W. Dufheld, advertising man- 
ager of the Yawman and Erbe Manufac- 
turing Company, was formerly with the 
Library Bureau from whose fortieth an- 
niversary house organ he has transcribed 
the following facts: 

“In the latter part of 1892, as the result 
of visits made upon him at Buffalo by a 
representative of the New York office, Dr. 
Roseneau, secretary of The Charity Or- 
ganization of Buffalo, called at the New 
York office (Library Bureau) and asked 
for a system of filing for his records of 
cases. 
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tice of some manufacturers of sending 
their merchandise out on trial, without an 
order, accompanied by a premium offer. 
This is a practice that manufacturers who 
sell through dealers must exercise their 
influence to curtail if they wish to preserve 
the stationer as a satisfactory outlet for 


their goods. 


HAVE BUILT 


The article states that, inasmuch as his 
papers were note size, or such as is used 
for private correspondence, they built him 
a file for papers approximately 8 by 10 
inches. He files his case records in en- 
velopes apparently without any guides. 
Soon after this the Numeric Method of 
filing was introduced and all papers were 
filed behind guides without folders, in 
numeric order. The file was controlled 
by a card index for cross referencing, etc. 
The report then refers to the fact that Dr. 
Roseneau, pleased with the idea of filing 
his papers on edge in envelopes, made the 
file a part of his welfare exhibit at the 
Chicago World’s Fair of 1893. 

While the typewriter and the carbon 
sheet for copies did not therefore originate 
the vertical file, they have been instru- 
mental in building it up. This process 
probably commenced with the vertically 
filed case reports of Dr. Roseneau, and 
received impetus at the 93 world’s fair. 
Before this and for some years after type- 
written letters and carbon copies of replies 
were still filed flat, but the superior ad- 
vantages of the vertical filing system, with 
the great improvements made therein 
from year to year, have brought it rapidly 
to the front as an office appliance of essen- 
tial and almost universal use for housing, 
now principally in cabinets of steel, the 
products of that insatiable combination, 
the typewriter, the inked ribbon and the 
carbon sheet. 

It is not to be concluded that the gen- 
eral use of the vertical file has come about 
without taking away something from 
other industries. For instance, seldom or 
never do we see an old-fashioned letter 
copying book and press, and only occa- 
sionally do we find tucked away in some 
out-of-date offices the old-fashioned letter 
files. These files are still sold for certain 
purposes where it is not necessary to have 
the more expensive vertical equipment, but 
even these have been replaced in many 
cases by the new vertical files especially 
designed for economical storage purposes. 

The number of copying ribbons is great- 
ly reduced, but of course, they are still 
used on duplicating machines of the proc- 
ess type. 

(Turn to page 30, please) 
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(How Ribbons and Carbons 
Have Built Industries 


Continued from page 27) 





Most commercial ribbons are now of 
the record type, non-copying, so that no 
longer do we receive letters slightly 
blurred from contact with the damp copy- 
ing sheet. At one time in the history of 
business, and not so many years ago, this 
slightly blurred effect was regarded as evi- 
dence that the letter was a genuine per- 
sonal communication and not a circular. 
Then it came about that this blurred effect 
could be produced by certain duplicating 
machines and the recipient was again the 
victim of an imitation. However, with 
the growth of the typewriter output and 
the general adoption of the vertical file, 
we no longer get letters which bear evi- 
dence of the damp cloth and the press, 
and we are obliged to fall back upon the 
context if we wish to discover whether we 
have been honored by direct personal 
communication or not. 

So, we see that the vertical fi'e has re- 





placed the book copying system and has 
largely replaced the flat filing systems. 


Things which Depend Upon the 
Typewriter 

It is startling to note the number of 
items whose usefulness would be greatly 
reduced if not destroyed entirely, were it 
not for the employment of typewriters 
and their necessary accessories, ribbons 
and carbons. The adding typewriter 
needs the ribbon and the carbon sheet. 
The autographic register requires carbons 
as do sales books. If it were not for rib- 
bons and carbons the volume of corre- 
spondence would be cut down arid the sale 
of copy holders would be reduced. Bill- 
ing and bookkeeping machines would lose 
much of their usefulness and fanfold de- 
vices would be out entirely. Filing cab- 
inets of wood and steel, filing boxes and 
corrugated board files would find little 
use and the sale of filing supplies would 
also be curtailed. The absence of rib- 
bons and carbons would affect the sale of 
loose leaf books, paper clips and fasten- 
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ers, typewriter platens, stands for office 
machines, staples, stenographers’ note 
books, swinging typewriter stands, type- 
writers and all their accessories, visible in- 
dex systems, etc. Letters would be copied 
by the letter press or like method equally 
out of date today. More copying ink 
would be used and typewriters if used at 
all would have to use ink pads or rollers 
for making the necessary impression. 
There might be an increase in duplicating 
machines of different types because they 
would likely be used where now a small 
number of copies can be made by the car- 
bon process. 

The commercial stationery business is 
closely linked up with typewriters, because 
so many things depend upon typewriting 
material. Before fountain pens came in, 
all notes were made with lead pencil and 
most of them are still so made, but many 
stenographers are today finding fountain 
pens of utility in this work. The old cus- 
tom of sharpening a half dozen lead pen- 
cils before starting the day’s dictation still 
prevails except with the pen users. 


FINE CARBONS AND RIBBONS PAY FOR THEMSELVES 


a ETTER writing costs vary according 
to individual requirements. Some 
executives like fine stationery and pay five 
cents apiece for their letterheads. Others 
buy on price and pay half a cent. Some 
take pride in the appearance of their let- 
ters and feel that they reflect the stability 
of their business. Others do net care how 
they look. 

Economy, efficiency, and true worth 
will soon replace price merchandise. 
Something for nothing, high powered 
salesmanship and false economy are relics 
of the past. Service in its broadest sense 
is the watchword of the future. 

What does it cost to dictate, transcribe, 
sign and mail forty letters? This is a 
fair day’s work for a good stenographer, 
and a fair wage would be sixty cents per 
hour—a cent a minute. 

Postage is fixed by the government, but 
ribbon and carbon costs depend upon 
your choice. 

At retail prices a day’s use of a first 
quality ribbon costs two cents—two min- 
utes of a stenographer’s time, a day’s 
supply of the best carbon paper costs 
eight cents eight minutes of her time 
merely one washing of her hands. 

Forty beautiful letters—two cents—is 
it advisable to pay half a cent for a 
shoddy ribbon and cheapen every letter 
signed and approved? 

Forty permanent, clean, clear carbon 
copies for eight cents, or smudgy copies 
and dirty hands for one cent? 

Is there any economy in using cheap 
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tools? Does a draftsman use a penny 
pencil? Does a carpenter use a cheap 
saw? Why expect a stenographer to do 
fine work with cheap tools? 

Fine carbon paper and ribbons pay for 
themselves, reduce expenses through sav- 
ing the stenographer’s time, and produce 
an income by presenting your thoughts at- 
tractively. 

Ordinary office routine calls for a va- 
riety of manifolding work, and it is not 
possible to establish a universal standard. 
A survey of one of our typical corpora- 
tions showed a stenographic wage cost of 
$12,000 and a carbon and ribbon cost of 


$360.00. Only the highest grade carbons 
and ribbons were used. This gives us a 
proportion of $100.00 in salary to $3.00 
for tools. This is an easy survey for 
anyone to make, but it is difficult to draw 
conclusions. As the cost of carbon paper 
and ribbons is reduced, the stenographic 
cost rises. One operator will feed carbon 
paper into the forms rapidly while an 
other will take twice the time with the 
same material, but it is a demonstrable 
fact that the cheaper carbons made on 
cheaper tissues are much harder to han- 
dle, more inclined to wrinkle or tree, curl 
easier, are more difficult to erase and gen- 
erally consume much more of the stenog- 
rapher’s time than the high grade sheets. 
The trend of the times, the cajolery of 
the chiseler, and the demand for econ- 
omies have encouraged manufacturers to 
make substitutes and cheap merchandise. 
Blind articles, such as carbon paper and 
ribbons, have been sold on price and often 
bought on bids, until it has seemed neces- 
sary to some manufacturers to use mate- 
rials of inferior quality and a rapid proc- 
ess of running that naturally destroys the 
qualities that should be found in carbon 
paper and ribbons. Every downward 
price trend has been amplified in the cost 
of using until it is costing more to use 
these materials, ten times over, than is 
saved in the purchase price. This down- 
ward trend has made it 
lighter weight carbon papers to be used, 
and again this demands more of the 
The quality of most 


necessary tor 


stenographer’s time. 
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established brands has been maintained 
and research work continued. 

Now let us see what real economy of 
operation means. The handling of car- 
bon paper, and the stuffing of the forms 
takes time. The lighter the carbon pa- 
per the more time required. Three forms 
can be loaded with ten pound carbon in 
the same time it takes to load one with 
light weight, and a ten pound sheet will 
outwear a light weight three to one, other 
weights in proportion. A high grade 
standard weight carbon will manifold bet- 
ter, handle easier, and wear longer than 
a cheap intermediate weight. The differ- 
ence in price per sheet might be two cents, 
but the stenographer’s time cost would be 
reduced ten or twenty times that, and the 
effect on her morale and disposition 
would be priceless. Proper carbon paper 
placement results in savings of time, 
temper, and money. 

The three questions vital to any pur- 
chase are: Will it do my work? Will it 
continue to do my work? Is the price 
right? 

The first question should be answered 


by a convincing demonstration on forms 
in use with present equipment, and set up, 
so that a fair comparison of results and 
operator’s time can be analyzed. 

The second question involves the mate- 
rials used, the method of manufacture, the 
integrity of the distributor, and the hun- 
dreds of factors that enter into the pro- 
duction and distribution of any article. 
A manufacturer’s brand imprinted in an 
article as an assurance, a guarantee, is far 
more potent than spoken or written 
promises. Cheap merchandise cannot be 
made uniform, and uniformity of weight 
and degree of write govern selling price 
of carbon paper and ribbons more than 
any other known factor. 

The third question will be answered by 
published price lists and universal quan- 
tity discounts. 

It is common knowledge that printing 
ink prices range from four cents to four 
dollars per pound, paper from two and 
one-half cents to a dollar, and cotton from 
two cents to one dollar per yard. Ink and 
paper combined—carbon paper—is priced 
from fifty cents to six dollars per box, and 
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cotton and ink combined—typewriter rib- 
bons—are sold as low as $1.50 per dozen 
and as high as $16.50. 

Printers choose ink that is adapted to 
the work to be done. News ink would 
not work on a lithographing press. Paper 
is used with knowledge of its me 
We do not use wrapping paper for stock 
certificates. Two cent cotton makes a 
good dusting rag, but it would not be 
used on an airplane wing. 

Carbon paper and ribbons are the tools 
with which transactions and thoughts are 
recorded. Is enough thought given to the 
time consumed by the stenographer in 
handling these tools? Ten minutes of 
her time pays for the best carbon paper 
and ribbon she can use in a day. When 
her tools are chosen, is not their adapta- 
bility to needs, their “handability,” their 
quality, worthy of consideration? Merely 
saying these are blind articles does not 
excuse a penny wise and pound foolish 
course. A saving of a few cents on rib- 
bons and carbon paper costs dollars in a 
stenographer’s time and is reflected in 
every letter and record made. 


MAKING THE RIBBON AND CARBON DEPARTMENT 


N the first place, I do not believe that 

the average stationer pays enough at- 
tention to the ribbon and carbon depart- 
ment of his business. It is, or can be, 
a very profitable department and its size 
is determined almost wholly by the 
amount of aggressiveness used in push- 
ing it. 

The cost of transporting ribbons and 
carbons is very small, the space required 
to display and store them is small, and 
the delivery expense after orders are 
filled is small. All these favorable fac- 
tors, combined with intelligent sales ef- 
fort naturally lead to a profitable busi- 
ness. 

Because we do not believe that it would 
be practical in a city the size of New 
Haven, we do not have any of our men 
specialize on ribbons and carbons exclu- 
sively. However, special, intensive train- 
ing is given to all our salesmen from time 
to time by way of sales meetings on the 
subject of ribbons and carbons. A repre- 
sentative of the manufacturer whose lines 
we handle cooperates with us in the plan- 
ning and execution of these meetings. 
The manufacturer also provides each of 
our salesmen with a very complete man- 
ual on ribbons and carbons and their 
uses. 

Too often ribbons and carbons are sold 
strictly on a basis of price. The primary 
fallacy of this policy is that it reduces 
profit to the vanishing point. Further, it 
establishes no permanent relation with the 
customer, who is consequently restrained 
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by no sense of loyalty if some one else 
quotes a lower price. 

Honest, intelligent service is the only 
foundation on which a _ permanent 
clientele can be built. It is our policy to get 
from prospects samples of forms they are 
using, information as to how many forms 
are used at one time, and if possible, sam- 
ples of the carbon the prospects have been 


using. This material we turn over to the 


manufacturer, who tests various grades 
and types of carbons to determine the one 
best suited to the customer’s needs. Cus- 
tomers appreciate our taking such pains 
to make sure of providing them with the 
best for their purposes. And of course, 
if these steps have been taken, we are in 
a better position to serve the customer, 
forging one more link in the chain of 
service by which we bind him to us. 

A great deal of carbon and ribbon busi- 
ness slips out of the hands of the local 
stationer, and much of it goes to out of 
town firms who sell direct to the con- 
sumer. These conditions need not exist, 
and will not if the dealer will take a little 
pains and go into the situation thorough- 
ly. The local dealer has a distinct ad- 
vantage over the out of town man be- 
cause buyers prefer to purchase from a 
local organization whenever possible. 

Coupon books play an important role 
in our ribbon and carbon department. 
The books are imprinted with our name 
and address. When one is sold, a record 
is made in our office and as the ribbons or 
carbons are dispensed, the quantities are 
indicated on a record card. This permits 
us to keep in touch with customers and 
be ready to sell a new book when the old 
one runs out. 

An advantage of the coupon book sys- 
tem is that the dealer has the use of the 
money during the life of the book and 
the customer is assured of obtaining car- 


bons and ribbons when he needs them. 
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On occasion, our manufacturer has 
sent several representatives to New 
Haven to work with us in making a 
“ribbon and carbon” canvass of our cus- 
tomers. Each accom- 
panies one of our salesmen in making the 


representative 


survey. Although immediate sales do 
not always result, each canvass is effective 
in uncovering many prospects for future 


business. Card records of the survey are 


DEALER’S PROBLEMS IN SELLING 


T! 1E chief and perhaps the only prob- 
lem for the dealer is to fit the right 
product to his customer. This we at- 
tempt to accomplish by a double method 
of education involving the sales force 
and the customer. We try to educate 
the customer in the knowledge that it 
requires correct use of an article to guar- 
antee satisfactory results. Our sales torce 
is instructed somewhat as follows: That 
a twelve-yard length of inked cloth is one 
of the most important articles which the 
stationer supplies; that every sales person 
should realize that it is as necessary to 
give thought and vision to the selling of 
this little strip of inked cloth as it is to 
the installation of other office equipment 
Each sales person is personally required 
to test degrees of ribbon inking, the dura- 
bility of the ribbon and the permanency 
of the colors and the neatness of the work 
produced. All this is done with various 
weights and grades of paper, understand- 
ing the importance also of the right paper 
for given results. The sales person is 
also made to understand the importance 
of using his best ability in fitting the ar- 
ticle to the purposes of the user. What 
will work with full satisfaction for one 
person may not do the same good work 
Among operators there are 
Some will 
write with a light touch, some with a 
medium and some a heavy touch. Then, 
too, machines make a great difference and 
individual ideas are also an element that 
must be considered in serving the public 
with ribbons and carbons. When a cus- 
tomer 1s in need of these products, the 
sales person should first think of the qual- 
ity of work necessary for that customer 
If the customer is connected 


for another. 
no two personalities alike. 


to turn out. 
with the legal profession, then he should 
be sold ribbons that will not only have the 
best wearing qualities, but will ensure the 
most permanent records possible. This 
he does by selling the customer on the 
fact that he must have a good rag paper 
on which to type his material, if he 
wishes a permanent record. There should 
be the same thrill in fitting out an office 
with the right tools such as ribbons and 


made and filed for systematic follow-up. 

Another “help” provided by our 
manufacturer is samples of carbons to 
leave in offices when sales calls are made. 
The samples are furnished in a neat 
folder which has our name and address 
conspicuously printed on its cover. 

A simple scheme that we use for get- 
ting future business involves placing in 
each box of carbon sold, a prepaid post 
card with information filled in as to size, 
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carbons as there is in fitting out the office 
with desks, chairs, files and bookkeeping 
systems. Indeed, the ribbons and carbons 
are of even greater importance for the 
customer’s records are what he has to pre- 
sent in case of future controversy, and 
such records must be permanent. 

If the office to be fitted out with rib- 
bons and carbons is a commercial office, 
then the salesman should find out if the 
records are of importance, because if they 
are not, cheaper paper, ribbons and car- 
bons may be used with no ultimate harm. 
Should the office need permanent records 
for future reference, however, the sales 
person must outfit it with the material it 
needs to produce the necessary results. 
Sometimes persons are met with who sac- 
rifice results for price. But if facts are 
properly presented clearly and concisely, 
their importance is understood. Then all 
the salesman can do is to let the customer 
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weight, grade and color of the carbon. 
All the customer needs to do when in 
need of more carbon is to sign the card 
and mail it to us. Because the specific 
information is filled in by hand, the cards 
can be used as enclosures with any kind 
of merchandise sold. The plan works 
successfully on all orders, but it is par- 
ticularly effective on out of town busi- 


ness. 


RIBBONS AND 


order what he thinks he wants. The sales- 
man’s defense lies in the fact that he has 
warned the customer and has done his 
part. 

The writer had an experience some ten 
years ago which proves the above state- 
ment. It was just after she had returned 
to the office supply business and soon 
after taking the agency for the A. P. 
Little output together with the Valley 
line of typewriter papers. While calling 
on a customer she made the remark that 
in his legal work he could not afford to 
use the sulphite papers which he was then 
employing nor even a paper of small rag 
content. He could not afford a cheap 
ribbon such as he had on his machines at 
the time. The writer gave as a reason for 
pressing this point the fact that the sul- 
phite papers did not ensure the perma- 
nency of the typewritten material for any 
length of time. The attorney jumped to 
his feet and exclaimed “Wait a minute. 
I have something to show you.” He 
went to his files and brought out a very 
important document which could not be 
read. He explained that he had lost his 
office copy, that a law suit was pending 
and he must have a copy of this instru- 
ment. Upon going to the court house 
files to make a copy, he found that the 
document had faded to such an extent 
that it could not be read (this in less than 
five years). However, this attorney was 
fortunate, for he did find that the stenog- 
rapher who had taken this dictation was 
still in Seattle and having had the good 
judgment to file all her note books, the 
tight one was found and the stenographer 
could still read her notes, so another copy 
was made and legally filed instead of the 
previous one. This adventure cost the 
lawyer a fairly stiff sum of money as well 
as being a great annoyance, and to this 
day, the customer has been a constant 
user of the ribbons and carbons the writer 
deals in and of a typewriter paper of one 
hundred per cent rag content. He has 
sent us many customers for the reason 
that we were the first to call his attention 
to the fact that his work was of such im- 
portance he could not afford to use any 
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but the best tools. We feel we are able 
to say to the buying public who look to 
us for sound judgment in such matters 
that our ribbons will make a one hundred 
per cent permanent copy if the text is 
written on a one hundred per cent rag 
paper. Granting that the typewritten 
context may not erase as readily as with 
some ribbons which could be used, yet one 
cannot afford to sacrifice permanent 
copies for a little ease in erasures. For 
beautiful legal as well as commercial and 
professional work, the silk ribbons made 
by the house we represent can not be 
excelled in their results. _Notwithstand- 
ing the fact that they are known the 
world over, they are moderately priced 
and guaranteed. If a salesman gets the 
right point of view, he will put the sale 


of good ribbons across. The same is true 
of carbons for the various purposes for 
which they are made. 

Our salesmen are urged to sell our rib- 
bons and carbons on the coupon system 
as much as possible. Thus we ensure a 
long length trial of our products with the 
ultimate result of making for ourselves 
and our manufacturers permanent cus- 
tomers. We can also anticipate the de- 
mands of our trade and remind the care- 
less buyer that his supply is running low. 

Each sales person has a price book in 
which he carries typed excerpts from valu- 
able letters received from time to time 
from R. V. Potteiger, also some clippings 
taken from magazine articles. 

There is no greater thrill in the station- 
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ery business than in satisfying one’s cus- 
tomers. 


Norts.—Mrs. Butler, who heads the 
Northwest Office Equipment Company, 
gives high praise to the manufacturers for 
their cooperation, which, she says, has 
contributed materially to the success of 
her business. For the finest legal and 
commercial work she sells the silk ribbons 
made by the company her house repre- 
sents. Another ribbon, designed for busi- 
ness executives who demand the sharpest 
impression obtainable in printing through 
cloth, is growing in popularity among 
many customers. For general use Mrs. 
Butler tells us that she sells a particular 
general purpose ribbon, while for Multi- 
graph use a special and very satisfactory 
ribbon has been perfected. 


MANUFACTURE AND PROPER USE OF CARBON PAPERS 


Note——Mr. Dyson’s connection with 
the house of Mittag & Volger, Inc., be- 
gan on September 19, 1891, or forty-three 
years ago next September. He believes 
that he is therefore the dean of branch 
managers in the ribbon and carbon paper 
industry in point of years of service, but 
not in age. 

Mr. Dyson relates that the first letter 
he had from the company in reply to his 
letter of September 19, 1891, was writ- 
ten in longhand, and for some time after 
that the correspondence between the com- 
pany and himself was carried on by the 
pen and ink method, although the com- 
pany was then starting to manufacture 
typen riter ribbons and carbon papers. 
Copies of this correspondence were pre- 
served by the copying press or similar 
methods then in use. 


ERSONS employed in modern 

offices seldom or never reflect upon 
the genesis of the familiar tools and sup- 
plies that make possible the performance 
of the great mass of detail which the 
present day office staff encounters and 
easily accomplishes, nor do they realize 
that without such machines and supplies 
the work of the modern office could not 
be done at all except at prohibitive ex- 
pense involving larger offices and the 
employment of a multitude of operatives 
at minimum wages. 

In days of old—and not so very old, 
at that—the courts refused to receive car- 
bon copies of letters and documents in 
evidence on the ground that they did not 
bear the original signature of the maker. 
Under such a ruling it remained neces- 
sary for business concerns to keep their 
copies by the copying press method, but 
after the ruling was changed and carbon 
copies admitted in evidence on proper 
identification, the field was thrown open 
for the widest possible use of carbon 
copies. 


Modern Productive Proc- 
esses Briefly Described, 
with Suggestions on Get- 
ting the Best Results by 
User—Written for Office 
Appliances by George E. 
Dyson, St. Louis Branch 
Manager for Mittag & Vol- 
ger, Inc. 
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It is a misnomer to call any sheet a 
carbon paper except one coated with 
black, for none of the other colors con- 
tain carbon; however, whether in black or 
other hues, these papers represent an 
amazing improvement over the older 
products. Modern carbon papers repre- 
sent the work of skilled chemists and 
technicians working in experimental lab- 
oratories for the accomplishment of in- 
tended results. 

I understand that another article in this 
section gives data concerning the origin 
and uses of the first carbon paper, so that 
need not be gone into here. I may be 
permitted to say in passing that there was 


little demand for the first carbon papers, 


which were crudely made. The next 
grade that came into existence was the 
full-moist or train-order carbon, still used, 
but first employed for making manifold 
copies of lottery tickets and rane rec- 
ords. 

One of the most important features of 
a good carbon paper is durability. To- 
day about ninety per cent of the carbon 
paper used is black, the remainder being 
divided among the other colors such as 
blue, purple, green and some red, etc. 
When colored carbons came into use some 
forty or forty-five years ago, the colors 
were commonly intended to designate 
different departments—green for sales, 
perhaps; red for the czedit department; 
purple for accounting, etc. This system 
has apparently fallen into disuse because 
of the invention of other methods for de- 
partmental designation. 


A Word About Manufacturing 
Processes 

Some of the tissues used for the higher 
grades of carbons are made in this coun- 
try and some in England. One of the 
best English brands is known as Cromp- 
ton, which comes in rolls and is of fine 
texture, as all papers must be for the bet- 
ter grades of this product. A roll is 
placed on the coating machine, and as it 
unwinds in the blank state it is wound on 
another roll and fed between rollers, where 
the coating is applied hot. The surplus 
coating is scraped off by means of a 
special device on the machine, the less 
expensive grades being less heavily coated 
than those which cost more. For the 
higher grade sheets the paper runs 
through the coating machines several 
times, each run applying another coating 
and forcing it by pressure into the fibers 
of the paper, producing a sheet of great 
durability, intensity of copy and a more 
gradual wear-down of the carbon sheet. 
The forced coating produces the dark 
backed carbon. This—our latest achieve- 
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ment in high grade carbon paper produc. 
tion—we call our Duplex, or forced- 
sheet carbon. 

The coating used on modern carbon 
papers is a combination of waxes, oils and 
coloring material made up to about the 
consistency of putty, and some of these 
mixtures are ground in mills resembling 
paint mills for sometimes as long as three 
weeks so as to crush every particle into 
virtual impalpability, enabling the mix- 
ture to be applied to the tissue by the 
hot rollers with almost perfect smooth- 
ness. This grinding eliminates offsets on 
the carbon when it is finished. 

After the coating process is finished 
the carbon paper is run through speed 
rollers which are hot or cold according to 
the finish desired. The cold roll is used 
for the extreme high finish and the warm 
roll for the duller finishes. 

The use of the best obtainable mani- 
fold tissues is necessary to bring about 
the best results with high grade carbon 
paper. A light-weight bond sheet not 
only improves the character of the copy 
impressed upon it, but it is also of ad- 
vantage for filing purposes, particularly 
where the copies are to be kept for a 
number of years. The bond sheet has the 
advantage of strength and wearing qual- 
ity, whereas the cheap sheet easily may 
become detached, lost or so mutilated as 
to cause inconvenience. The best mani- 
folding tissue for average use is the 
eleven-pound bond, suitable for making 
six to eight copies. Where fifteen to 
twenty copies are required thinner sheets 
are necessary, but these can be obtained 
of good quality. 

Dealers who handle ribbons and carbon 
papers should also sell the better grades 


of manifolding tissues and explain their 
advantages to customers. Obviously, 
also, they should concentrate on the bet- 
ter grades of ribbons and carbons, and be 
at pains themselves to understand their 
proper uses and to impart this knowl- 
edge to their customers. Today, because 
of the high development in manufactur- 
ing processes, there is a kind of carbon 
and a type of ribbon appropriate to every 
business requirement. 

Special carbons can be obtained for 
use with the various machines which em- 
ploy carbon paper for duplicating. There 
is a simple rule which may be followed 
in the selection of carbons, viz., use the 
seven-pound (standard weight) carbon 
for making one to six copies; for making 
six to twelve copies use the five-pound 
or light-weight carbon, and for more than 
twelve copies use the four-pound or 
feather-weight. But always bear in mind 
that it is necessary to use the proper 
weight of manifolding paper for each 
weight of carbon. 

Heavy ledger or bond papers call for 
the lighter weights of carbons to obtain 
the proper quality in the manifold copies. 

For the performance of good manifold- 
ing work it is of the highest importance 
to have the proper sort of platen on the 
typewriter. There seems to be a tendency 
at the present time to use platens that are 
too soft for the best results in manifold- 
ing. Such results are accomplished by 
using a platen of medium hardness, but 
not too hard. When platens become like 
stone, they are much too hard, and have 
become pitted, as a rule, from long use. 
Such platens should be at once replaced 
with new platens of the proper degree of 


hardness. The cost is inconsiderable, and 
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the results justify the expense many times 
over. 

Still another factor in the creation of 
good manifold work is the stroke of the 
operator. Too hard a stroke will affect 
the lasting quality of the carbon and too 
light a stroke will fail to bring out depth 
in the copies. This is a detail every op- 
erator should study. 


Importance of Quality 

Cheap ribbons and carbon paper are 
dearest in the long run, because they are 
much less durable than the better grades 
and produce work of indifferent quality. 
While ribbons and carbons are two of the 
most important items in an office, their 
relative cost is so little that the customer 
can readily afford to buy the best he can 
obtain, as the following table will show: 


Dictation (time of dictator) . . . .$125.00 
Shorthand and typing. pelea at 80.00 
Overhead .......... 32.53 
eee 26.80 
ESP errs 24.50 
PE vncnacpeces 6.00 
Carbons and sbbens. 1.80 

ee $296.63 

The foregoing indie ates a cost of 


6/1000 for the best carbons and ribbons 


obtainable. 


Note.—The table of letter production 
costs used by Mr. Dyson has been em- 
ployed by other authorities also, and is 
authentic. Such variations as may oc- 
cur serve only to emphasize the approxi- 
mate validity of the figures. A more de- 
tailed discussion of costs will be found 
elsewhere in this section in the excellent 


article by Arthur G. Wilson of Los An- 


geles. 


MISCELLANEOUS NOTES 


with ribbon 
have been 


pe tpn sac 
and carbon men who 
many years in the Chicago field and cor- 
respondence with several manufacturers 
have developed few interesting side- 
lights. 

Bert Allen of Carter & Allen, who han- 
dle the Mittag & Volger lines in this 
territory, relates that some time ago they 
happened upon a sheet of carbon paper 
made eighty years ago at Copenhagen, 
Denmark. In appearance it was quite 
like the carbon paper of today. They 
were unable to learn anything as to the 
process of its manufacture, and sent it 
to the factory at Park Ridge, N. J., to 
be filed with other material of an histori- 
cal character. 

Manager Joseph A. White of the Chi- 
cago branch of the F. S. Webster Com- 
pany, hale and vigorous, with a sense of 
humor that has defied the years, 
Boston last September. “The house got 


was in 


up a fine dinner party for me,” said Mr. 
White. “You see, it was my eightieth 
birthday and the company wished to help 
me celebrate. It was a wonderful party. 

“You have asked me about the first 
carbon paper. I can’t tell you, for I have 
no definite data on that subject. The 
first I ever saw was in Boston when I was 
a boy of twelve. Going along the street 
one day I came upon a street hawker 
who was showing some of the things that 
could be done with ‘transfer’ paper. He 
would take a coin, press it on the carbon 
side of the sheet, then transfer the re- 
sulting image to a sheet of white paper. 
He would do the same with a leat, and 
with other flat objects. He sold the car- 
bon sheets for a nickel apiece, and was 
doing quite a business. I presume the 
coating was a mixture of lampblack and 
lard.” 

Lampblack, it may be noted, was then 
about the only base for carbon paper. It 
is an amorphous form of carbon. The 


diamond is a crystalline form of carbon 
and likewise the block of graphite. To- 
day the different colors of carbon papers 
are obtained from inks derived from coal 
tar, petroleum and like forms related to 
the carbon family, which has more dif- 
ferent manifestations than almost any- 
thing else in the field of chemistry. 
* * &* 

O. J. Hinckley, manager of Robert S. 
Leete & Co., who handle the lines of Mit- 
tag & Volger, Inc., pointed out that the 
production of aniline colors in this coun- 
try is one of the results of the Great War 
Before the war Germany had a monopoly 
in the production and sale of such prod- 
ucts. To meet a desperate need, Ameri- 
can chemical manufacturers, such as the 
DuPonts and others, began producing 
them, at first indifferently well, but the 
industry has now developed so that the 
American products are as good today as 
those of any country. 

Mr. Hinckley related that there is a 
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concern in Chicago which insists on hav- 
ing black-coated carbon paper without the 
admixture of any blue in the pigment. 
The results are not especially pleasing to 
the eye, but the customer insists upon 
absolute permanency of his records, and 
cannot be convinced that any mixture is 
as permanent as the single basic color. 
However, his records are as permanent as 
the excellent quality of rag paper upon 
which they are imprinted, so he takes no 
chances. His “black” is a pure carbon 
which to all appearances is of a slightly 
rusty color. A little blue would tone 
it up into brightness, but he will have 
none of It. 

A. H. Olmstead, president of the 
Crown Ribbon & Carbon Manufacturing 
Company of Rochester, N. Y., points out 
in a communication to this journal that in 
order to succeed in the distribution of 
ribbons and carbons as a specialty line, 
salesmen must be qualified the same as a 
physician to diagnose the complaint and 
prescribe the remedy. The man who has 
an intelligent conception of what the re- 
quirements of his job are and a sufficient 
knowledge of his own line as to its uses 
has nearly a hundred per cent chance of 
success. However, there is a parasite that 
feeds on constructive sales methods and 
policies. This parasite may be likened 
to some insect attacking an orchard. It 
is a destructive influence. The greatest 
need of today is for constructive sales- 
manship. The need is for those who, for 
the sake of an order would refuse to 
tear down the constructive work of others 
determined not to sacrifice the legitimate 
profit each sale should afford. 


* * * 


Frank S. Cooper, president of the Codo 
Manufacturing Corporation of Chicago, 
makes a point of the fact that the aver- 
age dealer overlooks the service rendered 


Here Endeth the Special Section 


by a catalogue. He says that too many 
dealers have the impression that carbon 
paper is carbon paper and are indifferent 
to the fact that carbon paper is furnished 
in different finishes to meet a variety of 
demands. It is of first importance that 
the sales person find out for what pur- 
pose the carbon paper is wanted and then 
select a brand to meet the demand. Cus- 
tomers do not know how to ask for car- 
bon paper when it comes to selecting the 
kind they want and salesmen can give 
them great assistance by asking three 
simple questions—how many copies do 
you make at one writing? Do you use 
pica or elite type? What kind of paper 


stock do you use for your manifold work? 
* * * 


M. F. Donovan, president of The 
Buckeye Ribbon and Carbon Company of 
Cleveland, says that it has been his ex- 
perience that many dealers in stationery 
and office supplies fail properly to clas- 
sify the marketing of carbon paper and 
ribbons. A specialist should be employed 
on these lines. One who can apply tech- 
nical knowledge in covering the various 
requirements of consumers. 

“In working out these requirements, the 
man of experience will know the grade 
of carbon paper and degree of inking 
typewriters ribbons that should be used to 
obtain satisfactory results. He would be 
familiar with the factors involved which 
include size of type on the machine, kind 
of paper on copy sheets and numbers of 
copies required at one writing. 

“In our opinion, carbon paper and rib- 
bons cannot be successfully merchandised 
in the manner generally used in the sale 
of other stationery items. We recom- 
mend that this line be segregated and 
that some individual with proper tech- 
nical information be placed in charge.” 

* * * 

David M. Scoville, sales manager of the 

Pacific Carbon and Ribbon Manufactur- 
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ing Company of San Francisco, outlines 
some of the mistakes made by dealers in 
the following terms: 

Many dealers realize that carbons and 
ribbons constitute one of their most prof- 
itable lines. This line can be profitable 
only by the elimination of errors in sell- 
ing. 

Chief among these is the mistake of sell- 
ing a customer any weight of carbon with- 
out knowing the use to which it is to be 
put; for example, the average typist mak- 
ing from one to five copies does not want 
a five and a half or four pound sheet 
which is hard to handle, when a standard 
weight will do the work as well and give 
more wear. 

Another error is to sell a degree of fin- 
ish not adaptable to the type of machine 
on which it is used; such as, selling an in- 
tense black for a few copies on a type- 
writer having elite type or a hard platen, 
or selling a hard finish for a noiseless 
typewriter. 

The same mistakes are made in selling 
the wrong degree of inking in inked rib- 
bons. 

What often happens is this: A dealer 
will sell the best he has on his shelves 
and if it is not suitable to the typing re- 
quirements, the customer will condemn 
the product and buy elsewhere from some 
salesman who is keen enough to analyze 
the problem and furnish the proper weight 
and finish of carbon and the proper qual- 
ity ribbon in the correct degree of inking. 

The reason there is such a variety of 
carbon in every manufacturer’s line is be- 
cause there is a type made to meet each 
requirement perfectly. 

Any dealer can make the carbon and 
ribbon line more profitable and can build 
up a steady repeat business only when he 
becomes an expert at knowing the pur- 
poses of the different weights of carbons 
and the varying finishes, as well as the 
degrees of inking used in ribbons. 
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General Fireproofing Company Introduces 
“Super-Filer” 
. ympanying illustrations, 
¥f Youngstown, Ohio, 
files.” 


With “Super-Filer” shown in a 


pany 


Che General | reproofing ( ai 


brit t the market what thev term “successor to 





rHE NEW GI SUPER-FILER THE MECHANIZED FILE 
The swing drawer front opens, adding working space and mak 
g the full ipacity of the drawer effective for filing purposes 
leparting ewhat radically from previous designs, but 
wit! t plicated mechanism and without change in 
tandard d I ! Super-Fil says the manufacturer, 
iffords not only greater capacity but greater speed in filing 
and that, witl ! um of inu ibor: which three tac 
tors, the sugvests, translate by simple mathemati 
procedure into positive reductions of cost 
lo achieve these results, a care‘ul study of movements 
i" ed abit hling wa ide by the company’s en 
neet he study disclosed that eight different manual 
ations are required in filing and the same number for 
findis ind re OV i letter | combine these opera 
trons int ul reducible minimum, the engineers conceived 
he plan of iking the reciprocating action of the drawe1 
perform as many of the filing operations as possible Che 
dea u deve ent reduced the filing and finding hand 
peratior ' ur instead t ereht or more 
In bringing that about, says the company, other features 
f nvenience and economy were developed—innovations 
which characte e Super-Filer [hese innovations, say the 
manufacturers, are “a certain type of ballbearing suspension 
which makes the 1 ement of aded drawers extremely 
easy and I eiess 
“Automat mpression f ntents from the front 
through the medium of a mechanical throw-back actuated 
by the sw the drawer front and maintained constantly 
until the drawer per 


the front, the customary to 


lower block has been replaced by a rear compressor plate 


slight the finger 


and the space 


or filing space regulator \ touch of 


there are no clamps or clutches to release 
regulator moves backward a notch or two, adding just the 
» admit additional material. This 


correct amount of space t 
times a year and only after 


action is required but a few 
compression has com- 


Super-Filer’s positive, progressive, 
No forward move- 


pacted the filed material to the utmost 
of the filing space regulator is ever necessary except 


ment 
once at transfer time when it is returned to its starting po 
sition at the front of the drawer 

“The swing front drawer which affords the necessary 
space free from filed material to make filing and finding 


conveniently possible without subtracting the space from 


the inside depth of the drawer, the extra space being added 
each time the drawer is opened.” 
“Visibility of contents and clarity of indexing which con 


most to accuracy of filing and finding are increased 


tribute 
by an indexing system which presents the file contents at 
correct angle of vision and discloses their location in the 


drawer at a glance.” 
Under the title “A Revolutionary 


to Mod 


Contribution 


ern Business,” The General Fireproofing Company has is 
sued a copyrighted brochure 8'%4 by 11 inches which con 
tains a colorful and dramatic presentation of Super-Filer 
In impressive plates of large size are shown the manual 
operations of filing and how they are minimized by the 


mechanism of Super-Filer. The brochure contains fifty 
two pages and cover and presents complete information of 


the application of Super-Filer to letters, documents, deposit 





com 
and 


throw-back 
backward 


IS CLOSED, the 
contents 


SUPER-FILER”’ 
into action, throwing the 
compressing them mechanically 


AS THE GF 


pressor comes 


illustrations of the structural features of Su 


slips. etc.. als 
per-Filer with dimensional data and a summing up of the 


mes it 1s said to ¢ ffect 
oo 


Telephone Memo Pad 


econ 


Seattle, 


Mr. and Mrs. Fred C. Parks, 2408 Warren avenue, 
are building up a good business in a simple telephone 
memo pad 

Mr. Parks sometime ago invented the device for office 


door to door 


The 


is sold them fron 


their 


and Mrs. Parks h: 
plant in the 


and home 
from the littl basement of home. 
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models and 
twelve patterns which are regularly produced. The Memo- 
Desk, is a fat board, mounted with an add- 
machine that 
stained or 


demand is growing and they now have five 


as it is called, 
roll 


Pe ne ils 


ing and strips of aluminum serve as 


attached and woodwork 


CML 


knives aré 


otherwise decorate d 


—_—_—_—_—<>—__—_— 
Parr Rubber Key Company Announces New 
Twirler 
Hereafter dealers will be able to obtain the Parr Rubber 
The 


company has also announced a new low list price for the 


Key Company’s live rubber twirler rings in two sizes 


non slip 
sure aTip 


KPrY Co 





DISPLAY CONTAINER FOR NEW 
TYPISTS’ TWIRLER RINGS 


PARR 


smaller sized ring, while the new number is listed at slight- 


ly more These list prices are subject to attractive dis- 
counts 

The Parr Rubber Key Company, whose factory is at 
158 Varick street, New York, lays stress on the fact that 


it makes all its rubber keys, twirlers, etc., right in its own 


factory and that they make keys for every sort of office 
machine having a writing keyboard. 
ine 
New Bates Perfcrator 
The Bates Manufacturing Company of Orange, N. J., is 


offering a moderate priced new Bates perforator declared 
of action and able to accommodate four to six 
It perforates 


to be 
sheets of sixteen-pound bond at one 


easy 
time. 
two quarter-inch holes 2% inches apart center to center 
and is said to cut single sheets of tissue as cleanly as full 
capacity There is an adjustable gauge which can be 
locked positively in any the 
fact that this perforator is made of steel with hardened 


cuts. 
desired position. Owing to 
steel punches, dies and hinge pins, it will last a long time 
This new perforator is finished in a rich burnished bronze. 


nsadgmuaiientatiti 
Welty “Vaku-Um” Fountain Pen 

Che Welty Pen Company, 36 South State street, Chicago, 
Ill., is marketing a fountain pen that has unusual features. 
It is stated by the manufacturer that the new pens hold 
two and a half times as much ink as others of the same 
the 
more of the barrel space for ink, 
is hollow, adding to the ink capacity. 
Che the 
pen will be observed in the accompanying illustration. 


size in lever type. This is accomplished by utilizing 


Even the floating valve 

“Vaku-Um” 
Fill- 
ing is accomplished by repeatedly depressing the vacuum 
bulb until the ink chamber and the bulb itself are filled. 
There are no metal parts except the clip and band on the 
With the exception of the vacuum 


simplicity of mechanism of the 


cap and the pen point 
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bulb, which can be replaced easily and inexpensively, there 
are no parts to wear out. 

Threads at the end of the barrel instead of higher up not 
only provide a smooth finger grip section but also prevent 
any possibility of ink that sometimes gathers in the cap 
from smearing the finger grip portion, 

The new pens have non-breakable barrels and are offered 
in mottled gray, mottled burgundy, plain black, marine 
green and black, jade green, black and gold, gray and black 
and brown and pearl. The price range is wide, as follows: 
$1.75, $2.00, $2.50, $2.75, $3.50, $5.00, $6.00 and $7.00. 


=< 
New Members of Wilson-Jones Hummer Punch 
Line 

The Hummer line of office punches, manufactured by the 
Wilson-Jones Company, Chicago, has recently been aug- 
mented by two new members—a general utility punch 
called the Rex and a visible record punch. 

The Rex punch is made wholly of steel with a self pad- 
ded bottom which will not mar the most highly polished 


desk. 


to any margin, and positive back gauge. 


It has a detachable chip pan, side gauge adjustable 
It is made in va- 
rious sizes to punch round holes 23% inch, 3% inch, 4% inch 
Larger sizes punch three and four 
The Rex No. 14 with 234 inch 


and 7 inch centers. 


holes to 8% 


inch centers. 





HUMMER PUNCH FOR VISIBLE RECORD SHEETS 


centers retails for $1.45 and is claimed to be one of the best 
values in small office punches. 

The leaf visible record punch makes 
twelve holes at one punching. The punching may be con- 
tinued to any desired number of holes. Accurate spacing 
The punch lever has 


A positive gauge 


Hummer loose 


is maintained by use of a pilot pin. 
automatic recoil to the “Start” position. 





REX GENERAL UTILITY PUNCH 
is mounted on the punch head to locate the correct position 
of the punchings to the edge of the sheet. 

The punches and the powerful pinion mechanism are en- 
tirely a monoblock punch head, which is 
mounted on the enameled steel plate. Like the Rex punch 
it has a detachable felt cushioned chip pan that fits snugly 


enclosed in 








INK CHAMBER 











WELTY 


*VAKU-UM”’ 











FOUNTAIN PEN SHOWING SIMPLE FILLING MECHANISM 








38 
on the bottom of the base, protecting the desk Che gen- 
eral finish of the punch ts black enamel. Working parts 


are finished in polished nickel 


+> 
Rockford, Illinois, House Offers an Adhesive 


The lop = § mpany ot Rockf rd, Lllinots, presents to 
the trade the Top-X rubber cement—a new type of ad 
hesive for which useful qualities are claimed. It is for flat 
mounting paper of any kind 

Top-X is described as being non-warping, non-curling, 

—== 
—————_—_—_— 
FOR thou eiue ton 








OUTING PAPER 


* SPAtaos CVEMLY with 
MANDY sausH ™ Car 
* 8URS CLEAm AtOUND 
TME foGes 

NOW-WARPING...NON-CURLING 
STAINLESS .. TRANSPARENT 





ARTON OF 


TOP-X 


DISPLAY ¢ RUBBER CEMENT 


stainless and transparent \ convenient brush is attached 
to the cap f each bottlh 

This adhesive serves for temporary as well as permanent 
mounting When temporary mounting is desired the ad 
hesive is applied to one surface, but when the mounting 
is to be permanent it is applied to both surfaces. 

Top-X is attractively packed in a folding display box, 
one dozen four-ounce bottles to the box [his size is said 
to be most convenient for office, school and home uses, but 
the cement may be had in pints, quarts and gallons, if 
dk sired 

The Top-X Company will be happy to send additional 
information to dealers who are interested 


> 
New Fountain Pen Announced by Monochrome 
Che Monochrome Pen Company of Chicago is marketing 
embrace features new to 


Phe 


fa plunger fills the pen by means of a telescoping 


a fountain pen which is said to 


convenient writing instruments simple down 


these 


stroke 


tube through which the ink is drawn into the barrel. The 
ink supply is visible and can be seen in time to refill. The 
pen fills from the extreme tip, making it unnecessary to sub 
merge the entire point to insure suction 

The Monochrome pen is being merchandised throug] 


regular ofhce equipment outlets for the moderate price of 


$1.50 retail. Distributors are being appointed in various 
parts of the country on exclusive territory basis 
Detailed information and sample can be had by writing 


to the Monochrome Pen Company, 961 Montana street, 





APPLIANCES 


Art Steel Offers Security Box 


The Art Steel Company of 300 East One hundred forty- 


New York, N. Y., is offering the 1500 line of 





ASCO STEEL PLATE SECURITY BOX 
Asco steel plate security boxes. A feature of the new line 
is the standard equipment with Sesamee lock. These boxes 
are finished in brown wrinkle effect and constitute a desir 


able welded nstruction 
throughout and are attractively priced midway 
1300 and 1400 lines of 


Inside tray may be had in 1502, which, when equipped with 


line They are of electrically 


be tween the 


prices of the Asco security boxes 


tray, is known as 1522. No. 1503, when equipped with tray, 
is known as 1533 
> 


Weber-Costello Company Brings Out New Globe 


The Weber-Costello Company of Chicago Heights, IIL, 
have recently brought out a new twelve-inch globe map 
handsomely colored and up-to-date in every detail. It has 
a die-cast meridian and patented W-C noiseless fork with 





WEBER-COSTELLO TWELVE-INCH GLOBI 


degree marks to correspond with meridiar This is a full 
fork that permits the meridian to rotate easily 
Che wood base is finished in rich walnut, and the retail 


price is $4.50 





THE 


MONOCHROME TRANSPARENT BARREL FOUNTAIN 


PEN 
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THE REALITE COMBINATION MECHANICAL PENCIL AND SCREW DRIVER 


A Pencil That’s a Screw Driver 

One of the newest items offered by the Autopoint Com- 
pany, Chicago, is a pencil that is also a screw driver. The 
No. 89BS REALITE is a full length pencil of genuine 
Bakelite in solid black It has the sturdy 
REALITE mechanism. No. 90BS is similar, with the addi- 
tion of a ball clip to attach to the pocket 

At the top end of this “double utility” pencil is a small 
It is firmly fixed in the top end of the pencil 


simple and 


screw driver. 


barrel. An attractive metal protector covers the screw 
driver. 
In addition to the popularity of this “screw driver 


pencil” among mechanics, it is an unusually handy instru- 
driver end useful for the 
It is handy, too, for 


ment for the home—the screw 


radio, the pencil for the radio log. 
oceasional adjustments of the sewing machine and other 
household appliances. 

The No. 89BS without clip sells at 30c-—No. 90BS at 35c. 
Both are furnished, if desired, on up-to-date and colorful 
REALITE easel, display ing twelve of these “double utility i 


pencils. 


— 
The Friden Calculator Is Announced 

(According to a recent statement from the Friden Calcu- 
lating Machine Company Inc., Oakland, Calif., two models 
of calculators carrying the name Friden, one with 8 x 9 x 17 
capacity, and the other 10 x 11 x 21, are now in production 
It is expected that these machines will be ready for the 
market within a short time. 

It is stated that sturdy simplicity is the keynote of the 
Moving parts are reduced to a minimum. 
under all operating 


new machines. 
actuation assures 


Reliance upon springs has been eliminated in 


Positive accuracy 
conditions, 
Multiplication and division are accom- 


Easy operation 


all major functions. 
plished without reversal of the actuators. 
is an outstanding feature. Keys responsive to the lightest 
touch and compact yet adequate grouping of keyboard and 
controls, minimize effort. Large dial figures, and direct 
alignment of all factors reduce fatigue and eye strain. 
The new machine weighs less than twenty pounds 
quiet in operation, due to the few moving parts and the 
high speed electric motor which operates on either alter- 
The speed of the actuating mech- 


It is 


nating or direct current 
anism is adjustable between three hundred and six hundred 
revolutions per minute. 

Other features included are full automatic division, true 
figure multiplication, electric carriage shift, and instantane- 
ous clearance of dials. 

The new machines are pleasingly finished in a soft green 
with genuine chromium plate on base and decimal pointers 
All interior mechanism is cadmium plated, and all moving 
parts are heat treated to give smooth action and long life. 
All bearings are of solid bronze. 

New Intercommunicating Telephone Systems 

The American Automatic Electric Sales 
Chicago are the general agents in the United States and 


Company of 


possessions for Serv-U-Fone systems, which are modern 


intercommunicating telephones of outstanding utility. 
These systems have been designed especially to supply ex- 
act private telephone facilities and to do away with un- 
necessary steps in office, factory or home. These devices 
are moderately priced and include complete equipment 
Once a system is installed it requires no further attention 
beyond occasional replacement of dry cell batteries. 

Serv-U which the 


take 


trom 
There is a two-sta- 


There are four -Fone systems 


would-be user may his choice. 


tion or green label system, which is a simple and effective 
call and return system for service between rooms, from 
house to garage, etc. 

A three-station system or red label, consists of a desk 
type central station and two outlying telephones either of 
the desk or wall type. The master station can call either 
one or the other of the outlying stations which can only 
signal the central station so that all calls between outlying 
stations must pass through central. 

The master station or the blue label consists of a master 





MASTER STATION TELEPHONE FOR MAS 

TER STATION SERV-U-FONE SYSTEM 
or central telephone and a number of outlying telephones, 
any one in the system being table to talk with any of the 
others. The central telephone is arranged to signal any 
of the outlying telephones, while the outlying instruments 
can signal only the central. There may be from three to 

seven outlying connections. 

The selective system or yellow label is made up of three 
or more telephones, each one of which is arranged selec- 








WALL TELEPHONE FOR THE 
SERV-U-FONE SYSTEM 


tively to call any of the others. The maximum capacity 
is seven telephones. 

It is stated that these instruments are simple to install 
and are furnished with full instructions for wiring. No 
soldered connections are necessary and electrical knowl- 
edge is not required, 

——<—— 
The “Treenwon” Cutting Instrument 

The adjustable cutting instruments shown in the accom- 
panying illustration are inventions of Mr. O. M. Bratrud, 
201 Olympic place, Seattle, Wash. These cutting instru- 
ments have been given the trade name “Treenwon,” which 
means literally that each device is three tools in one—a 


<u 


ur 











TWO TYPES OF ‘““‘TREENWON”’ CUTTING IN INSTRUMENTS. 
The round model is equipped with a checking lead and the flat 
model with a blade for use as an envelope opener. 


cutting instrument, a steel eraser, and a pencil or an en- 
velope opener as desired. The cutting blade can be set 
It is recommended for cutting along straight 


The 


to any depth. 
edges and also can be used as a steel ink eraser. 
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long model carries full length heavy checking leads whicl 
may be had in blue, red or other colors [he flat model 
may be equipped with a flat blade for use as an envelope 
openet The cutting blade s are interchar ur ¢ ible S t ita 


} 


dull one may be replaced by a sharp on 


Mr. Bratrud is interested in dis} ing of the manutactu 
ing rights tf the “Treenwon’ itting instrument 
> 


Metal Posts Help Build Two-Story Trays 
Weis mpany of Monroe, 


has devised ¢ desk letter 


Micl 


trays 


Manufacturing ‘ 
j 


etachable metal posts tor 








WEIS TWO-STORY TRAY 

Above Completely assembled 

Above at right: Affixing posts to 

botton f upper tray At right 

Fastening bott tray to posts 
These posts help build letter or cap size trays two trays 
ig! They are quickly and easily assembled without us 


said to be sturdy and practical. 


> 


Conklin Installs Word Gauge on Fountain Pens 


For the ime in the history of writing instruments, 
said, a word gauge has become standard equipment o1 

i fountain pet the 1934 model of Conklin Nozac No. 59 
Chis word gauge tells the writer just how many words he 
has written and how many more the pen will write befor 
refilling L tie auge consists of a scale engraved on the 


level in 


ink 


ft the pen indicates in thousands the number 


transparent ink section of the Nozac, and the 





f word WW ten since the pen was lled and the remain 
ing writing capacity in words This is made possible by 
the fact that the ink sectior f the Conklin Noza . 
transparent 

It le t tain reasonable accuracy in the gauge i 

rHE CONKLIN WORD GAUGE FOUNTAIN 
PEN 
leadiu uta e letter s p was S¢ lected by the ¢ nklit 
to take a ic pen from st ll it in the usual mann 


Is until the 


\merical pen was empty 





OFFICE APPLIANCES 


\ medium point nib was selected and the pen filled with the 
Conklin blue ink No. 169, a fluid \ profes 


sional amanuensis was assigned to write all the ink out of 


fairly heavy 


President 
1934. The 


and twenty-seven 


the pen As a text, she was given a copy ot 


Roosevelt's message to Congress of January 3, 


worked 


out for rest and food not 


writer steadily for nine hours 


minutes, time being included. It 
and 
Conklin 


this 


was thus established that there are approximately nine 


yne-half hours constant writing in one filling of the 
Nozac Total 
7.034 


should show 


during time 


the 


written 
that 
sub-divisions of the Nozac 


number of words 


was [These results indicated word gauge 


seven visible ink 


chamber, each providing ink enough for one thousand 


than an hour’s steady 


words or more writing 
The company is making application for patents on the 
word gauge which it intends to protect fully 
> 
Hanson Scales in New Finishes 
The Hanson Scale Company, 523 North Ada street, Chi- 


Model 


rane d 


No 
walnut or 


finishes as formerly 


is now offering its 1546, two and one- 


cago, IIlL., 
half pound postal scale in grained ma 
tandard 

te 
New Steel Vertical Cabinet by Victor 


designation 


wany as well as in 


‘Phoenix” steel vertical filing cabinet is the 





if a new product which is now being introduced by The 
THE “PHOENIX” STEEL VERTICAL 
FILING CABINET OFFERED BY 
THE VICTOR SAFE & EQUIPMENT 
COMPANY 
Vict Safe & Equipment Company, Inc., North Tona 
wanda, N. \¥ The Phoenix is a file of the utility grade 


It is made in four-drawer height only, is available in eithe: 


suspension 2,100 line or non-suspension 2,000 litie style, in 


letter or cap sizes Insert drawers for the filing of 


5x3 and 6x4 cards or documents are optional. In the 2,100 


suspension line inserts are available in any drawer 


opening, 


In the 2,000 non-suspension line they are available in the 
top drawer opening only. Both lines may be equipped with 
icks, and glass or metal sanitary leg bases may also be 
ad 
The standard finish on these cabinets is a satiny olive 
green with brushed bronze hardware and trim. Walnut or 
mahogany grained finishes are available 
It is stated that the Phoenix files give the maximum 
rf ling capacity for a four-drawer file in proportion to 
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Each drawer has an actual filing 
total 


inches 


the floor space occupied 
drawer depth of 
The four-drawer 


depth of inches in a 


twenty-six and 


twenty-six 
three-sixteenth 
one hundred four clear filing inches, yet it 
floor 


is sturdy and rigid in construc- 


cabinet contains 


occupies only two and seven-tenths square feet of 


space The Phoenix file 


tion, attractive in appearance and efficient in operation, 


particularly for a file in the utility price class. 
The Victor Safe & 
happy to supply descriptive matter and prices to any deal- 


Equipment Company, Inc., will be 


ers who may be imerested. Requests should be sent to 
North Tonawanda, N. Y. 
Big Sheaffer Advertising Campaign Begins 
March 24 


Che 1934 advertising of the W. A. Sheaffer Pen Company 
is being released starting with the March 24 issue of the 
Saturday Evening Post and features Skrip, Skrip-Grip and 
Para-Lastik, in addition to the Lifetime Feathertouch Bal- 
ance 

The March 24 advertisement will appear in four colors 
on the first inside cover of the Saturday Evening Post and 
will be followed by other insertions throughout the year in 
In addition, four color advertisements 


pens 


the same position 
will appear on the back covers of fourteen other magazines. 

The inclusion of Pen-Skrip, Skrip-Grip and Para-Lastik 
will give the benefit of a powerful national color campaign 
to a line of writing fluids and adhesives which will make 
them more widely advertised than any similar lines. Pencil- 


Skrip, “Successor to Leads” will also be included in Sheaf 
fer advertisements 

Che March 24 advertisement is striking in beauty. The 
characteristic “S,” found in all Sheaffer advertisements, in 
takes the form of a ribbon which is 


channel of the 


this advertisement 
drawn through the 
Feathertouch point, graphically 


Feathertouch writing 


platinum covered 


portraying the secret ot 
_—— 
Mr. Ames Visits the East 
Toward the latter part of January, A. R. Ames, president 
Company, started on a three-weeks 
stopping at New York, Philadelphia 
\mes’ tour 


of the Ames Supply 
trip through the East, 
and Syracuse. One of the purposes of Mr 


was to survey conditions in the trade. In spite of some 


detrimental features, it is his opinion that business in gen- 
eral is on the upgrade For his own company, he reports 


that the Ames business volume in January 


since the war 


was the best 


a ee 


Warren Returns to U. S. A. 
Gc 3 connected with the Underwood El- 
liott Fisher Company's 
quarters in New York City, returned from Paris last fall. 
United States for a long time and 


Warren, now 


export department, with head 


He had not been in the 


desired to feel the pulse of the economic situation. To 


do so, he took a motor trip through seventeen states and 
then returned to New York 
Mr. Warren 


years. 


was with Remington Rand for several! 


Sheaffer’s Ebonized Pearl Fountain Pen Receives 
Approval 

Genuine pearl inlaid in lustrous ebony-black radite is the 
latest fountain pen announced by the W. A, 
Sheaffer Pen Company and is known as ebonized pearl. 

The colorful pearl in this new pen will not grow dim nor 
lose its freshness because it is covered by a thin sheet of 
transparent pyroxylin. Nothing can mar the pearl because 
the pyroxylin, pearl and radite are completely fused to- 


creation 


gether by a special process. 

Placing genuine pearl in the barrel and cap of a fountain 
pen enhances greatly the desirability of the pen. In col- 
ors using synthetic pearl it has been possible to capture a 
certain amount of iridescence but by no means the full 
color play and depth of genuine pearl. Sheaffer has added 
to the fascination of the pen by separating the pieces of 
pearl with good margins of black and the resulting effect is 
a pen which is in excellent taste and yet has the necessary 
amount of light and color to lift it out of the ordinary. 
No two pen barrels are alike. Each is distinct, having its 
own personality. 

Ebonized pearl has been introduced by Sheaffer in the 
entire range of Balance pens, ranging in price from $3.25 
upward. Dealers are featuring it particularly, however, in 
the Feathertouch models with patented platinum covered 
$5.00 and up and in the Lifetime 
Many ensemble 


channels, retailing at 
Feathertouch Balance line at $8.75 and up. 
sets constructed of ebonized pearl are also being shown. 

There is no extra charge for ebonized pearl. 

It is believed it will be very difficult to imitate ebonized 
pearl because the process by which it is produced is pat- 
ented and is controlled by the Sheaffer Pen Company. 
Dealer acceptance has been favorable. 

ee 

Mitchell Resigns as Aide to Kansas Governor 

Col. Charles L. Mitchell, chief aide de camp to Governor 
Landon of Kansas and member of the official staffs of 
three Kansas governors, has tendered his resignation on 
account of the present condition of his health. The col- 
onel’s many friends in this country and abroad wish him 
an early and permanent recovery 

ae te so 
Cheney Manages Southworth Sales 

Paul W. Cheney is now sales manager of the Southworth 
Company of West Springfield, Mass. 

Mr. Cheney has been with the Southworth Company for 
eleven years and his advancement is an appropriate reward 
for the energy and ability he has always put into his work. 
Mr. Cheney has many friends throughout the country, who 
will rejoice in his advancement. 

Mr. Cheney is a native of Boston and after returning from 
service in the World War he started in the stationery and 
Later he operated 
and office supply business which he 


office supply business as a salesman. 
his own stationery 
discontinued eleven years ago to take a position with the 
Southworth Company. 

Even with his duties as salesmanager, it is not his in- 
tention to lose the personal contact with his many friends 
in the printing and stationery trade. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the 

offices of this journal their headquarters. The staff at the main office, 417 South Dearborn Street, Chicago, 

and the staff at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd 

St. and Park Ave., New York, will be happy to be of any possible service. While the facilities at New York 
are not so many as at Chicago, there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mr. Vincent Jackson 


United States manufacturers traveling to London are cor- 
dially invited to call upon Vincent Jackson at 22 St. An- 
drew street, Holborn Circus, London EC 4. Mr. Jackson's 
association with the trade and his contacts with its organ- 
izations afford him information valuable to those desiring 
to cultivate the British market. In subscription matters, 
Mrs. S. S. Elliott, 6 St. Bride street, London, EC 4, is the 
authorized representative of Office Appliances in the 
British Isles. 


London, February 9, 1934 interest not only because of the roominess and lightness of 

Chis month I have had an invitation from one of the big the premises but of the thought that has so obviously been 

insurance companies to see their modern equipped account given to layout of premises, adaption of machines and de- 
ing department This company—or rather group, known 
as the Roval Insurance Group—have centralized their ac 
counting sections in pleasantly situated offices on an arte 
rial road me seven or so miles from the city. I was 


iken down to these offices by Mr. A. G. Macken, who ts 
known to most of us over hers Mr. Macken and Mr. E. ( 
Marshall (comptroller of the records office) courteously 
showed me around Some 50,000 agency accounts are 


indled with the latest all electric Remington accounting 


machine The accounts are recorded on triplicate sets 
interleaved with one time carbon and are housed vertically 
in specially designed cabinets with (during work hours) 
pen tops to facilitate quick reference. They have found 


ifter experiment that it is more expedient to centralize the 


cabinets (with machines arranged each side) and to have 
one or more clerks finding and extracting forms and 
feeding” the machine operators rather than housing the 
forms in a series of cabinets mounted on trolleys 

In another room over one million addresses are housed 


n plates for use with a battery of electric Adrema address 





ing machines. Some of these are triple headed machines, 

others wer tted to take continuous forms. In this de 

partment renewal forms—some three and some six parts 

are prepared and sent to the agents, whilst the same 

equipment is used to fill in the Third Party Motor Cer SPACIOUS WORKING QUARTERS IN TWO DEPARTMENTS OF THE 
, 1 , : , ROYAL INSURANCE GROUP, LONDON, ENGLAND At the top is the 

tificate we all ave to carry besides a Driver's Licens« igency accounts department, where vertical filing cabinets arranged down 


, t ‘ ter of » Y a e ac “3 ‘ts } ,r oO 0 » 
In an adjoining room were Rotaprint and Gammeter Mul he centet the room have replaced cabinets hung on trolleys. At the 
bottom is a view of the addressing department 
es for printing forms and circulars 
¢ | ‘ 1] ; . — : 
This may 1 be an exceptionally large installation (es signing of forms. It is probably one of the largest instal- 


cially as organizations go on your side) but it is of lations of its kind in this country. 
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DISPLAY OF TYPEWRITERS, LTD., LONDON 
E. C 1, ENGLAND, WHICH WAS AWARDED 
FIRST PRIZE IN THE SECOND NATIONAL WIN 
DOW DISPLAY CONTEST CONDUCTED BY THE 
TYPEWRITER TRADES FEDERATION OF GREAT 
BRITAIN AND IRELAND IN COOPERATION WITH 
THE INTERNATIONAL EXPORT REVIEW. (Illus 
tration by courtesy of International Export Review.) 


My esteemed friend, Mr. Thomas Dixon, managing di 
rector of the Dictaphone Company, tells me that the Lon 
don and North Eastern Railway (one of the group of four 
railway companies operating in this country), have inau- 
gurated an experimental business office with a Dictaphone 
service on one of their long distance trains. If this is well 


patronized, the scheme will be extended no doubt. This 


is not a new idea to you folk but you must remember your 


distances are generally speaking greater and of course you 
take more kindly to mechanized office ways. Most of ou 
big industrial centers are within three or four hours of 
London, in fact Birmingham, one of the most important is 
within two hours of London so there is admittedly not a 
big call for typing services. However, I hope this experi 
ment—the first of its kind over here—on the five hour 
London to Newcastle train will meet with the success it 
deserves. Of course, the L. & N. E. Railway Company 
are themselves enthusiastic Dictaphone users. 

Our good friends, Roneo Ltd., well known for copiers, 
duplicators, addressing machines, franking machines and 
steel equipment, have just moved their London showrooms 
Although not properly laid out yet, the new premises 
promise to be even more attractive for display of Roneo 
products. Of course, they have a very fine factory at 
Romford, some twelve miles out of town. During the last 
twelve months, quite a number of office appliance firms 
have moved to new and modern premises. The Addressal 
Machine Company have just moved too! Things are look 
ing up! 

Exhibitions of Business Systems Ltd., have organized a 
Provincial Business Exhibition at Blackburn for the end 
of the month. This company, run on a co-operative basis 
and managed by Mr. A. C. McLellan (who is the popular 
exhibition director of our trade association), works in clos« 
touch with the Office Appliance Trades Association, taking 
care of the smaller provincial shows and leaving the asso 
ciation to organize the bigger ones. Incidentally the asso- 
ciation, after debating the matter at a recent general meet 
ing, have decided on a big exhibition at Manchester in the 
autumn of this year 

The monthly association lunch does not take place 
until too late for this month’s letter so details of this must 
be deferred. 

The result of the Second National Window Display 
Contest, organized by the Typewriter Trades Federation 
of Great Britain and Ireland in co-operation with “Inter- 
national Export Review” has just been announced. First 


NATRONA 
WRDOW DEN AY 
COUNTESS! 





prize, including the “International Export Review” Chal 
lenge Cup goes to a London trader, Typewriters Ltd., with 
an excellent display of portable typewriters in a fine sea 
sonable setting—Christmas, when the contest was held. 

Finally, although there has been the usual seasonable 
rise of unemployment in January, it is good to know that 
it is the lowest increase since 1929.—VE]J 

> 
What Constitutes a Stationer 

The South African Stationer offered the question, “What 
Constitutes a Stationer in this Fair Land of Ours?” It is 
a matter of great conjecture in the Cape Colony. The 
matter was discussed at some length by the Transvaal 
Stationers Association recently. It was decided eventually 
that a stationer must be one who has a shop on a main 
thoroughfare, which must remain open for business during 
normal business hours. The question arose on account of 
the growing number of so-called stationers in Johannes 
burg (and presumably elsewhere, too) who open an ob 
scure office in any kind of building and commence opera- 
tions by buying from wholesalers and selling against orders 
obtained. Consequently they have no stocks, no overhead 
expenses and take no risks. By these means they can of 
course undersell the stationer who conducts his business 
in a legitimate manner. That these back door individuals 
have become a genuine menace, all. with any experience 
in the trade will agree; and they will further applaud the 
fact that immediate steps are to be taken to deal effectively 
with the trouble. 

Anglo-American Trade in New “Dress” 

Anglo-American News has succeeded Anglo-American 
Trade as the official organ of the American Chamber of 
Commerce in London. The pages are now set in three- 
column format, and the number of pages increased. The 
cover of the January issue typifies the field covered by 
this publication. A library globe is turned to the center 
of the Atlantic Ocean, with the British Isles to the right, 
and the Atlantic coast of the United States on the left. 

easiness 

German and American Co-Operation in 1934 

Transatlantic Trade, published by the American Cham- 
ber of Commerce in Berlin, published a message combin- 
ing Christmas and New Year greetings. One paragraph 
offers a vital thought: 

“It is the Chamber’s cherished hope that the Year 1934 
will bring vast improvement in the world economic situa- 
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helds of activ- 
that tl 
untries will be 


Chamber’s immediats 


United States—and 


tion, especially in the 
ity—Germany and _ the i 
National Recovery Programs of both c 
crowned with success. It will be our business to see that 
We Do Our Part.’’ 


—-—> 
Change in Direction of the GBI 
Che national organization of the German Buro-Industrie, 
E. V 


ization Mr 


announces a change in the direction of the organ 


Bruno Bahn, director, relinquished his posi 


tion in the friendliest understandings December 16. The 


Kunnecke to 


board of directors appointed Dr carry on the 


work of director 


Dr. Kunnecke was active in many industries and asso 


ciations over a period of fourteen years and has had a 


wide experience, including statutory jurisdiction. He has 


undertaken to advance the German Buro-Industrie to its 


fullest importance [The association aims to continue 
neighborly relations with foreign associations for mutual 
benefit 
> 
Genesis of Writing Ink 

The advent of writing ink was commented on by The 
Irish Printer. Before Dr. Stephens devised his blue-black 
ink, the practice of chirography was a difficult task Phe 
ink was usually made of insoluble color triturated with 


gum to form a dense, opaque liquid The Stephens fluid 


wrote blue, and turned to an intense black after a few 
hours’ of exposure 
What might have been the course of history had not 


the Stephens blue-black fluid been perfected? Perchanes 
the Chinese might have convinced other educated people 
that the brush was the correct writing implement to us¢ 


ondescript ink known to England in those days 


—_ 
Siamese Prince Buys Conklin Pens 
\ rush order from a Singapore dealer to The Conklin 
Pen Company of Toledo reveals the fact that His Royal 
Highness, Prince Purachatra of Siam, has purchased two 


Conklin Nozac “Classik” pen and 


black and another in 


pencil sets, one in jet 
foliage pearl, for personal uss 
—_—~> 
Stockholm Concern Brings Out Visible Line 
The Svenska Kardex A. B., has given up the sales of the 


Americar 


line of its owt 


riginal visible index, and has brought out a new 





? 
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NEW BLIKMAN & SARTORIUS DISPLAY ROOM IN ROT 
rTERDAM, HOLLAND Modern in wall decoration and fur 
nishings, the new show room creates an atmosphere of effi 
clency and progress 4 descriptive account of the new 
room appeared in the February issue on page 41 





OFFICE APPLIANCES 
News of Woodstock Distribution Abroad 


The export department of the Woodstock 
Company, Arthur Williams, manager, Chicago, IIl., reports 


Typewriter 


some changes and additions to the sales organization 
abroad 

S. Wagstaff has succeeded Wagstaff & Moller, Johannes- 
Africa, Mr. Wagstaff undertaken the 
W oodstock 


The partnership was dissolved. 


burg, South having 


1 


distribution of typewriters in the Transvaal. 
W oodstock 
in Pernambuco, Brazil, and vicinity, has been accorded to 
Maraho, 


The Typewriter 


Exclusive representation of the typewriter 


Cavalcanti Pernambuco 


Maintenance Company, 38 Pitt street, 


Sidney, N. S. W., has received the dealer franchise for 
New South Wales, Australia 
——— 
Inbuilt Motors on Machines to Be Licensed by 
France 


The French government is reported to plan a licensing 


system for machines of various types when equipped with 
included in 


an inbuilt electric motor. Office machines ar 


this system 


A wide diversity of electric motors is used on American 


machines powered by electricity. It is said that it will be 
many months before such motors in the necessary types 
could be supplied by French manufacturers 

———— 


Present Personnel of Blikman & Sartorius 
Che recent appointment of A. Q. de Flines as a managing 
house of Blikman & Sartorius n/v, 


and Arnhem, Holland, brings 


director of the \mster- 


dam, Rotterdam, The Hague. 


to mind certain other appointments made of late years 


since the passing of Jan de Flines. The executive person- 
nel of the company now includes the following 
K. W. Lamfers, managing director; A. Q. de Flines, 


Haaksma, manager, stationery and 
\. Wildschut, manager of 
factory; A. L 
W. Bosch, in charge 
of rotaprint department and sales of press work; A. Smit, 
office; D. J. H. Everaars, sales 


managing director; A 
office equipment department; J 
printing book 
charge of bookkeeping department; J 


plant and blank Pauw, in 


Kzn, sales manager, Arnhem 


manager, Rotterdam office, and A. Rijkx, sales manager, 
The Hague office. 

The establishment of Blikman & Sartorius is one of the 
oldest commercial institutions in the world, and 1s also one 
office 


of the most enterprising concerns in the equipment 


ne ld 


ikman 6. 
Sartorius 


kantoorinstallatién 





Perey. 
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BRITISH GIRL RECEIVES PROFICIENCY PRIZE.—The Postmaster-Gen 

eral of Great Britain, Sir Kingsley Wood, presenting a Royal typewriter to 

Miss Beatrice M. Louis, adjudged the most proficient student of 1933 at 

Britain’s Pitman Colleges at the annual Pitman prize-giving ceremonies in 
Albert Hall, London 


—— 


Elaborate Carter’s Display in Morrison Hotel, 
Chicago 

From March 1 to 7, a striking and colorful exhibit of the 
complete lines of the Carter’s Ink Company was shown in 
the Morrison hotel, Chicago, under the direction of F. F 
Harris, Chicago manager for the company 

Backgrounds for the display were made in Hollywood by 
Wade Crosby, art director of the Paramount Studios. They 
are painted in Carter’s VelVet Tempera showcard colors in 
impressive combinations of blue and silver \ life-size 
portrait of Marlene Dietrich painted on velour and a pic 
ture of Maurice Chevalier done on poster-board provide 
concrete evidence of the adaptability and scope of Carter’s 
VelVet Tempera art colors. 

[lo show the entire exhibit requires thirty-six lineal feet 
\ twelve-foot center piece is devoted to inks and adhesives 
On either side are six-foot panels—one featuring carbon 
papers and inked ribbons, and the other showcard colors 
Fountain pens are displayed on a table in the remaining 
six-foot section The pictures of Marlene Dietrich and 
Maurice Chevalier bring the total to thirty-six feet. The 
ensemble effectively portrays the extent, beauty of packag- 
ing and inclusiveness of Carter’s lines 

During the past few months the display has also been 
shown in the Radison hotel, Minneapolis; the Lowry hotel, 
St. Paul, and the Schroeder hotel, Milwaukee. In each case, 
as in Chicago, engraved invitations were sent to customers, 
prospects, showcard and poster artists and others a few 
days prior to the formal presentation of the exhibit. The 
crowds that came viewed the display with enthusiastic ap- 
proval. Showcard artists came in numbers and added their 
expert testimony to the approval expressed by other spec- 
tators, who may have been less artistic but were fully as 
appreciative 

Che display is unique in that nothing like it has ever 
been attempted before. Its extensiveness and its logical 
segregation of items as to type and use, constitute it a 
valuable educational feature for Carter’s dealers and their 
salesmen. It presents products which in themselves are 
not impressive in a manner that compels and merits at 
tention. It is appropriate to the attractively modern pack- 
aging of all Carter’s products. 

Mr. Harris reports that the displays have effected a 
marked improvement in Carter’s business wherever shown, 
a circumstance leading to plans to present the exhibit in 


other cities in the middle west. 
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Hotchkiss Stapling Machine Finds Unexpected Uses 
Stapling devices are customarily used to fasten letters 
and documents together, and sometimes cardboard and 
cloth under the usual requirements of the business office, 
but apparently the Hotchkiss stapler has performed emer- 
gency uses quite outside the conception of its inventors. 
On June 9 of last year R. Valle, assistant export man- 
ager of the Hotchkiss Sales Company, Norwalk, Conn., 
presented two Hotchkiss stapling machines to Captain R. 
Stuart Murray, leader of the second Honduran Expedition 
which on August 14, proceeded under order of the Presi- 
dent of Honduras into the little known Mosquitia territory 
in the name of the National Museum of Honduras. The two 
Hotchkiss machines, which were of different types, were 
included in the expedition’s equipment. Early in Septem- 
ber one of the expedition’s cargo pitpens was swamped 
while attempting to negotiate a rapids in the Great Patuca 
river and the larger of the two stapling machines went to 
the bottom. Fortunately Captain Murray’s brief case con- 
taining among other things the smaller machine, was saved, 
and notwithstanding the drenching, the machine performed 
perfectly throughout the remainder of the expedition. 

\ll of the captain’s envelopes were soaked and useless, 
so he used the staples to seal his letters. Later the stapler 
came into use as a first aid to torn clothes, for the staples 
were found to make a capital metal stitch line in ripped 
1 torn garments. The machine gave its staples for fas- 
tening or sealing all of the captain’s little cellophane speci- 
men bags; made sacks out of torn raincoats, and once, in 


an extreme emergency, while crossing the great Brewers 
Lagoon in a gale, the sail tore and was immediately re- 
paired by using the little hand stapler 

Constant wetting caused no sign of rust, nor has the ma- 
chine ever clogged. So numerous were its services and so 
reliable its performance that Captain Murray now regards 
the stapler as one of the most useful items of his equip- 
ment. The little machine was a never-ending source of 
wonder to the Indians, who were quite unable to under- 
stand it. 

The captain has offered to return the machine to Mr. 
Valle, who wishes to use it as an exhibit; but the return is 
on condition that a new machine be sent, for the captain 
avers that no more convenient tool finds a place in his kit. 

Captain Murray’s most recent expedition was sent out on 
February 17 last to seek a written ethnological record of 
the primitive Indian tribes inhabiting the Mosquitia region 
prior to colonization by Honduras. He conducted a sim- 
ilar expedition terminating in the fall of last year in which 
a record of the Miskitia Indians was made. It is planned 
to send the expedition to study the three remaining tribes 
of the region—the Paya, the Sumu and the Twakas. 

Captain Murray is an active member of the Explorers’ 
Club, a fellow member of the Royal Geographic Society, 
and was recently awarded a diploma of fellowship by the 
Royal Scottish Geographic Society. 

The expedition plans to make presentations to the Mu- 
seum of American Indians, the American Museum of Nat- 
ural History, the University Museum of Philadelphia, and 
the Royal Ontarial Museum of Archeology. 

a 
Sloan Appoints New South African Salesman 

Mr. George Stacy, a well known traveler in South Africa, 
has been appointed representative for L. G. Sloan, Ltd., 
London, carrying fountain pen lines and other stationery 
merchandise. Mr. Stacy succeeds Mr. C. E. Brown, who 
has retired from the Sloan service. 

————— 
Leslie Gardner IIl 

Leslie Gardner of the Hill Printing & Stationery Com- 
pany, Waco, Tex., was recently operated on for appendi- 
citis. It is stated that he is making a satisfactory recovery. 
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RELIABLE TYPEWRITER MACHINE 
CORPORATION GIRLS TAKE AMERI- 
CAN LEGION FROLICS FOR 1934 The Frolics, spon- 
red by the Chicago Board of Trade Post for its service 
nd, were presented on Lincoln's birthday at the Chi 
Civik ~—— House Avid Andersen is rehearsing 


AND 


ADDING 
PART IN THE 


the girls who are, from left to right, Violet Lundgren, 
Vera Nelson and Violet Bloor Miss Bloom has been 
nne d with Reliable for more than ten years and is 
now ir harge of accounts receivable and credits 
> 
Jessup Now President of Marchant Company 
Edgar B. Jessup was elected president and general man 
ager of the Marchant Calculating Machine Company of 
Oakland. California. at the recent meeting of the Board of 
Dire \] ther officers and directors remain un 
ing e office of president having been vacant. 


marked 


during the last 


Mr. Jessup’s election was in recognition of the 


las made eight 


ympany 


1dministration as vice-president and gen 


eral mana n which period sales have been much in 
‘ Cast l 

Edgar B. Jessup has brought to the Merchant Calculat 
ing Machine Company the benefits of many years’ experi 


having been asso 


ence in the calculating machine business, 

ited previously in executive capacities with two other 
leading companies. He is a nationally known figure in the 
ndustry 

_ 
Davy Advanced in Smith-Corona Ranks 

H. P. Davy has been appointed assistant branch sales 

unager by Vice-President and Executive Sales Manager 
Charles J. Rogers of that company. 

Born in Syracu N. Y., Mr. Davy was educated at the 


Svracuse high school, later attending Buffalo university 
For several years he was connected with the Solvay 
Process Company of Syracuse He entered the employ of 
L.. C. Smith and Corona Typewriters, Inc., in 1925 as branch 
accountant. He was made assistant sales manager of the 


adding machine division in 1928, and three vears later, was 
transterred to the typewriter division of the general sales 
department, where he has been serving until his recent 


ee 
Oklahoma Typewriter Company Adds Stationery 


The C. A. Donnell Typewriter Company of 210 North 


Hlarvey street, Oklahoma City, Okla.. have recently added 
thee stationery and office supplies to their line, and re 
rta ista ry business therein. The company is under 
he management of C. A. Donnell, who for ten years was 
’klal i it ina I the Remington [ypewriter 
mpa s merger into the Remington Rand. 


AFTE 
B. H 
Comp 
Califo 


bard’s home 
‘ross the street Mr 


ing at 


a mou 


rescue 


Firmin 


any, was in the path 


OFFICE 


R THE CALIFORNIA FRESHET.—tThe residence of 
ibbard, district sales manager of The 
January 1 The shows Mr 
in Glendale 


rnia on upper picture 


ntain stream twenty-five feet wide and four feet deep 

d several people from the flood, while Ed 

& Shields, who lives up the hill a short distance, 
tered thirty people over night 


CENTURY OF 
PROGRESS 


INTERNATIONAL EXPOSITION 


a > ’ 





KNOW ALL MEN BY THESE PRESENTS, THAT 
Underuved bell-deteor Company 


WAS AN EXHIBITOR AT A CENTURY OF PROGRESS 
EXPOSITION, CHICAGO, 1933, AND IS AWARDED 
THIS CERTIFICATE OF PARTICIPATION IN GRATEFUL 
APPRECIATION OF ITS EFFORTS AND CO-OPERATION 
IN THE SUCCESS OF THE EXPOSITION 


A CENTURY OF PROGRESS 





On 77 





SECRETARY PRESIDENT 


Zs L0CIFHA- 


DIRECTOR OF ExHIBs - L MANAGE® 








CERTIFICATE AWARDED TO THE UNDER 
WOOD ELLIOTT FISHER COMPANY BY A 
CENTURY OF PROGRESS 


APPLIANCES 





John 


Globe-Wernicke 
of the flood which visited Southern 


and the lower picture is a view look 
Hibbard’s house was in the midst of 


He 


Shields of 


shel- 
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Remington Rand, Inc., Issue Some Typewriter 
History 

“Outline of Typewriter History” is the title of an eight- 
page brochure beginning with 1873, when the first Reming- 
ton typewriter was put on the market down to the highly 
refined Remington Noiseless of today. The brochure is 
8% by 11 inches, and bears on the front cover a picture of 
the daughter of C. Latham Scholes, the inventor, operating 
the first commercially successful typewriter. In the lower 
right hand corner is a reproduction of a photograph of the 
new Noiseless. 

The brochure contains articles on the typewriter in edu- 
cation; influence of the typewriter in the commercial and 
professional world; important dates in typewriter history; 
sketch of the inventors of the typewriter and a record of 
earlier attempts, with illustrations; two pictures, one show- 
ing a scene in a part of New York’s business section be- 
fore the typewriter came into use and another afterward 
all men in the first picture, and more women than men in 
the second. 

The brochure concludes with an interesting article on 
carbon paper and typewriter ribbons. 

Boston Stationers Association 

The annual meeting of the Boston Stationers Associa- 

tion was held at the Hotel Kenmore, Boston, on February 





TWO LARGE INSTALLATIONS OF GLOBE-WERNICKE VISIBLE : maa ; " : 
RECORD EQUIPMENT.—Top: Stock and sales records of hun 21. This was the forty-sixth annual dinner of the Boston 
dreds of general merchandise and food products are kept accurate P inet Thea P aatea — T off « rhli a 
and up-to-date with GW visible records by a large me Her | ais. association. [he toastmaster was J. T. McLaughlin, pres 
tributer whose record department is pictured. Bottom: Policy ident of the New England Travelers, who ably handled the 
records of a large national life insurance company kept handy and . 

accurate through the use of GW visible equipment job. 


C. C. Gilman provided the fun, and a fine dinner and an 
excellent orchestra did the rest. The attendance was 
slightly over one hundred persons. 

— A tee Ges i General Manager Garvin spoke briefly, eulogizing the 








—— president of the United States. 





a Dancing followed the speeches. 
—— —— = 
Oklahoma Stationer in Fine New Building 
The Standard Office Supply Company, Oklahoma City, 
Okla., has moved to a fine two-story building at 315 North 
Broadway, Oklahoma City, Okla. The first floor is de- 
voted to office furniture and stationery displays. The sec- 



















a% o> TREE 
tandard Office Supply C 
~ 7 





— ond floor is used for warehousing stocks. 
ompan i ! oan ° " 
ae Che store occupies the ground floor, sharing part of the 
50x140 feet with the shipping department, delivery truck 
and storage space in the rear. Steel shelving is used for 
the stationery and loose leaf items, the stationery being 
displayed on seven foot shelving, and the loose leaf lines 














on five foot shelving. 

The Standard Office Supply Company was organized by 
Frank M. Hughes in 1919, when it was located at 110 West 
Grand. The new store was occupied early this year, and 


fl 


STORE FRONT OF THE STANDARD OFFICE SUPPLY COMPANY since the removal has had a goodly increase in business. 





INTERIOR OF STANDARD OFFICE SUPPLY COMPANY STORE.—At left, stationery and loose leaf department; at right, office furniture. 
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W. D. Beaumel Appointed Manager of Aiken, 
Lambert Business 








W. G. Frazer has been succeeded as manager of Aiken 
Lambert & Company, 3 Dey street, New York, N Y., by 
Walter D. Beaumel The resignation f Mr. Frazer was 
necessitated by ill heal 

For 1 e than tw decades Walt Beaumel was asso 
ciated in bu sw s father D. W. Beaumel, one of the 

WALTER D. BEAUMEL 

pioneers in the inufacture of fountain pens and kindred 
products Throughout the years Mr. Beaumel has been a 
student of the fountain pen industry and has attained a 
broad knowledg: f the intricacies of both the manu 
facturing and sales divisions His general knowledge of 
the industry is augmented by his specific acquaintance: 
with the Aiken, Lambert line with which he has been in 
contact t several years He is admirably equipped t 
direct the activites of Aiken, Lambert & Company, as 
suring the presentation of a line of fountain pens and 
mechanical pencil of a design and quality justified by the 
seventy-year record of the concern of which he has as 
sumed management 


Among his special activities Mr. Beaumel includes thx 


position of secretary of The Writing Instrument Ass 
ciation 
<> 
Friden Calculator Line Soon to Be on the Market 
Verification of rumors current for many months that a 
new calculator is to enter the field, comes with the an- 


nouncement recently made by the Friden Calculating Com 


pany, Inc., Oakland, Calif Two models of advanced de- 
sign, are in production, and will be on the market soon 
Manufacturing of the new machines is under the personal 


direction of Carl M. Friden, president of the company and 


ither engineers and calculating machine men of long ex- 
perience 


Mr 


nected 


Friden, designer of the new calculator, has been con- 
the the 
and 


with engineering and designing phases of 
the United States 
During the 


to the designing and perfect 


calculating machine industry in 


abroad for twenty-seven years past year he 


himself exclusively 


the 


devoted 
his name 
the 
of that pe- 


ing of calculating machines that are to bear 


For Mr. Friden 
Marchant Calculating Machine ¢ 


seventeen years was affiliated with 
ompany, most 
riod as a chief engineer. 

Other activities of Mr. Friden include engineer for Axel 
Wibel, ; Machine Com- 


in Sweden: Match Trust 


recording ma 


predecessor of Facit Calculating 


pany raveling engineer, Swedish 
Company, and designer of Instograph time 


Mr 


patent art, 


chines Friden is an authority on the calculating ma- 


chine acting as consultant, and expert witness 
in many important patent litigations. 


> 
Wahl Eastern Manager Promoted 





Charles P. Schoen, during the last year eastern sales 
manager for The Wahl Company of Chicago, is now sales 
manager, with headquarters in that city 

C. P. SCHOEN 
Mr. Schoen is well known in the stationery, jewelry and 


drug trades, having been with The Wahl Company for the 
last twelve years 

— 
Royal January Business Beats Sales Records 


The January business of the Royal Typewriter Company, 


Inc., surpassed the encouraging figures of previous months, 
indications of which are given by the unusually large num- 
ber of men who made the Royal Machine-A-Day Club 
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Encouraging Report by U. E. F. Company 
The New York Herald Tribune of February 17 presented 
the following 
Company and subsidiaries 


Elliott Fisher 


as certified by independent auditors, net 


“Underwood 
report for 1933, 
profit of $1,517,943 after depreciation, Federal taxes, etc., 
equivalent after 7 per cent preferred dividends to $1.99 a 
share on 666,448 no-par shares of common stock. This 
compares with net loss of $762,071 in 1932 

“For the December quarter net profit was $677,887 after 
charges and taxes, equal to 95 cents a share on the common 
stock, compared with net loss of $310,572 in the December 
quarter of the previous year. Current assets, including $4,- 
253,947 cash, amounted to $12,217,938, and current liabili- 
This compares with cash of $4,104,957, 
current assets of $11,952,367 and current liabilities of $606,- 
490 on December 31, 1932.” 

EE 
Remington Rand Issues Statement 

The following resume of a statement issued by Reming- 
ton Rand Inc., as of December 31 is quoted from the New 
York Herald Tribune of February 18 
follows is encouraging. 

“Remington Rand, Inc.—Reports, including subsidiaries, 
current assets as of December 31, 1933, including $4,612,251 
cash and marketable securities, at $22,410,464 and current 
liabilities at $1,865,427. This compares with cash and mar- 
ketable securities of $6,111,769, current assets of $23,281,340 
and current liabilities of $1,908,136 on December 31, 1932. 
For the quarter ended December 31 net profit, after depre- 
ciation, interest and other charges, of $444,741 is reported. 
Chis is equivalent, after dividend requirements on the 7 per 
cent and the 8 per cent preferred stocks, on which there 
are accumulated unpaid dividends, to 10 cents a share on 
1,290,987 shares of common stock. It compares with a net 
profit of 203,565, equal to $1.30 a share on 156,950 of 7 per 
cent first preferred in the preceding year and net loss of 
$381,207 in the December quarter of 1932.” 

Royal Typewriter Company Makes Fine Report 

The following report was clipped from a recent issue of 
a New York daily 

Royal Typewriter Co., Inc.—In its preliminary statement 


ties were $972,659 


The statement which 


paper: 


for the quarter ended December 31 shows consolidated net 
profit of $147,146 after interest, taxes, depreciation and 
charge-offs. This is equal, after deduction of the quarterly 
dividend requirements of 37,698 shares of 7 per cent pre- 
ferred stock, to 30 cents a share on 268,618 no par shares of 
common stock, and compares with net loss of $105,316 in 
the fourth quarter of 1932. Its preliminary statement for 
1933, subject to adjustments, shows net profit of $149,017 
after charges and taxes, equal to $3.95 a share on 37,698 
shares of 7 per cent preferred stock, compared with net 
loss of $423,668 in 1932 
—> 

Addressograph-Multigraph Business Advancing 

Under the heading, “Addressograph Shipments Up,” the 
New York Sun of 13 presented the following 
paragraph: 

“New business of Addressograph-Multigraph Corpora- 


February 


tion in January in the United States and Canada was the 
since October and an increase of 
ago, to Joseph E. 
In the last half of 1933 shipments were 


largest for any month 


117 per cent over a year according 
Rogers, president. 
23.7 per cent above the 1932 period.” 
anise 

Report of The General Fireproofing Company 

The New York Herald-Tribune of February 1 digests the 
annual report of The General Fireproofing Company as 
follows: 

“General Fireproofing (Youngstown)—Reports for 1933 
net profit of $8,919. after depreciation, taxes, etc., com- 
paring with net loss of $466,725 in 1932.” 
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Tim Thrift Directs Advertising of the Elliott 
Company 
Effective March 1, 1934, Timothy B. Thrift became adver- 
tising manager of the Elliott Addressing Machine Com- 
pany, Cambridge, Mass. 
During the last year and a half Mr. Thrift has conducted 
a business as counsel in advertising and sales promotion in 


Cleveland. For the six years previous to that he served 





TIMOTHY B. THRIFT 


the American Salesbook Company, Ltd., Elmira, N. Y., in 
the capacity of assistant sales manager in charge of adver- 
From 1910 unti! 1926 he was 
Multigraph Sales 


tising and sales promotion. 
advertising manager of the American 
Company, Cleveland. 

All together Mr. Thrift has devoted nearly twenty-four 
years to the art of advertising. For many years he was 
publisher of “The Mailbag,” a journal of direct mail adver- 
tising now known as “Postage and The Mailbag.” In addi- 
tion to writing numerous pamphlets he is the author of 
“Tim Talks” and “Tim Thoughts,” two books on business 
philosophy. He is a past president of the Association of 
National Advertisers, the Direct Mail Advertising Associa- 
tion of National Advertisers, and the Direct Mail Advertis- 
ing Association. 

ee 

Dealers Send Inquiries About Duplicator Models 

Announcements by L. C. Smith and Corona Typewriters, 
Inc., that the Junior duplicator models of the Vivid gelatine 
duplicating machine would be marketed through dealers, 
have produced many inquiries. 

Sales Manager E. E. McNally of the Vivid division says 
that over one hundred dealers have already been appointed. 
He is enthusiastic over the prospects for 1934. The com- 
pany’s production has been speeded up so that the demand 
can be properly met. 








EXCUSE US PLEASE 


Blundering with Names 
An item on Page 34 of the January issue of Office Ap- 
pliances reported the removal of Carter & Allen, Inc., Chi- 
cago representatives of Mittag & Volger, Inc. The con- 
cluding paragraph of the item mentioned an affiliation of 
Carter & Allen, Inc., with “Carter & Company.” The 
reference to the affiliated company distributing manifolding 
tissues should have been Allen & Company. 
Ge 
An Error of Inadvertence 
The statement in the February issue concerning the 
passing of Byron Weston should have read, Philip Weston. 
The founder of the company many years ago was Byron 
Weston, whose name was inadvertently substituted for that 
of Philip Weston, who was president of the Byron Weston 
Company at the time of his death, 
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Meetings--Conventions-- Dinners 


Executives Greet New Device 


February 15, the regular monthly meet- 


Chicago File 


Tuesday evening, 


ing of the Chicago Filing Association was held at the 
Women’s City Club Between seventy-five and one hun- 
dred file supervisors and assistants attended. Miss Minn 


was in the charr, 


M« Ke lvic . 
duc d the 


pre sident ot the association, 


speakers of the evening 


and intr 


Arthur C. Tobin, Chicago manager of The General Fire- 
proofing Company, narrated in his discourse the mechan 
ical improvements as they have come into the industry the 
past twenty-five years, step by step. The advancements 


afforded by the 


gressive roller bearing suspension, introduced to the field 


included tl startling improvement pro 


about twenty-two vears ago, combined with the side runnet 


follower block brought out about the same time—un 
questionably, gave the major impetus to the accurate, 
speedy filing f documents, letters, etc. Mr. Tobin por- 


traved grap ically the pioneering of steel files, with the 


advent of progressive roller suspension. The association 


recital of the “barnstorm- 
Allsteel” letter file 


European countries, just 


members enjoyed especially the 


ing tour” with the four drawer “G-|] 


cities of all 


Che 


rwn, Ohio, carried on 


' 
( larence Straubel, ot the home ofhce Gen 


Staftl ot 
ympany, Youngst 


his discussion and demonstration of the company’s new 


‘Super-Filer.” Unquestionably the audience was greatly 
! 


impressed with the accomplishments now possible through 


the new device \t the termination of Mr. Straubel’s dem 


nstration the meeting was turned over to a general dis 


cussion Che distinctive points of “Superdex” and “Color 
Check,”—two new methods of indexing—were thoroughly 
reviewed 

Che General Fireproofing Company felt that a pre-show 


additions t 


ing of these new its lines should first be made 
in the Chicago district to the personnel of the Chicago 
Filing Association, which has the most to do with the use 
and supervision of filing equipment Che young ladies in 


attendance seemed to indicate that the meeting was suc 


cesstul trom every standpoint 
a 
Sixteenth Annual Meeting Connecticut Valley 


Association and First Regional District 


One hundred twenty-five persons attended the sixteenth 
annual meeting and dinner of the Connecticut Vallev Sta 
tioners Association and the NRA code forum of the sta 


tioners and ofthce outfitters for the first regional district 


The big Té 


supplemental code of 


ature of the meeting was the discussion of the 


flair competition tor commercial sta 


tioners and office outfitters, a division of the wholesale or 
distributing trade 
At the morning session of the convention, the following 


thcers 


were elected: Thure Bengston, New Britain, Conn., 
was elected president to succeed Ray 
I. Cowles of New Haven. The 


New Haven: Leo W Burt of 


1 Springfield, Mass 


retiring treasurer, 


mond vice-presidents are 
Lewis of Hartford and 
Che treasurer is S. H 
Stanley McGar of 


Waterbury Che 


which an 


\ hallenget ot 
Meriden. al ! 


} ‘ 1 


Brida: port; 
Charles B 


secretary, 
Nye of 


lune he on at 


auditor, 
wed by a address 
general manager of the 


Washington 


harles P (sarvin, 


N.S. A., wl spoke on Doings in 


At the afternoon session, the Rev. Charles ¢ Noble. 
pastor of the First Methodist church, spoke on “The Art 
f Growing Up.” He was followed by Frank H. Fargo oft 
Bridgeport, x I f District N One, who was elected 


a delegate to the meeting of regional governors at Wash 
ington, held on February 26 

Other speakers included Horace Van Dorn, general sales 
Dixon Crucible Company, who 


Leon H. Silver of the M. E 


Joseph 
Pe ne il ( ode oe 


manager of the 


spoke on “The 


Chatfield Company, New Haven, speaking on “The Paper 
Distributing Code”; Thomas E. Miller, vice-president ot 
Shaw-Walker Company, Muskegon, Mic! 

Che meeting closed with a code forum directed by Mr 


(sarvin., 
evening of the day of convention 


W hitte lsev, 


whi 


Dinner was held on the 


and the executive 


the 


diners listened to Charles D 


vice-president of the Chamber of Commerce, gave 


address of welcome 


James R. Cowan, president of the Boston Stationers As 
also extended greetings. 
Mystery f Selling,” 


Hubbard, assistant secretary ol 


sociation, 
“Taking the 
a talk by 


tomobile 


the subject of 


\u- 


Out was 


Clarence the 
Insurance Company. 


National 


member of 


On motion, Harry Morgan, president of the 


Stationers Association, was made an honorary 


the Connecticut Valley Stationers Association 
Mr. Garvin said the philosophy of the present day and 
the problems we now confront, mean that business men 


| he 
riod practically 


that 


must get together and regulate themselves President 
act during the 


We are 


we will not play. He« 


has under the emergency pe 
codes and cannot 


of the 


unlimited power under say 


gave an outline set-up of code 
that the 


ample and show the country that it has the ability within 


authorities. He believes industry can set an ex- 


itself to govern itself 

Che Rev. Mr. Noble said that most of us are still chil 
dren at heart, passing out alibis and refusing to face reali- 
ties. Children are individualists, but those who have grown 


cooperative action “If any 
| 


himself.” 


up realize the necessity for 


man would find himself he must first los¢ 


At the 


code with amendments attached 


Garvin presented the proposed 


Mr 


requested the appointment 


forum, Mr 


code 


Garvin, after outlin 
methods of administration, 


select local code 


ing 


fanominating committee to authorities 


CThure Bengston and Raymond I. Cowles were nominated 
from the western New England district, the balance of the 
nominations to come from the eastern district and to be 
selected at a meeting held later in that section 

Leon Silver, secretary of the Connecticut Paper Mert 
chants Association, read a communication from S. C. Chat 
field with regard to what the paper distributing code will 
do for dealers, giving them the right to organize, discuss 
problems and do many things they could not do before 
the adoption of the code. 

ae 
New England Travelers Club 

Che club held its annual meeting at the Chamber of Com 
merce, Boston, on February 21 The meeting was pre 
sided over by President J. T. McLaughlin, and after the 
routine work three new members were elected 

President McLaughlin said that constructive activities 
have been interfered with because of general conditions, 
but now that the code is getting settled, he expected that 
activities would be resumed 

Guy Hart and J. F. Kennedy of the nominating commit 
tee recommended that the present officers be ‘continued 
\ motion to this effect was made and carried 

\fter the reports of the president and secretary, club 
activities were discussed and it was decided to continue 
the golf tournament and to cooperate with the Boston 


association in forming a golf club 
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Office Equipment Manufacturers Institute 
Che Othce Equipment Manufacturers Institute held a 
ymmodore hotel, New York, N. ¥ 


Che meeting opened in the morning with 


meeting at the ( , Janu 


ary 25 and 26 
informal greetings and discussion on code administration 
Wagoner of the Underwood Elliott 


Fisher Company and a report of the special committee and 


developments by P. D 


a supplemental code of fair com- 
presented by W. F. 


Machines Corporation. 


a recommendation for 


petition for the Institute, Battin, treas- 


urer, International Business 


\fter luncheon, there were committee reports, collection 


of survey cards, etc. The foreign outlook, especially with 


Russia, was discussed bv M. S. Eylar, Underwood Elliott 
Fisher Company and S. C. Allyn, The National Cash 
Register Company. The question was discussed, “What 


Effect of the Depre- 
\ppliances?” 


Is and What Is Not Going to Be the 
ciated Dollar on the 
W.S. Hoagland of L. ¢ 


Inc., gave a report on the London meeting of the Inter 


Exportation of Office 
Smith and Corona Typewriters, 
national Union of Office Appliance Trades Associations. 
Eric T. 


of Foreign and Domestic Commerce, told how the Bureau 


King, chief of the Specialties Division, Bureau 


is organized under the new deal and made suggestions as 


to how the Institute can better cooperate with the Bureau. 
W. K. Page of the 
tion and W 


discussed what can be done in the direction of encouraging 


\ddressograph-Multigraph Corpora- 
R. Greenwood, The Postage Meter Company, 
the federal government to discontinue its plan of dumping 
second-hand and surplus office equipment on the market 
through federal warehouse auctions. 

Che session of Friday, January 26, took up 1934 plans 
J. L. Stewart replied to the question, “Should Man Power 
Be Increased?” W. M. Cooper discussed, “What Qualities 
\re You Now Looking for in New Men?” K. M 
son answered the question, “What Do You Give Them in 
the Way oft 

Matters of remuneration, commission plans, etc., for new 
and old men were discussed by R. A. Bush. W. R. Cum 
mings spoke on “The of New Models During 


Years.” KF. H. Bloom discussed advertising 


He nde f- 


Training?” 


Introduction 
the Past Two 
appropriations. J. M. Hackney, general sales manager of 
the Woodstock 
tion, “What Else Can Be 


1934 


[Typewriter Company, answered the ques- 


Done to Increase Business in 
—~> 
Cleveland Typewriter Men Discuss Code 
On February 13 the Cleveland Typewriter and Adding 
Machine Dealers’ 
membet 
\llerton hotel 


Many letters were read from different associations re- 


\ssociation held their monthly meeting 


One new was enrolled. The permanent meeting 


place is now the Chere was a good attend- 


ance 
questing particulars regarding the Cleveland Plan. There 


are now about 15 organizations in the United States that 


CHICAGO SALESMEN OF UNDER 

WOOD ELLIOTT FISHER CELS- 

BRATE WINNING THE WESTERN 

DISTRICT PRIZE FOR NOVEMBER 
SALES 


wn 
— 


have adopted the Cleveland Plan. Walter “Doc” Hanson, 
president, presided at the meeting. 

A special committee was appointed to meet with the 
local typewriter manufacturer managers regarding the sub- 
ject of increasing the price of overhaul work and rentals. 
These clauses were discussed at the last meeting. Several 
letters about the code were read that were received from 
President Clausing of the National Typewriter and Office 
Machines Dealers’ Association. 

The members of the Cleveland Typewriter and Adding 
Machine Dealers’ Association unanimously voted to meet 
the department stores’ competition when they advertise 
standard and portable typewriters for less than the manu- 


AED 
nosis 

Columbus Office Equipment Dealers Organize 

Paul Blackwell of The American Multigraph Sales Com- 
pany and J. P. Dorsey of the Victor Adding Machine Com- 
pany, were named temporary chairman and secretary, re- 
spectively, of the newly formed Columbus Officé Appliance 
Association at the group’s first meeting, Tuesday, January 
16, in the Virginia hotel, Columbus, O. 


facturers’ selling price. 


Regular meetings of the association are to be held each 
Monday at the Virginia, the idea being to promote coopera- 
tion within the allied group as well as to provide ground- 
work for an annual office equipment exhibit. 

The club is built around the regular service club plan 
with one representative from each group being admitted 


to membership. 


EO —— 

Chicago UEF Men Celebrate Good November 

Business 

A salesmen’s dinner celebrating the winning of the west- 
ern district of the Underwood Elliott Fisher Company was 
enjoyed by the Chicago salesmen. The Chicago district 
staff won the dinner by producing 254 per cent of their 
bogy of quota established for November. 

The dinner was held at the Lake Shore Athletic club. 
Phil N. Sea, national accounts representative of the adding 
machine division, was toastmaster. R. B. Buswell, western 
district manager, and several of the Chicago salesmen, was 
absent when the accompanying picture was made. 

A. J. Sieben, in charge of the UEF sub branch at Joliet, 
W. P. Brandt, of 


the adding machine division, won second prize, and J. C. 


Ill., won first prize for the best story. 


LaBorence, of the typewriter division, won the third prize. 

The musical entertainment at the dinner was provided 
by the Chicago branch glee club, consisting of Messrs. 
Walters, non, oe 2 


Ryan also entertained with several solos—that receiving 


Beardslee, Kramer, Browne and 


the plaudits of the assembly was “My Wild Irish Rose.” 
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FEBRUARY 


FEBRUARY 


Chicago Typewriter Dealers Meeting Well Attended 


The fifty places set at the tables proved insufficient to 


accommodate the members and friends of the Chicago 


Association who assembled for the 
Medinah Michigan 
Additional 


crowd 


[Typewriter Dealers 


regular monthly meeting at the Avenue 


Club on the evening of February 13 tables 


handle the “overflow” 


called the 


were set up t 


President Froelich meeting to order at about 


eight o’clock and after a few preliminaries introduced Mr 
James P. Ward of the Shipman-Ward Manufacturing Com 
pany, who spoke on “The Personality of a Salesman.” 


In pointing out some personality points worthy of study 


by the salesman, Mr. Ward recalled a fine speech that was 
rendered ineffective because of a peculiar pronunciation of 
a word that occurred frequently in the address. The atten 


tion of listeners was upon the oddly pronounced word in 


stead of the thoughts being expressed. Don’t permit any 
to distra attention of the 


tact Phe 


thing t the prospect. 


\ salesman must have shoe salesman who was 


having difficulty fitting the teet of a woman said in ex 
planation to her “one foot 1s larger than the other” when 
he should have said “one foot is smaller than the other.” 


A tactful salesman will not smoke unless invited to do so 


by the prospec 
A k d sal Sstmnan 
speed of his sales talk to the mental speed 


must be a student of men so that he 


may adjust th 
of his prospect and to be able to classify them as to types 
so that he can suit his sales efforts to the situation that 
exists 

Above all sell with a smil 


Che address was heartily applauded 
William Clausing, 
Machine 


and spoke briefly on the 


1 


pre sident r thie 
Dealers Asse 


fact that there 


National Typewriter 


and Office ciation, was introduced 


exists at this time 


‘ 


a very definite shortage of typewriters on the used ma 
chine market, which has resulted in increases in prices 

The meeting was then turned over to E. A. Hug of the 
University of Chicago who presided during the remaindet 
of the evening 

The matter of restricting the wholesale selling of parts 
was brought up for discussion and A. R. Ames, president 
of the Ames Supply Company was called upon to express 


his views 
n that followed was participated in gener 
that a 


of the local managers for the typewriter 


The discusst 


ally by those present The suggestion was made 


group consisting 
manufacturers and representatives of the wholesalers and 
uses meet for the purpose of discussing what they 


The Sup 


supply hi 
can or cannot do in the matter of selling parts. 


gentlemen concerned who 


rt of their deliberations to 


gestion was accepted by the 
offered to 


the next regular 


meet and bring a rep 
assembly of the Chicago Typewriter Deal 


ers Association 


MEETING OF THE CHICAGO TYPEWRITER DEALERS ASSOCIATION AT THE MICHIGAN-MEDINAH ATHLETIC CLUB, CHICAGO, 


13, 1934 


Wholesale Stationers in Annual Meeting 
The Wholesale United 
States and convention 
at “The February 22, 23 
and 24 
ing registered The 
President, B. L 


ton: secretary 


Stationers Association of the 


nineteenth annual 


Springs, Va., 


Canada held its 
Hot 


Che sessions were well-attended, 140 persons hav- 


Hy ymestead,” 


following officers were re-elected 
Adams, Cushing & Foster, Bos- 
treasurer, H. C. Whittemore: 


Ltd . Toronto: 


Chandler, 
and s¢ cond 


vice-president, J. E. Moyer, Brown Bros., 


third vice-president, R. A. Maish, Dennison Mfg. Co., 
Framingham, Mass. M. D. Wittelshofer of Beecham, Peck 
& Lewis, Detroit, was elected first vice-president. The 
Code Authority elected consists of H. C. Whittemore and 
\. C. Bainbridge, and David Koeler, Jr., Blackwell-Wie- 


MeMillan, Henry 
Authority 


Louis, and D. (¢ 
Grossman were made Cod 
members from the Toy Novelty 

There were lively discussions of the Code and other mat 
\dministrator, 


landy Stationery Co., St 
Schuman and Chas. 
and Jobbers, Inc 


ters Dr. Kenneth Dameron, Deputy 
Fourth Division, NRA, presided at the General Code con- 
Wholesale Distributing Trades, and 


made the principal address 


ference for the and 


There was a golf tournament and an enjoyable banquet 
~~ 
Washington Office Equipment Manufacturers 
Institute 


One of the most active organizations in the east is the 
Washington, D. C., Office Equipment Manufacturers Insti- 
association work field of 


thoroughly \ studying 


tute, whose covers the office 


rather committee is 


method of 


equipment 


the proper government specification writers 


with a view to opening this market to manufacturers on 


the basis of quality and price rather than on low bid 


exclusively 


Matters of complaint will be taken up with the general 


supply committee; the procurement division, the director 


of the budget or the proper 
need be The 


congressional committee if 


association continues its efforts to protect 


the industry from the erroneous assumption that a proper 
de vree ot me chanization in government's offices 1s contrary 
to the administration’s effort toward employment 


association has been able to arouse favorable com 


The 
ment on a proposition to 
Washington of 


institute a government sponsored 


exhibit in equipment and appliances 


peculiarly adapted to government activities. 
The Washington Office 


than three 


Equipment Manufacturers In- 


stitute is less months old, yet it has already 


done much for its members. The officers include presi 
dent, Ernest J. Spitzer, The Dictaphone; vice-president, 
W. E. Mickey, The National Cash Register Company; sec- 
retary, W. J. Myers, Ditto, Inc.; treasurer, A. J. Kennedy, 
The Egry Register Company, and the membership is 
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made up of the following: Addressograph Division, Mul- 
tigraph Division, Remington Rand, Powers Machine 


Machines 
Egry 


Divi- 
sion, International Business Corporation, The 
National Cash 
pany, Shaw-Walker Company, Dictograph Products Com- 
Elliott Addressing Machine Company; Dicta- 
phone Sales Corporation; Ditto Inc.; The Todd Company, 
Felt & Tarrant Manufacturing Company, American Sales 
Book Company, Ltd., Marchant Calculating Machine Com- 
pany, Yawman and Erbe Manufacturing Company, L. C. 


Kee-Lox Manu- 


Register Company, Register Com- 


pany, Inc.; 


Smith & Corona Typewriters, Inc. and 
facturing Company 

ee 
Bauer Honored at Dinner 
3auer, head of the R. S. 


mayor of 


Ralph S. Bauer Company at 
Lynn, Mass., and former Lynn, founder 
president of the North Shore News, and prominent in other 


and 


activities, was the guest of honor on January 31 at a sur- 
party Huntt’s Cafe, his sixty- 
birthday. His Paul 
Music was by the Lynn Newsboy’s Orchestra. 
The guests included the Mrs Ralph > 
L. A. Hovey, publisher of the Beverly Times; Reed Hast- 
ings, assistant publisher of the Lynn Item; J. W. Kenney, 
director of the Boston American and Sunday 


prise given at Lynn, on 


son, Sauer, was master of 


seventh 
ceremonies 


following Bauer, 


circulation 





RALPH 8S. BAUER 


Sullivan, Essex county attorney; 
Boston Post: 
Item; 


Ham- 


\dvertiser; 


James W 
Edward Maguire, circulation director of the 
Harold D. Valprey, managing editor of the 
Nihan; Mr. and Mrs. Frank Neff; 


manager of the Boston 


Lynn 
George Louis 
Transcript; 
Herald, 


Boston 


circulation 

Hall, circulati 
and Frank 
Globe. 


mond, 


Karl F. yn manager of The Boston 


Perkins, circulation manager of the 
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Seven Hundred at I. B. M. One Hundred Per Cent 
Club Convention 

The annual convention of the One Hundred Per Cent 
Club of the International Business Machines Corporation 
was held in the Waldorf Astoria Hotel, New York, N. Y., 
February 5, 6 and 7, 1934. The company’s annual banquet, 
held on February 7, concluded the convention. 

At the banquet Thomas J. Watson, president of the com- 
support of President Roosevelt by 
He urged the seven hundred 


advocated the 
avoidance of mass thinking. 


pany 


sales executives and representatives of the company from 
seventeen countries attending the final convention session 
“to carry that thought with you and spread it, when you 
go back to your respective territories. 

“We all want to back President Roosevelt in the con- 
structive things he is trying to do. The best way we can 
help him is by directing our thoughts and the thoughts of 
others along lines that are absolutely fair and square, that 
are in the interests of everybody. We must not be carried 
completely off our feet by attractive-sounding but false 
statements. 

“The New Deal is with us. 
not allow ourselves to drift into mass thinking, each of us 
will materially help the President to carry through on a 
basis which will be with us for all time, which will protect 
every element that goes to make up our life in America 


If we do our part, if we do 


and throughout the world.” 

The Grand Ball Room of the Waldorf, the scene of the 
banquet, was colorfully decorated with the flags of the 
seventeen countries represented at the convention. Seated 
with the speakers and executives at two long tables on the 
dais were the leading members of the One Hundred Per 
Cent Club, all of their assigned 
quotas for 1933, 


whom exceeded sales 

C. R. Thompson, tabulating machine salesman of Wash- 
ington, D. C., was presented with the Watson Trophy for 
having made the best individual sales record in the com- 
pany last year. 

Herman Rottke, managing director of the IBM German 
organization, was presented with the new International 
Trophy for the best 1933 record made by any national or- 
ganization of the company throughout the seventy-nine 
countries in which it does business. Mr. Watson paid a 
special tribute to Mr. Rottke and his staff for their notable 
work in greatly enlarging the German sales force and at- 
taining more than double their quota of business last year, 
despite the difficulties that confronted German business. 

Among the speakers were O. E. Braitmayer and F. W. 
Nichol, vice-presidents of IBM; Willis H. Booth and S. M. 
Hastings, directors of the company; Dr. Ben Wood, of 
Columbia University, and Dr. Walter Russel, president of 
the Academy of Arts and Sciences, who presented a bronze 





ANNUAL BANQUET THAT CONCLUDED THE ONE HUNDRED PER CENT CLUB CONVENTION OF THE INTERNATIONAL BUSINESS MACHINES 
CORPORATION, HELD WEDNESDAY EVENING, FEBRUARY 7, 1934, AT THE WALDORF ASTORIA HOTEL, NEW YORK 
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bust of Mr 
i IBM 


Vier pre sident 


Watson, which he had sculptured, to the head 


Braitmayer, one t the veterans of the 


company, welcomed two members of the organization int 
its Forty Year Club. These were Hanry Moehring, of the 
Dayton factory, and H. ¢ Burke, one of the Dayton Scale 
ugents at Fort Worth, Tex Che latter could not attend 


because of a ht indisposition. In recog 


both 


addition, about twenty 


nition t their tour decades f service, 


$1.000. Ir 


men were 


employes vere inducted into the IBM Quarter Century 
Clul esented with gold watches and paid-up life insu 
ance ‘ { S? 500 

An I t! foreign execut cs and representatives wh« 
ittended t ( ! ention were 

W. D. Jon European manager; S. G. Wharin, vice 

esident the South American organization: G. F. Me 

é dent of the Canadian organization: Herman 

Rottke manager in Germany ( Delcour, manager in 
France; M. Boas, manager in Holland and Belgium: W. G 
Ro manager in Spain and Portugal 


G. Vuccino, mana 
er in Ital V. Boucas, manager in Brazil: F 


Vidal, manager in Peru 


' 
Olawaray, 


he é ’ ites were executives and sales representa 
s from thi mpany's foreign and domestic reaniza 
t! T 
a 
Hub Club Elects Officers 
| lub Club of St. Louis has elected the following 
f r 1934: President, J. ¢ Toy, Multigraph Sales 


\ger ‘ dent, Gi ‘ \ Hivnes, Postage Meter 
f ! ul easure I | I Uar« Business Svstems 
secreta G. A. Scobell, International Business Machines 
{ | ra 

f iT ire distinguished for al \ 
ind Ww ve together ft the advancement of the 
nt f t embers of the club 

> 


American Writing Machine San Francisco Branch 
Celebrates Record December 
1934, a | ingquet was wiven to the Staft ot 


brancl thee ot the American Writing 


On lanuarv 27 


‘ ’ - 


! in ( Red Room f the Hotel Bellevus San 
rar Phe banque t was in honor t the record volume 
t busine ransacted by e branch during the month of 
Dec ‘ 

Che ( cl! ma Was an en) \ ible occasion Talks were i! 
ter ‘ ( D\ imes and other features ot entertainment 11 
ucl isa balance that one of the banqueters expressed 


the hope that another record would be established s ns 


+} + +} tall n ht 


have another banquet 
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Although Mr 
toasted and a record 


Members of the 


Simler was not present, he was heartily 


him. 


‘f the toast was sent t 
wives and 
were aS Tollows larrance Alexan- 
Hersbruch, R. Glynn, M. 17 
Mrs. 
Rumsey, 
Mrs 
Kane, Peter 
Ale x V lasov, Miss A. 


Milo Newell and 


San Francisco staff and their 
friends at the banquet, 
der, Robert Ham, Herman 
Miss Raphael, Wm 
Mrs. J. D. Rumsey, Marion 
and Mrs. L. Pingree, M1 
Fred Schmidt, Miss | 
Mrs. C. R. Mann, 

Miss | Behrend, 


Spencer Pingres 


Selleck, Reinheimer 
Wm 
om 
Harry Sartoris, 
Koman, Mr. and 
Harlow, S. M. ¢ 
Mr. and Mrs 


(manager), 
Reinheimer, 
Garlington, Mr and 


rence 


rnell, 


2 
Washington Typewriter Dealers Meet 
meeting of the Washington 


was held on 


The monthly Typewriter 


Association Tuesday, February 13, 


evening of lively entertainment and solid 


of the 


and put in an 


instruction [The association is the outgrowtl meet 


ing of five men in the typewriter business in Washington, 


D. C.. who bound themselves together two years ago to! 


mutual protection Che principles laid down at that time 


1 


were those of fairness both to the independent dealers and 
manufacturers’ representatives. These sound fundamental 
principles constituted the seed of future growth and today 


leading manufacturers and independent dealers 
i 
surrounding territory con 


Wasl 


in the District of Columbia and 


a privilege to be members of the ington ass: 


activities for the ensuing vear ar direction 


Woodstock 


and in association 


under the 


f A. B. LaFleur, president, who represents the 
[Typewriter Company in Washington, 
work is ably assisted by L. D. Waller, a representative of 


the L. C. Smith and Corona Typewriters, In 


Che last meeting was held in the Gold 1 m of the Ham 


n hotel, following a regular Hamilton dinner with suit 


rations. Selections were rendered by Eugene L 


Dahl, whose wonderful voice is familiar to radio audiences 


in the eastern section. Mr. Dahl is service superintendent 


of the Woodstock Typewriter Company. Hi 
was Miss Pearl | 


I< atured 


Ss accompanist 


Johnson Ike Tilley and his ukulele 


New 


nceeptions ot 


Cl veland, 
Cll ( 


code to govern the business 


\ Rot d Spirit permeated the 
a short talk by W. D 


MeNally 
After thirty 


\ pleasing climax was 


dean of typewriter men in the nation’s capital 


ve years of service in the typewriter field, it was of more 


than a little interest to hear the note of optimism expressed 
by Mr. McNally in the immediate future of the business 
The following were in attendance at the meeting: L. J. 


Pearl J Dahl. Morris Walowitz. 


Eugene 


DINNER TO STAFF OF SAN FRAN 


CISCO BRANCH OF AMERICAN 
WRITING MACHINE COMPANY IN 
CELEBRATION OF RECORD BUSI 
NESS TRANSACTED IN DECEM 


BER, 1935 It will be noted that ev 
eryone at the dinner is wearing a 
These are not only due to the 
pleasures of the evening or the wiles 
of the photographer but primarily be- 
cause the dinner was occasioned by 
Decombe the big business in December 


smile 


Bigges: Month Vo 





MARCH, 1934 55 


























THURSDAY’S WIND 


It may come from the warm south. Who can tell? 





Certainly there is a change in the current of business. 


Are your sails all set? » » » There never was a time 





when the Mimeograph gave the important help that it 

does today. It is one of the sound recovery processes. 

Not only is it a substantial factor in modern economy, 
but its nimble ability to turn out thousands of sharp 
and clean duplicates of all kinds of line drawings, forms, 
letters, bulletins, graphs, etc., has made it one of the most 


resultful forces in the business and educational activities of 


our time. For almost fifty years it has served progressingly to 


fill a growing need. It may be one of your real needs—right 
now. It is easy to find out! Write A. B. Dick Company, Chicago, 


or see your classified telephone directory for local address. 


MIMEOGRAPH 
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W. J. McNally, L. D. Waller, C. E. Bush, Joe York, A. B 
LaFleur, Louis A. Labofish, W. H. Walowitz, C. H. Davi 
son, P. C. High, Bertram Longstreet, Ike Tilley (Ike at the 
Mike) and R. T. Dale. 
a 
Geneseeans Honor Thomas Watson 
['welve hundred men and women attended the thirty 
dinner of the Society of the 
Hotel 
Monday February 5. At 
[Thomas J. Watson, president of the 
Machines Corporation and a director of the Federal Re 
serve Bank of New York, was the guest of honor. 
Owen D. Young, chairman of the Board of the General 
Electric Company, paid tribute to the real Americanism of 
“Tom Watson,” he said, “is so truly 


that his reactions can be 


Genesee in the 
New York 


this dinner 


hith annual 
grand ball room of the Commodore, 
City, on evening, 


International Business 


the guest of honor. 


American to the very marrow 





\ TRIO AT THE SPEAKERS’ TABLE Sir Arthur 


Left to right 


Balfour, Owen D. Young and Thomas J. Watson 
rusted as an example of what the American people will 
lo at thei best 
The guest nor, wl in addition to his other activi 
ti is president of the American section of the Interna- 
tional Chamber of Commerce, was greeted by F. H. Fen 


Vlissingen of Utrecht. 


International Chamber of 


Holland, 


who 


president of the 
that the 
ms accounted for the bad 


tener Van 
Commerce, said 


tailure of trade among the nati 


believed it highly desir 
taken out of 


returned to the 


times of the ist four years He 


able that the management of world trade bs 


the hands of governments and business 
leaders of the world 

Sir Arthur Balfour of London, vice-president of the In 
ternational Chamber of Commerce, spoke on world trad 
said, “and to a certain extent on the con 
that the 


He said that world prices would remain low 


“In England,” he 


tinent, there is growing confidencs times of stress 
are finished.” 
so long as nations insist on maldistribution of commodities 


through economic warfare. 

Other speakers included Louis Wiley, business manager 
ot “The New York 
society, who paid tribute to the 


William Mather 


commended the 


founder of the Genesee 
United 
Lewis, president of La 
motto, “Think,” witl 
orated his offices. He 
president emeritus of the Uni 


Times” and 
President of the 
States; and Dr 
tavette college, who 
which Mr. Watson has dec 
lowed by Dr 


versity of Re 


was fol 


Rush Rees, 


chester, who reminded his hearers of the 


many public posts held by the guest of honor. 


In recognition of Mr 


1 
| 


Watson’s many years of service 


in promoting the development of business machinery each 
item on the menu was named for some office specialty of 
I. B. M 

After the election of officers for the ensuing year, J. ( 
Klinck, president of the Kings County Savings Bank, pré 
sented a resolution placing the society on record as ap 


Corporation manufacture 
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preciating the inspiring leadership of President Roosevelt 
and pledging loyal support. The resolution was adopted 
———_<>— 


School Supply Association Meets at Chicago 
The National School Supply Association held its seven- 
House, Chicago, 


teenth annual convention at the Palmer 


February 19-22, winding up with a gala dinner the last eve- 


ning There was an excellent attendance, and two ad- 
dresses were presented by authorities. Hon. Charles A. 
Lee, State Superintendent of Public Schools, Missouri, 
spoke on “Federal Legislative Program to Combat the 


economist, 


Franklyn Hobbs, 
He considered the situation 


Emergency in Education.’ 


“Business as Is.” 


spoke on 
facing the trade due to the development of NRA codes. 


Acme Shear Company, Bridgeport, Conn.—School and 
office shears were shown by John J. Conway 
The American Crayon Company, Sandusky, Ohio—Im- 


portant additions to this line are “Crayonex” crayons in 
metallic colors, which transfer to paper in realistic sheens. 
Gold, copper and silver are available. The company’s paper 
line has been broadened by the addition of paper stocks 
for pen and ink work, including bookkeeping rulings, and 
paper fillers for loose leaf binders. The new paper line is 


known as “Penocrat.” G. F. James and Earl F. Opie were 


in charge 
sinney & Smith, New York, N. Y.—Chalk, crayons, water 


colors and “Crayola” were demonstrated. S. Vere Smith 


was in charge. 
i. & 


dominated this display, which was in charge of Ralph P. 


Bradley Corporation, Brattleboro, Vt.—Penholders 


Hale, vice president. Striking color effects were shown 
in this line. 
Esterbrook Steel Pen Company, Camden, N. J.—The star 


attraction of this display, which was conducted by “Bob” 
Wood, was the new Esterbrook fountain pen, which is of 
special interest to the school trade. The convenience of the 
makes a wide ap- 


\ full display of 


interchangeable nibs, and the low price, 
peal to the parents as well as pupils. 
Esterbrook pens and accessories was on view 

The Visitors to this dis 


viewed a wide range 


Heyer Corporation, Chicago 
of items, including stencil and 


Much interest 


play 
hektographic duplicators, inks and supplies 
was manifested in the latest model hektographic duplicator, 
designed for speedy production. S. E. Gregory and Arthur 
Heyer were in attendance 

Ideal School Supply Company, Chicago, I1l—School sup 


plies, including globes, maps, art supplies, “Ingento” card 


cutters, and kindergarten goods. Wm. A. Parker was in 


charge of this display. 
Che Jasper Chair Company, Jasper, Ind., showed a com- 


plete range of school chairs, from kindergarten to high 
school types, in a wide variety In attendance at this 
display were Louis T. Koerner, William H. Brown, and J. 


H. O'Toole. 
Levinson & \ comprehensive 
Mitchell, as 
A dupli 
cator kit displayed was of special utility to school teachers, 
work” of the 


Blythe, St. Louis, Mo 
line of inks and adhesives was shown by E. J 
well as several types of hektograph duplicators 
being portable, and facilitating the “home 
school teacher 

Rite-Rite Manufacturing 
panded lines of this company were shown by Ted Hale 


Company, Chicago—The ex- 


Beginning with a single ten-cent pencil, the line has been 
broadened to include higher priced merchandise of beauti- 
ful colors and novel shapes. The “Finger Fit” pencil is an 
innovation in mechanical pencils, affording a comfortable 
grip for continued writing. 

Sanford Manufacturing Company, Chicago, I1l.—Inks and 
adhesives for the school trade were displayed in profusion 
Russell Carpenter was in charge 

(Turn to page 78, please) 
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Smith-Corona $60 


Including Tabulator 





A dealer’s success depends 
much upon associating himself 


with a successful manufacturer 


for twenty-five years Corona has been helping dealers to SUC- 
CESS. This year in celebration of Corona's 25th Anniversary the 
company’s dealer policy will be concentrated entirely upon this im- 
portant subject. . . . We realize that in your success lies our success. 
We know that you must profit if we are to profit. Accordingly, our 
1934 campaign of promoting sales will be centered around the secur- 
ing of profitable business for Corona dealers through a carefully devel- 
oped campaign of advertising plus a liberal supply of dealer helps. .. . 
For 1934 it will pay you to concentrate on these...........seeeeees 


* A 7 





TWO LEADERS 





Corona Four $45 
Proved Durability 
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NATIONAL ASSOCIATION NEWS 


Information Concerning the Activities of the National Stationers Association 








OFFICERS: 


Harry A. Morgan, Stationers Corporation, Los Angeles, Calif., president; H. T. Griswold, Sanford Manufacturing Company, 
Chicago, Ill., vice-president, manufacturers’ division; Harry G. Horder, Horder’s Inc., Chicago, Ill., vice-president, wholesalers’ 
division; Lou H. Hoelscher, Hoelscher Stationery Company, Buffalo, N. Y., vice-president, commercial furniture division; W. 
E. Hough, Victor Safe & Equipment Company, North Tonawanda, N. Y., vice-president, field division; Percy Grand, Grand 
& Toy, Toronto, vice-president, Canadian retailers’ division; R. Norman Brown, Brown Brothers Ltd., Toronto, oe 


Canadian manufacturers’ and wholesalers’ division; Charles A. Lent, Brown, Lent & Pett, New York, N. Y., vice-presi 


ent, bank 


and commercial stationers division; William E. Stockett, ]r., Stockett-Fiske Company, Inc., Washington, D. C., treasurer; Wood- 
son P. Waddy, Everett Waddey Company, Richmond, Va., auditor; C. P. Garvin. Washington, D. C., secretary and general 
manager. 


Regional Governors 


No. 1 Frank H. Fargo, pany, Birmingham, Ala. 


Bridgeport, Conn 


No. 5. Jack Fecho, Bur- 

No. 2. C. M. Dunn, Geer- rows Brothers, Cleveland, 
Dunn Company, James- Ohio. 
town, We : 

No. 3. William H. Brooks, No. 6. G. O. Stevens, Ste- 


vens-Maloney Company, 


Jr.. William Murphy’s Chicago, Ill 


Sons Company, Philadel- 
phia, Penna. 


No. 7. B. J. Bristoll, Koch 
No. 4. William J. Douglas, Brothers, Des Moines, 
Zac Smith Stationery Com- Iowa 


General Offices and Information Bureau 


Place of next annual convention: 


Third District Meets 
Che annual meeting of the third district was held at the 
Hamilton hotel, Washington, D. C., 
William H. Brooks, Jr., addressed the 
outlining its purpose, introducing visitors and appointing 
delegates to the national 


February 26 and 27 


Governor meeting 


nominating committees for the 
council and for governor and retail director 

Che opening address was scheduled to be made by Gen 
eral Manager Garvin of the National Association. William 
E. Stockett, Jr., discussed definitions in the commercial sta 


tioners’ code. John A on hours of labor in 


Brown spoke 


the stationers’ code. Charles A. Stott spoke on wages in 
the code Che differentials clause in the code was dis 
cussed by O. H. Spencer from the dealers’ angle; C. M. 


Farrell from the manufacturers’ angle and R. P. Andrews 


from the viewpoint of the wholesaler. Discussions of vari 

ous phases and applications of the code were presented by 

J. G. Kaufman, Charles P 
Financing Code Authority 


Phillip Gott of the 


Garvin and others. 
Activities was the subject of 


an address by United States Chamber 


of Commerce 
J. S. Sprott of Cincinnati spoke on the business furniture 
and filing supplies code 


The graphic arts code was taken up by J. J. Deviny of 
[ypothetae of America 

Arthur Tew spoke 
David H 


paper division, gave an account of his experience with the 


the United 
on the paper distribution code, and 
Lieutenant Tulley, deputy administrator of the 
commercial stationery industry in the making of the code. 
Reports were read from the seven local associations in 
the district, and a brief address was made by W. E. Hough, 
Penn Mar Va The elec 


tion of officers and delegate to the national council con 


final work of the 


president of the Travelers Club 


stituted the meeting, which will be re 


ported in further detail next month. 


i. 


Eighth Regional District to Meet in Kansas City 
The annual meeting of the eighth regional district of the 
National Stationers Association will be held at the Muehle 


bach hotel, Kansas City, Mo., March 28 and 29. The prin 





Herman Cast, West- No. 11. J. H. Gonyea, The 


No. 8. 
Stationers, Tacoma, Wash. 


ern Lithographing Com- 
pany, Wichita, Kans. 

No. 12. 

Neal, 


Harry J. Stratford, 
Strattord & Kerr, 


No. 9. William C. Clegg, San Francisco, Calif. 
The Clegg Company, San 
Antonio, Tex. No. 13. T. V. Bell, Thos. 
V. Bell, Ltd., Montreal, 
Canada. 
No. 10. William Mason, 
Jr., Out West Printing & No. 14. John J. O’Brien, 
Stationery Company, Colo- J. J. O’Brien & Sons, New 
rado Springs, Colo. York, N. Y. 


525 Investment Building, Washington, D. C. 


Buffalo, N. Y. 


cipal part of the program will be the study and discussion 
of the stationers’ code The meeting will be under the di- 
rection of Herman H. Cast, regional governor 

General Manager Garvin and other code workers wili be 
Texas meet- 


present at the meeting which will follow the 


ing on March 22 and 23. All stationers are invited to at 


tend these meetings, whether members of the National 
Association or not 

—__<— a 
Seventh District to Meet at St. Paul in April 


At the 


in St 


Stationers 


annual dinner of the Northwest Stationers held 


; February 


Paul on January 27, 
of this journal, it was decided to hold the annual 


and reported in the 
issue 
meeting of the Seventh Regional District in St. Paul on 
April 17 and 18. This will enable General Manager Garvin 
and other National Association officers to 
ing on their return from the Coast. 
Ste rley 
pointed general chairman in charge of the meeting. 
a 
Ninth District to Meet in Houston 
The annual meeting of the ninth regional district of the 
National Stationers Association is scheduled to take place 


on March 22 and 23. 


attend the meet 


Jerue, former regional governor, has been ap- 


in Houston, Tex., Regional Governor 


W. C, 


General Manager Charles P. 


Clegg is in charge. 
Garvin and others will be 
present and the stationers’ code will be thoroughly ex- 


plained 
~~ 
Faries Takes Over I & M Cuspidor Line 
The Faries Manufacturing Company of Decatur, III, has 
taken over the manufacture and sale of the Ireland and 
Matthews line of cuspidors, formerly supplied by The De- 
troit Metal Specialty recently by 
the Eaton Detroit Metal Company under the 
of Metal-Bilt 
The Faries 
make their 
under the new 


Corporation and more 
trade name 


Two well established lines are thus united 


Manufacturing Company will continue to 


regular line of cuspidors and sand urns and 


arrangement they will also manufacture 


and sell the complete Ireland and Matthews line in the 


same styles as those furnished by their predecessors 
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COLLAPSIBLE 
Storage Filing Boxes 


For the money invested, for many dealers, LIBERTY Boxes have proved to be 
one of the best-paying lines carried. This is especially true for those dealers who 


are using the LIBERTY Box selling plan 


covering every prospect and suggesting 


the uses of LIBERTY Boxes shown in our USE Chart. 


parts of the country, here’s what we have 

been finding—either that prospects have 
not been covered at all or that the story of 
LIBERTY Boxes has not been told to the 
right person in the bank or firm. In one case 
the salesman had talked only to the purchasing 
agent. When the story was told to the auditor, 
an order for 200 boxes resulted. In another 
case, a life insurance company that had never 


I working with various dealers in various 


been solicited before bought over $250.00 
worth of boxes and shelving. These were 


relatively large orders. Scores of other in- 
stances have come to our attention, some orders 
large, some small. 


The point we are making is this: It is worth 
while to work your list of prospects and cus- 
tomers thoroughly for LIBERTY Boxes. It 
means a constantly growing volume of LIB- 
ERTY Box business—many, many LIBERTY 
dealers have proved this fact. More than that, 
it often results in orders for other items, shelv- 
ing, as noted above, and other stationery items. 
LIBERTY Boxes is one of the very best con- 
tact items for opening new accounts. 
. . > 


@ LIBERTY Box business for 1934 has been especially 
good. If your sales therefore are not increasing, 
there must be something wrong. We urge LIBERTY 
dealers whose business is not growing satisfactorily 
to make use of the LIBERTY Box selling plan. 
Many dealers using this plan are doubling sales. 
No Bunk! 


BANKERS BOX COMPANY, Inc. 


536-538 S. Clark Street 


— Chicago, Illinois 
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TRANSPARENT 
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CELY:DEX 


CELU-DEX CORP. cnyaice Seate Building NEW YORK 
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PASSED AWA Y 


Frank A. Robinson 


Robinson, sales manager of the 
Underwood Elliott Fisher Com- 





Frank A. Accounting 
Machine Division of the 
pany, died suddenly after he had alighted from a train in the 
Grand Central Terminal, New York, N. Y., Saturday morn- 
ing, February 10. Accompanied by members of his family, 
he was returning to his home after spending the evening 
with friends in Bronxville. 


Fifty-nine years ago, Mr. Robinson was born in Xenia, 





ROBINSON 


THE LATE FRANK A 
Ohio. He entered the office equipment field as an employee 
of the Elliott-Fisher Company in 1905 and held positions of 
salesman and branch manager at various points throughout 
the country. In 1908 he joined the sales staff of the Under- 
wood Typewriter Company and was placed in charge of the 
billing machine department. He was made sales manager 
of the accounting machine division of the Underwood El- 
liott Fisher Company in 1931, the position he occupied at 
the time of his death. 
Mr. Robinson is survived by his widow, Mrs. Mabel E 
Robinson 


¥ y ¥ 
oe be > 
rf F 


i 
Joann McPike 

Sorrow is felt by the many friends of Mr. and Mrs. Har- 
old C. McPike over the death of their daughter, Joann, 
seventeen years old, who was instantly killed in an auto- 
mobile accident which occurred on North Monroe street, 
Monroe, Mich., about 12:30 o’clock Sunday morning, Feb- 
ruary 18. The accident happened three and one-half miles 
Monroe. Two cars were involved, one driving 
other north. In the car traveling north, 


north of 
south and the 
containing six persons, were Miss McPike, Ralph Quack- 
enbush, who was driving, and several other young men and 
women who had attended the basket ball game between 
Monroe and Newton Falls and had later gone to a dance 
given by the Newton Steel Association at the Masonic 
lemple 

Miss McPike’s father is a member of the Monroe Board 
of Education and general manager of the Weis Manufac- 
turing Company of Monroe, Mich. 

Office Appliances extends its profound sympathy. 

- oh 
Joseph P. Fagan 

Fagan, manager at Atlanta, Ga., 
January 26, following an ill- 


Joseph P for Reming- 


ton Rand Inc., passed away 








61 








THE LINE THAT CAN’T BE MATCHED 





After hours of concentrated effort the 
prospect does not accept your proposi- 
tion. 

We cannot always tell, but we do know 
that one eareless-looking letter, indif- 
ferently typed with a common ribbon, 
can wreck weeks of costly cultivation. 
Panama Bronze Ribbons and Bronze 
Carbons are the surest means of safe- 
guarding that letter, making the propo- 
sition acceptable. 


MANIFOLD SUPPLIES CO. 


188 THIRD AVENUE 
BROOKLYN, N. Y. 





lp] 
yy 








62 








PROTECT 
YOUR 
CUSTOMERS 


POS-CHAIR 
Is 
PATENTED 


pom Feu 


Patented 






No. 1710W 


The Johnson Pos-Chair—the first office 
chair to embody in its construction 
the principles of correct seating pos- 


ture, was introduced several years ago. 


Today Pos-Chair with the hinged, 
flexible back, which be fitted to 
each individual figure, contributes to 
the health and business efficiency of 
thousands of men and women oflice 
workers throughout the United States 
Johnson alone has the 


may 


and Canada. 
right to this exclusive feature. 


Keen appreciation of the correct seat- 
ing principles embodied in Pos-Chair, 
has led other manufacturers to imita- 
tions and infringements of Johnson 


Patents. 


Are you handling Johnson Pos-Chairs 
or an infringing substitute? 


Protect your customers and add to your 
own prestige by selling the original 
comfortable and efficient office seating 


Johnson Pos-Chair. 


JOHNSON CHAIR CO. 


1101 West North Avenue 
CHICAGO, ILLINOIS 


Canadian Representative 
Preston-Noelting, Lid., Stratford, Ontario, Canada 
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ness of several months, aged thirty-nine years He was 


in church and fraternal affairs, having been a mem- 


nudge No. 2 ot 
( apitol 


active 
ber of the Presbyterian church, Gate City Lé 


the Freemason order, American Legion and the 


City Club 
daughter, Margaret; his 
and a sister, Mrs. 


Surviving are his widow, a 


mother, Mrs. J. M. Fagan, Savannah, Ga., 


Eugene Torrance, Savannah 
le ole ole 
S. J. Jones 


Sydney J. Jones, 54 years of age, 1628 Walnut street, 
Jacksonville, Fla., died in a Jacksonville hospital on Febru- 
ary 7, two hours after he had been struck by an automobile 
at Fourth and Walnut streets. 

Mr. Jones, a native of Madison, Ga., 
salesman and had lived in Jacksonville twenty-eight years. 
dealer for the Remington- 


was a typewriter 


He went to Jacksonville as 
Sholes typewriter, and sold 
After they sold out to a French company he became state 
the Elliott-Fisher Company until the merger 


several hundred machines 
dealer for 
with the Underwood. 

He is survived by his widow, Mrs. 
sisters, Mrs. Mike Zehren and Mrs. Will Weeks of Berke 
ley, California, and one brother, Cliff Jones of Tampa. 

Mr. Jones enjoyed the affectionate numer- 
One of those who valued his friendship most 

Fort Smith, Ark., who, in a 
pays him feeling tribute. “He 
said Mr. “a friend 
He was friendly to every 


Lillian Jones; two 


esteem of 
ous friends 
highly is D. C 
letter to Office 


Baldwin of 
Appliances, 


best friends,” Baldwin, 


Was one of my 


indeed when I needed one. 
body, even disregarding his own interests to help others.” 


y Y 
Lt >» rls 
- 4 


R. R. Shreve 


circles of 


Roy R. Shreve, prominent in the business 
Medford, Oregon, passed away in that city a few weeks 
ago from a heart ailment. He was a partner of Sam 


Colton in the Office Stationery & Supply Company of 
Medford, 


years He 


which concern he had been connected 


was an active member of the Medford 


with 
seven 
Chamber of Commerce, heading the publicity committee, 
and took an active part in civic affairs. He 
member of the Crater organization. 


Lawrence, Kansas, September 


was a charter 


Mr. Shreve was born at 
17, 1884, and first became associated with the office equip- 
industry in 1906, went to work for the 
Remington Typewriter Company at Topeka. In 1914 he 
moved to the worked for the 
Typewriter Company as shop foreman until 1923, when he 
Medford with the 


ment when he 


Pacific Coast and Royal 


removed to and associated himself 


Medford book store, where he remained until 1927, when 
he went into partnership with Mr. Colton. 

Surviving Mr. Shreve are his wife, Sylvia Shreve, 
three daughters, Janice and Mary Elizabeth of Medford, 


Kansas; also 


brother 


school in 
Kansas, and a 


and Virginia, who is attending 


one sister, Faye, who resides in 
Leo of San Francisco. 


Y Y Y 
poe mo -< 
- s 


W. J. Kressly 


Walter J. Kressly, who operated a stationery store at 
Wilkes-Barre, Penna., succumbed to pneumonia January 
28. He was born at Wilkes-Barre in 1895. He purchased 


Madden, 96 South Main 


street, and conducted it until his passing 

Mr. Kressly was a member of Landmark Lodge No. 442, 
F. & A. M., Caldwell Consistory of Bloomsburg, Irem Tem- 
ple, Wilkes-Barre Post, Wilkes-Barre 
Camp of United Sportsmen of Pennsylvania, and the East- 
He had been ac 


John ( 


the stationery store of 


American Legion, 


ern Pennsylvania Stationery Association 
tive in NRA retail code work of his city 
Surviving are his widow, Mrs. Ocpania Schilling Kressly; 
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Capt. R. Stuart 
vias Puerto Castil 
Honduras, C 


Captain R.S. 
in his Honduras jungle camp. 


the letter pictured was wrulen Capt. 
Vurray returned to the U. S. and 
¢ rpedition lo 


is 


Honduras 








nou 
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Here is the most in- 


teresting testimonial to 

the usefulness of HOTCHKISS STAPLING 
MACHINES we have ever received. Note 
that Captain Murray's letter traveled all the way from Central America, 
sealed without an envelope by HOTCHKISS STAPLES. And even if 


you are not an explorer the uses of Hotchkiss Staplers in office, school, 
store, home or factory are just as great. 


THE HOTCHKISS SALES COMPANY 
Norwalk Connecticut 


HOTCHKISS 
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1934—Oxford’s 
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Anniversary 


9 5th 





> YEAR 





Oxford 


mounted on red_ fiber 


This set of 


inder cards, 


representalive 


and punched for your sample binder, 


sent free on request. 


Inder Cards Guides . Folders 
Transfer and Storage Files 
Red Fiber Pockels and Envelopes 


Complete Filing Systems and Supplies 


S OF SPECIALIZING 


IN INDEX CARDS 


Brings you a complete 
line, exceptional quality. 
and attractive prices. 


Back in 1909, the Record Card Co., which in 1921 be- 
came the Oxford Filing Supply Co., started to manufac- 
ture index cards under specialized methods. 

Hundreds of millions of Oxford index cards have been 
In all that time, the 
followed 


sold during the intervening years. 
demands of the market have been closely 
anticipated whenever possible. 


Thus, long before rotary cutting was generally recognized 
as essential to a quality card, all Oxford cards were 
rotary cut. 

Presses and machines for special form cards were added 
Oxford the 


to the equipment until became one of 


principal sources for such items. 
Recently the stationer needed index cards at the lowest 
possible price. Oxford had already added suitable grades 


to the line! 


Today we continue to offer index cards of 
exceptional quality in a variety of grades that 
allows the stationer to meet the requirements 
of his trade at a profit. 


Send for samples of ruled and printed form cards today. 
Compare price, quality and completeness. 





FILING SUPPLY CO. 


340-A Morgan Avenue, Brooklyn, N. Y. 
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a daughter, Katherine; his mother, Mrs. Lucinda Kressly; a 
sister, Mrs. Delvert Robinson, Buffalo, N. Y.; two brothers, 
Maurice, of Orlando, Fla., and Elmer, Wilkes-Barre 
rl oe rl 
E. W. A. Rowles 

E. W. Rowles, head of the E. W. A. Rowles School Sup- 
ply Company, Chicago, IIL, passed away February 7, after 
a brief illness, aged sixty-three. He had been engaged in 
business at Chicago over thirty-eight years 

He was a member of Normal Park Lodge No. 797, A. F. 
& A. M. Interment was at Battle Creek, Mich. 

He also belonged to the Chicago Athletic club, the South 
Side Country club, and the Chicago Association of Com- 
merce 

Surviving are his widow, Mrs. Susan Rowles, and one 
daughter, Mrs. Adeline Miller. 


Y ha ha 
> > > 


DeWitt Bergen 

DeWitt Bergen, one of the founders of the Underwood 
[Typewriter Company and treasurer more than thirty years, 
passed way at his residence, Poughkeepsie, N. Y., Febru- 
ary 12 

Mr. Bergen was born at Naugatuck, Conn., eighty years 
ago, moving later to New Hackensack. Later he moved 
to Brooklyn, where he resided about forty years. He wasa 
member of the First Presbyterian Church, and the Amrita 
club. Mr. Bergen retired from active duties some time ago. 

Surviving is his widow, Mrs. Annie Jan Benschoten 


Be reen 


Mary V. Sieberts 

Mary Virginia Johnson Sieberts of 695 East Stark street, 
Portland, Ore., passed away on December 11, 1933. She 
was the wife of Conrad J. Sieberts and the mother of Mary 
June and Christina Jane Sieberts of Portland. 

Mrs. Sieberts was a native of Kings Mountain, Ky. Mr. 
and Mrs. Sieberts had been married sixteen years. Mrs. 
Sieberts worked beside her husband doing repairing and 
keeping the office records. She developed great proficiency 
in everything that she undertook and was her husband’s pal 
and best friend. 

W. R. Beaumel Conducting Former D. W. Beaumel 
& Company Business 

The fountain pen and mechanical pencil business, for- 
merly operated under the name of D. W. Beaumel & Com- 
pany is now being carried on at the same address, 17-27 
Vandewater street, New York, N. Y., under the title of 
William R. Beaumel, Successor to D. W. Beaumel & Com- 
pany. Mr. Beaumel is featuring a low priced line of foun- 
tain pens, mechanical pencils, pen and pencil sets, and 
special imprint work 

For twenty-two years William Beaumel was connected 
with D. W. Beaumel & Company. This long term of 
service provides him not only with an accurate knowledge 
of production and designing but also with an understand- 
ing of dealers’ problems and the kind of service that helps 
to solve them. Mr. Beaumel invites inquiries from old 
friends of D. W. Beaumel & Company, assuring them of 
the continuation of the traditional Beaumel service. 

alien 


“March of Time” Is Renewed 


The “March of Time,” popular program of news drama 
tizations, has been renewed and will continue to be heard 
over a nationwide WABC-Columbia network Fridays 
trom 8:30 to 9:00 P. M.. EST. under the sponsorship of 
Remington Rand. The renewal will go into effect with the 
broadcast of January 12 

Arthur Pryor, Jr., son of the famous bandmaster, will 


STATIONERS 











ALWAYS BE PREPARED to 
meet the demands of the con- 
sumer. Depleted stock is not 
good merchandising. Success- 
ful Dealers must maintain a 
representative supply of salable 
goods. 


QUALITY and VALUE 


The wide price range of the 
M&V line will assist you to 
meet the budget plans of your 
trade. Do not try to fool anyone 
by offering bargains. Furnish 
them typewriter ribbons and 
carbon papers that assure full 
value for every dollar. Our 
reputation for Quality and fair 
dealing is unchallenged and 
dates back to 1888. It is a rec- 
ognized fact that the integrity 
of the maker is always the best 
guarantee for the product. 


THE“M&V” Service Dept. 


is prepared to assist and protect 
the distributors of ‘*M&V”’ 
typewriter ribbons and carbon 
papers. WRITE for catalog, 
prices and complete informa- 
tion. 


MITTAG & VOLGER 


INC. 
Principal Office and Factories: 
PARK RIDGE, N. J. 


Agencies Throughout the World 





should 
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if you were to appraise 


the qualifications of an automobile on a 


percentage basis, how would you rate each 
requirement? 

@ Would you say, safety 50%—comfort 
20% —dependability 20% 


10%? Regardless of how you assign the 


and economy 
percentages, automobile makers assume 
the responsibility of making each qualifi- 
cation 100%. And so 
Daily Mail Bond. 

® Some bond paper users feel that their 


with Champion 


most important requirement of bond 
paper is strength and would place a 50% 
value on that point—others may rate 
erasability at high point—another user, 
whose business requires multiple copies, 
would ask that 


made the most important consideration— 


‘arbon copying ability be 


but no matter in what order you place your 


appraisal of bond paper requirements, 
Champion has made Daily Mail Bond an 
outstanding bond paper value by approach- 
ing as closely as is physically possible the 
100% mark on every requirement. 

@® Let us send you sample sheets—let us 
prove our points—and there’s a wide range 


of colors, devised to meet all office systems. 


THE CHAMPION COATED PAPER CO. 


Hamilton, Ohio 
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ntinue to direct the presentations, and Howard Barlow 

as been retained to take charge of the must Che editors 

of “Time,” the weekly news magazine, as heretofore, will 

yrepare the scripts. Six to eight of the outstanding cur 

nt events of the week will be re-enacted in each dramati 

dition, employing seventy-five actors and impersonators 
> 















“AvoRDS 


WERE WRITTEN BY 


MAXWELL GRANT 


i LESS THAN 


JOMONTHS 
ON A 


rona 
TYPEWRITER 


IN THE CREATION _ 

OF THE SENSATIONAL 
CHARACTER 
THE SHADOW 


"Shadow 


macazing 


PUBLICATION 





SUCCESSFUL COOPERATIVE DISPLAY Here is a bit of pub 
licity in a window display which brought public attention to the 


Corona typewriter and to one of the maga e publications of Street 
The display was used in a window of the New York City 


& Smith 
branch of the L. ¢ Smith & Corona Typewriters, In« it 330 Fiftl 
venue ind attracted more than a little interest rhe cut-out figure 
was peculiarly lifelike 
—_ 


Pen Executive Finds Improving Business 


( B Mathes, vice president and general manager of [he 
Conklin Pen Company, Toledo, O., has just returned from 

trip on which he covered the entire southeastern market 

ul much of the North Atlantic Coast area. Mr. Mathes 
found the situation encouraging lle reported in sub 
Stance: 

\ decided improvement in general business and espe 
cially in the state of mind in the trad 

An almost unanimous belief that the country is rapidly 
approaching a far better market situation 

That dealers are either buying fresh stocks now or in 
tending to do so at an early date 

[That stocks are abnormally low in practically all stores 

That the buying public is coming back into the stores in 
constantly increasing numbers 

“Of course, there are exceptions to these findings,” says 
\lr. Mathes, “but the average certainly is encouraging.” 


1as been placed with the Globe-Wernicke C« 


— 


Globe-Wernicke Supplies Steel Equipment for 
Ohio Liquor Stores 

\n order for furnishing a substantial share of the steel 

iclving and counters for the 186 liquor stores in Ohio 


mpany, Lin 


cinnati, by the Liquor Control Board of that state. 





i\ 
n 
i! 
gamors E ap: ti New . 
5 yn five | \ lar deel of A \ Faber \eadl. 
encan di he eouther! Red § edal Hexagon" 
pounced , cornel and lesa n ferrule Pol coon . pests: yh 
ished ye ane dul ber UY yarhoeray™ Aw red and \yluc against p 
\pat Leround with @ lack pana yroun sts nar 
row | Ato espe . the rv > rit and qual- pret ise . Ae active 
As 0 ( lumbet an Amer wn Mad pencil an th ‘ jamb package his Aisplay 
, > x 7 Ye, wi es. nad your pet \ ordet 
yoda and thie excellent eounter ales" 
will court w you {ree 


yoo 
COLUMBUS 


“ABER 
ch. ine 
| NEWAR 
K. N 
N. }. rey 
The Ideal Con 
jommerci 
ial Pencil 


in 





ORDE 
IER NOW FROM 
ALWS 








oS 


OFFICE APPLIANCES 


A REVOLUTIONARY 


CONTRIBUTION TO 





GF, first to standardize the four-drawer steel letter 
file, announces a new mechanized filing device so 
unlike other filing equipment in its fundamentals 
as to require a new name and a new classification — 
GF SUPER-FILER. The simple act of opening and 
closing a filing cabinet drawer has been made to 
perform, mechanically, half of the operations of 


filing or finding heretofore done by hand. 


Modern Business today thinks in terms of its 
costs — initial, operating and maintenance, as well 
as in terms of efficiency. Super-Filer reduces costs 
and promotes the highest efliciency. By increasing 
capacity, Super-Filer reduces record storage costs 
and floor space. By speeding each filing and find- 
ing operation, Super-Filer lowers operating costs. 
By its ‘matchless construction, Super-Filer mini- 
mizes maintenance costs. Out of these savings, 


Super-Filer pays for itself in three years — a power- 


ful selling argument. 


The new GF Super-Filer system of mechanized 
filing is so revolutionary that by comparison it ren- 
ders rigid-front files sluggish, time-taking, space- 
wasting and definitely expensive. This new GF con- 
tribution to modern business efficiency is the logical 


successor to “files” everywhere. It means, to those 


prepared to recognize and take advantage of op.- 
portunity, new profits from an entirely unex- 
pected source, and to dealers a very definite selling 


advantage. 


A new, 56-page book illustrated in color and 
containing more than 80 photographic halftones 
and drawings and visualizing the revolutionary ad- 
vantages of the new Super-Filer is a part of the 
Super-Filer selling kit. Your trade will want to 
know all about it. You owe it to yourself to be the 
first to profit by its sale in your territory. Write 


for folder, “Released — New Profits from an Un- 


expected Source.” 





Greater filing capacity of the GF Super-Filer makes six of 
these master files do the work of seven rigid-front files and 
saves the floor space of the extra file. 
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of op- i light finger pull opens the swing 
unex: front, unlocks the buttonless safety 
. latch, releases compression and the 
velling drawer coasts out on balanced, ball- 
bearing suspensions. The swing front, 
plus the mechanical action of the throw- 
back, slopes the contents backward and 
makes erery guide and folder visible 


r and 


itones end ready for instant use. 


ry ad- 
of the 


nt to ery ety 
—_— ' “eel . 
ve the —_ Renny 


t 
ff 


j 
fi 


Write 


n Un- 


A light push closes the swing front, ap- 
plies compression and the drawer glides 
back into the case, safely locked. The 
filing has been done. Eight laborious 
hand operations have been reduced to 
four simple, easy steps which reduce 
the time and labor of filing and finding. 














Here’s why they’re 


called 


“INVINCIBLE” 


Because they oes 











are immune to climate 
give maximum wear 
are non-hardening 
have velvet finish 


and a bull dog grip 


and because... 


five different densities assure the 
correct platen for any make or 
kind of writing machine. 


and because... 


They are built by a company al- 
most as old as the typewriter in- 
dustry itself. 54 years of manufac- 
turing experience is back of every 
** Invincible” 


and because... 


They are unconditionally guaran- 


teed. 


AMERICAN WRITING MACHINE CO. 


374 BROADWAY NEW YORK, N. Y. 


Branches in Principal Cities 


their new building 
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The new building has 600 feet 
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Waterman Memorial Tablet Unveiled 


On February 12 a 


bronze tablet commemorating the 


ftieth anniversary of the invention of the first Waterman 
fountain pen was unveiled at the corner of Broadway 
Dey New York, N Y.. where stane 

building that houses the | 
Phi 
ndant « 


Waterman fou 


erman ( 


and 
Is the Waterman 
poornnc mec f the L. E. Water 
Miss Hlelen 


rman, inventor 


Street, 


man ( 
Wate 
r tie 
Wat ompany. 

\ detailed acc 
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ompany unveiling was done by 
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under ol thie | I: 
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tain pen and | 
unt 
oOMpany 


pages 44 and 45 


February 


hie Bates 


New Pad Gets New Package 
Manutacturing mina, - 


e looking red and black 


pany as a particularl 


e deluxe Mun-Ke« 


DeLuxe Mun-Kee 


Stamp Pad 


STRIKING NEW PACKAGE 


STAMP 


FOR 
PAD 


DeLUXE MUN-KEE 


, - 
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Moulton Joins Victor Sales Force 
R. J. Moulton | 
New 


as been appointed sales 
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Long Beach Concern in New Building 
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There are 


COLUMBIA-MADE PRODUCTS 
For Practically Every Duplicating Use! 


The most complete in its class, the COLUMBIA Line offers the dealer the unusual 


advantage of ‘‘merchandising” to his trade co-related items of one quality brand. 





This comprehensive tie-up carries far greater profits and prestige than selling unrelated 
items, possibly of unknown brands, for various duplicating uses. 


There are COLUMBIA-MADE typewriter ribbons 


and carbon papers for standard, portable and Noise- 





less typewriters. From sheet carbon for everyday 


Ce Res Pen and Pencil purposes, w the COLUMBIA Line em- 


wr, 
Sy ——.. By 
QS =e braces ribbons, a? carbons and inks 
7 


for Adding, Billing and Addressing Machines; Office ~ 





Printing Machines; Continuous Forms and many other 


less common yet GAZ, highly profitable uses. 


“COLUMBIA PRODUCTS"—How and Why They Are Used, tells an unusual story 





of this complete line. Write for it. 





There IS a difference in the profits you make on typewriter ribbons and carbon papers. 





set 





COLUMBIA RIBBON & CARBON MBG. CO., Inc., Main Office and Factory, Glen Cove, L. L, N. Y. 
R 


y NEW YORK PHILADELPHIA KANSAS CITY PITTSBURGH CINCINNATI 





» NASHVILLE NEW ORLEANS MINNEAPOLIS CHICAGO 


4 RIBBONS, CARBONS & SUPPLIES 


LUMBIA 
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FULL PROFITS WITH Gz VISIBLE 
Another big advantage of the Yand E franchise 


The oné Safe, Sure and Quick 


way to get these newly 





required Figures 


Plate! lacs 











The “Yand E”’ 
VISIBLE INDEX 


has many exclusive features » » 
Automatic: Self Lifting Card » » 
Patented Fabric Card Hinges »» 
Combination Drawer and File Support, 


Ote., tc. 


System Service which makes it easy 


for Zo] te ce) sell 


YAWMAN »»? FRBE MFG.(O. 


355 JAY STREET, ROCHESTER, NEW YORK 


A FEW EXCLUSIVE TERRITORIES AVAILABLE 
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Canadian Business Equipment Men Elect Officers 
The Canadian Business Equipment Manufacturers Asso- 
last the 
Crayston, general manager, Dic- 
rporation, Ltd.; vice-president, G. L. Mor- 
Machines of 
Bissell, manager, 


met in January and elected following 


President, T. R 


ciation 
officers 
taphone Sales Ce 
vice-president, International Business 
Canada, Ltd.; D. E 
Addressograph Division of the Addressograph-Multigraph 
A. MacDougall, 


ris, 
secretary-treasurer, 


Directors, R 


Corporation of Canada, J.td 





T. R. CRAYSTON 
factory manager, National Cash Register of Canada, Ltd., 
and A. T. Hunt, managing director, D. Gestetner (Canada) 
Ltd. 
Membership Committee—E. R. Green, general manager, 
Canadian Postage Meter and Machines Company, Ltd., 


and Frank McGinn, sales manager, Portable Division, Un- 


derwood Elliott Fisher, Ltd. 


Chairman of the Business Show Committee R. A. Mac- 
Dougall. 

The activities of the association during 1934 will be con 
ducted along lines similar to those of the past 

The headquarters of the association are in Toronto. 


ne 





RITE-RITE’S NO. 500 PENCIL SHOP—An 
leads and erasers manufactured by Rite-Rite 


assortment of pencils, 


Mfg. Co., 1501 West 


Polk street, Chicago, containing a limited quantity of outstanding 
items in the Rite-Rite line Included also is a new type of three 
panel window display of striking, colorful appearance, 9 beautiful 
lisplay cards, 5 store cards, 24 kit cards, and merchandise dis 


played on 216 additional individual cards 


> 


Mrs. Butler Joins Seattle Commerce Chamber 
Mrs. A. B. Butler, fi 
of the Northwest Office 
Wash., has become a member of the Seattk 


rr many years owner and manager 
of Seattle, 


Chamber of 


Equipment Company 


Commerce, and will participate in the new civic leader- 
ship movement planned by the organization for 1934 with 
the 


the Puget Sound metrop: 


purpose of making this year one of real recovery for 


CML 


lis 


NATIONAL 
DISTRIBUTION 


| 











and 


INKED RIBBONS 


MADE IN U-S-A- 





The Old Dutch Line is dis- 
tributed by dealers in prin- 
from coast to 


cipal cities 


coast. 


If there isn’t an Old Dutch 
dealer in your city, write for 


details of Dealer Franchise. 








0] ROM OLUR EG) m@-¥. 4.10), wom 4151510), Be) 
75-4 ub od - 9 © 2A © 74: ob oh - 2 
DIVISION OF NEIDICH PROCESS COMPANY 
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Here’s the file 


to sell customers 
who know value 








Aad 


2600 SERIES 


ROLLER SUSPENSION 
STEEL FILES 










POSITIVE LOCK 
COMPRESSOR 







SAFETY LATCH 
NO REBOUND 


4 CASE HARDENED 
ROLLERS 
ON EACH PROGRESSIVE 
SUSPENSION 
PERFECTLY TIMED 










EXTRA STRONG 
KICK PLATE 





No excuses go with the ASCO 2600 files 
for each isa winner in its class. These 
files are made to stand the galf of the 
daily business grind—-they are made to 
that steady eflicient service that 


is so necessary. 


vive 


Just consider these features Case is exceptionally 
well built, electrically welded and 
Progressive roller bearing Suspension, especially 
designed to make drawers move easily under full load 
and evenly timed to provide full support at all points 
Safety Catch on each drawer prevents rebound 
Drawers are interchangeable and fitted with spring 
follower block. 


reinforced 


Display a four-drawer on your floor to- 
day. It will sell and stay sold and pave 
the way for additional equipment. 
Order a sample now. 


ART STEEL COMPANY, Inc. 


300 EAST 145th ST. NEW YORK CITY 


THE 2600 SERIES COMPRISES 


Standard, Counter and Desk Height vertical units in letter, legal, 
card and combination sizes: Invoice and voucher size units in 
Standerd Height and in 5-drawer letter size. In olive green, 
grained mahogany or grained walnut finish With or without 
Yale paracentric lock. All units 26% inches outside depth. 
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1m page 5060) 
Mass School 


Sennert, sales manager 


ontinued fr 


(School Supply Association—‘ 


Standard Crayon Company, Danvers, 


displayed by \ ( 


[Type Company, Chicago, | 


crayons wer 

Che Superior \ variety of 
sets of printing outfits for school use was shown, including 
stamp pads and hektographs The display 
was in charge of Lyman G. Warren and G. J. Palmer. 


Weber Costello, Heights, Ill W S 


advertising manager, was in charge of a compre- 


word printers, 


= 


Chicago Scara 
borouch, 
| apparatus and 


hensive showing of this company’s schoi 


supplies. Blackboards, slated cloth and accessories; globes, 
“Map-O-Graphs,” 
and countless other products for 


National School 


maps, drawing instruments for black 


boards, classroom usé¢ 
were on inspection for members of the 
Supply Association attending the meeting 
The officers of the 


marked degree in keeping the merchandise displays closed 


association were successful in a 


during sessions of the association. This assured a good 


attendance at every meeting, as there was no possibility 


of the members playing “hookey,” and spending time in the 
exhibits during the meetings. 
<n 
New York Typewriter Dealers Elect Officers 
At the annual meeting of the National 


Machine Dealers of New Y« 


the following officers were elected for the ensuing year: 


[vpewriter and 
Office rk held on January 8 

President, George Convery, Alcon Typewriter Company, 
1 Park Place, New York City; vice-president, Joseph Ru 
benstein, Addressing Equipment Company, 
314 Broadway, New York; secretary and treasurer, Sam- 
uel Hutter, Check Writer Company, Inc., 111 Nassau 
street, New York; Board of Directors 
Neuberger, 
way; William W 


Machine and 


Chairman, Louis C. 
529 Broad 


»., 825 Broad- 


Broadway Typewriter Exchange, 
Albright, J. E. Albright & ( 

way; Theodore Schafer, United Typewriter Company, 116 
Nassau street; Mrs. Jessie I. Taylor, Glob 
Inc., 126-130 Church street; L. D 


lypewriter Ex- 
change, Elmer, Economy 
Typewriter Service Corporation, 6 Church street. Joseph 


Rubenstein was made chairman of the membership com 
mittee. 
After the 


of Directors together and they drew up a program for the 


meeting President Convery called the Board 
work of the next few months 

Later Meeting Takes Up Other Important Matters 

At a meeting held in the Advertising Club on Wednes- 
day, January 24, to which only dealer members and such 
as wished to become members were invited, it was decided 
an “M-Blem” 
the association which they are to sell in addition to any 


to put out brand of ribbon for members of 
other ribbons they may wish to carry \ small tax is to 
be paid to the New York association to be used in adver 
tising the “M-Blem” brand, with the idea of creating a 
definite demand for a one-price quality ribbon 

It was decided also to ask all the manufacturers to in- 
sert this clause in their portable typewriter contracts: “We, 
the buyers, agree not to advertise or display a price lower 
than the manufacturers’ list price.” 

Several other matters were discussed but definite action 
was postponed for further investigation and discussion. 

> 
Two New Office Machinery Organizations 

Association 


The Typewriter and Office Machine Dealers 


of Grand Rapids, Mich., was recently organized, with the 
following officers: 


President, M. B 
Company, 196 Monroe 


Napieralski, Typewriter Sales and 
avenue, N. Y 


Taylor, Taylor's, Inc 


vice-presi- 
129 Ottawa 
secretary and treasurer, Arthur Ecken- 
Company, 42 North Division ave 
Earl De Groot and R. C. Straight 


Service 
dent, Miss Louise R. 
avenue, N. W.; 
Otnhce 


nue The directors are 


be re, 


\ppliance 
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THE SLOGAN OF YEARS BECOMES 
THE BATTLE CRY OF TODAY... 


SPEED 


THE WORLDS BUSINESS 


VERYWHERE...on all sides... 
you hear it. The battle cry of 
Recovery. The clarion call of the 
new era. The prayer of all people... 
of all countries. And the slogan of 
Underwood Elliott Fisher for years 
... Speed The World’s Business. 
Underwood Elliott Fisher 
“Speeds The World’s Business” by 
giving wings to the thoughts, the 
words, the figures that are essential 
parts of business. Through Under- 
wood Typewriters. Through Un- 
derwood Elliott Fisher Accounting 
Machines. Through Underwood 
Sundstrand Adding-Figuring Ma- 
chines. Through the supplies that 
are part of them. 
If, like thousands of organiza- 
tions today, your mew problem is 
doing business instead of just bop- 


ing for it...if you’ve turned from 
looking for orders and started 
booking orders... you probably 
need new office machine equip- 
ment. Let an Underwood Elliott 
Fisher Representative help in its 
selection. Let him show you the 
new models developed by Under- 
wood Elliott Fisher while the rest 
of the world marked time. Let him 
help speed your business for you. 

Underwood Elliott Fisher not 
only sells office machines...Under- 
wood Elliott Fisher services them 
for life! 


UNDERWOOD 
ELLIOTT FISHER COMPANY 


Typewriters ... Accounting Machines 
Adding Machines... Carbon Paper 
Ribbons and other Supplies 


342 Madison Avenue, New York, N. Y. 


Sales and Service Everywhere 


Listen to “‘The Voice of America”’, every Thursday evening 8:30-9:00, E.S.T. 
Columbia Network—Key Station WABC, N. Y. 


UNDERWOOD 
ELLIOTT FISHE 





Speeds The 


bustnHess 


(SEE BACK COVER) 





New Underwood Standard Noiseless Typewriter 


Underwood Elliott Fisher, the typewriter leader of the 
world, offers a complete line of Standard, Noiseless 
and Portable Models. 





Underwood Sundstrand Adding-Figuring Machine 


Underwood Elliott Fisher makes an adding-figuring 
machine for every purpose. 





Underwood Elliott Fisher Accounting Machine 


Underwood Elliott Fisher offers three complete lines 
of Accounting Machines in numerous Elliott-Fisher, 
Underwood and Sundstrand models. 











OFFICE APPLIANCES 


CoLuMBIA STEEL E@QuIPMENT Co. 


MANUFACTURERS OF 


OFFICE EQuIPMENT 


P. O. BOX 2244 


PHILADELPHIA, PA. 
March, 1934 





To Distributors of Steel Office Equipment: 


Three questions loom large in the mind of the dealer consider- 
ing a source of supply for steel office equipment. 


Is the line under consideration one of complete variety and 
all-around quality? Does its construction embody the finest 
workmanship? Can the dealer confidently recommend it to his 
best customers? Will it render permanent satisfaction? 


In the case of COLUMBIA, the answer is an emphatic "Yes!" 


Is the manufacturer of this line prepared to render unfajling 
service? Are his manufacturing and shipping facilities guch 
that orders for standard equipment can be filled at once’ and 
built-to-order work furnished quickly? 


Again the answer is "Yes!" in the case of COLUMBIA. 


Does the manufacturer cooperate with the dealer by selling 
him at uniform prices in accord with the Code, by referring 
retail inquiries to him, and by assisting in every other pos- 


sible way? 
Once more the answer of COLUMBIA is "Yes!" 


Those who have been Columbia distributors for years do not 
need to be reminded of the quality, service and cooperation 
consistently provided them by the Columbia organization. 


Other dealers, interested in enjoying the same benefits, are 
invited to write for the latest Columbia catalog and price 
list. They will be supplied at once. 


Very truly yours, 


COLUMBIA STEEL EQUIPMENT CO. 


COLUMBIA 


The Quality Line of Steel Office Equipment 
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and the grievance ¢ mittee consists of John A. Thomp- 
son and Frank McMahan 
The association has about twenty members A code 


has been drawn up covering rental and service rates for 
Grand Rapids 
* * * 

The Louisville Office Machine Dealers Association of 
Louisville. Ky., was organized a short time ago, and the 
following officers were elected 

President, J. T. Wellman, Wellman Typewriter Com- 
pany, 106 South Fourth street; vice-pre sident, Charles T 
Hammer Printing and Office Supply Company, 118 


Boone, 

South Fourth street; secretary, Norman Watts, Clarence 
R. Smith & Co., 119 South Fourth street; treasurer, George 
W. Thomas, Standard Typewriter & Supply Company, 


120 South Fourth street 
—~<— 


Steel Manufacturers Meet in Chicago 


Che Steel Office Furniture Industry gathered at the 
Palmer house, Chicago, February 6, 7 and 8 to discuss code 


matters Nearly every manufacturer in the business was 


represented 

lhe sessions were divided into an industry meeting, L. C. 
Walker of the Shaw-Walker Company presiding and the 
meeting of the Planning and Classification Board with 


Hugh L 
pany in the chair R. P. Drver served as secretary of both 


Smith of Yawman and Erbe Manufacturing Com- 


meetings 

\ roll call disclosed the following attendance: Adler 
Metal Products Corp., J. Adler; All Steel Equip Company, 
Inc., F. R. McQuown; Art Metal Construction Company, 
H. C. Chadwick, A. J. E. Larson, and E. A. 
\urora Metal Cabinet Company; Otto H. Olson; Bentson 
Mfg. Company, H. G. Bentson, John Bentson and E. F. 
Browne 


Keeling; 


Patelski; Berger Mfg. Company, G. H. Thomas; 
Morse Company, F. C. Morse; Canton Art Metal Company, 
Proxy to Berger Manufacturing Company; Columbia Steel 
Equipment Company, F. G. Zuber; Corry-Jamestown 
Manufacturing Corporation, D. A. Hillstrom; Durabilt Steel 
Locker Company, H. S. Hatch; General Fireproofing Com- 
Brainard and E. A. Purnell; Globe-Wernicke 
Company, C. R. Miller; 
pany, George Alter; Jamestown Metal Equipment Com- 
pany, E. J. Card; Lyon Metal Products, Inc., L. J. Conger; 
Macey Company, Earle S. Irwin and P. R. Miller; Metal 
Office Company, D. D 
Rand, Inc., A. R. Rumbles; Shaw-Walker Company, L. C. 
Walker and T. E. Miller; Steel Fixture Manufacturing Com- 
pany, J. R. Moore; Watson Manufacturing Company, M. C. 
Windrum; Yawman and Erbe Manufacturing Company; 


fk. J. Yawman and Hugh L. Smith 


pany, G. C 
Invincible Metal Furniture Com- 


Furniture Hunting; Remington 


oe 
St. Louis Typewriter Men Meet 


Che regular monthly meeting of the St. Louis Typewriter 
and Adding Machine Dealers Association was held on the 
evening of February 13 at the Majestic hotel. The meeting 
was preceded by a dinner served at six o'clock, and was 


called to order at 7:30 by President R. E. Stephens. Those 
in attendance included Messrs. Leutwiler, Schulz, Herzel, 
Keenan, Schenk, Stephens, Scown, Bernhardt, Roberts, 
Knight, Duerr, Bulger, DeMars, Cairs, Peters, Schweiss, 
Obman, Albright, J. Kerans and Gruener 

Minutes of the previous meeting were read and approved 
ind the report of the treasurer, who was absent, was laid 
over until the next meeting 

Letters were received from the secretary of the National 
Association and also from wholesale concerns with regard 
to selling parts \ letter in quadruplicate was ordered 
» the various supplies companies 
Smith & Cor- 


drawn up and sent t 


The secretary read letters from the L. C 
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PROVES IT! | 














to get more customers you need 


IMPERIAL !'s8o2 


& CARBONS 
Just because there’s an NRA Code wy 


don’t get the idea that competition 
for business is ended. It’s more in- 
tense than ever—and under code restric- 
tions it means that to get the business your 
line must be complete. 

By complete we mean that you have to 
appeal to all types of buyers. High priced 
typewriter ribbons and carbon papers 
alone will not get them. You need a quality 
line that is moderately priced. You need 


the IMPERIAL line. 


Imperial “SILKARBON” and Imperial 
“EMPRESS” Ribbons are made — and 
priced—to get the business you have been 


missing, hold the customers you have been 
losing, get the profits you ought to make 
from ribbon and carbon sales. 

If you are interested in today’s methods of 
overcoming competition you'll be inter- 


ested in the IMPERIAL story. Send the 


coupon for it now. 


IMPERIAL MANUFACTURING CO. 
401 Mulberry St. Newark, N. J. 


IMPERIAL MANUFACTURING CO., 
401 Mulberry St., Newark, N. J. 

Send me a free sample Imperial Silkarbon Paper and Imperial 
Pinna Typewriter Ribbon, your best “buy” prices and full 


details of your proposition. 


a er ee re Pr OR ee fh 























world’s most efficient and economical pencil 





NOW IT’S THE 


Oxilite 
BARREL 


(exclusively a Secripto feature) 


The strongest, most durable mechanical pencil 


barrel ever developed. Ovxilite is strong as 
steel, light as aluminum, and unbreakable. It 

mes in beautiful colors. The color is in the 
material and wear will only increase its beautiful 
Even fire does not mar it. The Scripto 


the greatest pencil 


luster 
1 } 
encil is unquestionably 


I 
value in the world 


veloping the new Orxilite barrel Scripto 
igain lived up to its ten years’ record as 

meer and leader in the low priced mechanical 
pencil feld. The stationer selling Scripto Long 
ils and Scripto Smooth Writing Leads 
He never 


“Ils the recognized leader 


rambles with his prestige 


SCRIPTO SMOOTH WRITING LONG 
LEADS are made especially for the Scripto 
No other leads will give your customers 
Both the 4inch and 5-inch 


available in 


pencil, 
as good results 

ocripto leads are 
la k ar d 15 colors. 


10 degrees ot 


No. 5 No. 4 
M Pocket M 
} | 18 Retail Pr I 
5 s with a 4inch 





Manufacturing Co. 
Allanta , Ga. 
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and from the Royal, Remington and 


their rental rates The 


ona Typewriters, Inc., 
W oodstoc k companies re garding 
chairman of the committee, Mr. Schenk, stated he had seen 
the local manager of the Underwood Typewriter Company 
and the latter had promised to cooperate. The following 
rental rates were discussed and established 

20” and 


Period 10-11-12” 14” 16” 18” up 
1 month $3.00 $4.00 $ 5.00 $ 6.00 $ 7.00 
3 months 6.00 8.00 10.00 12.00 14.00 


All rentals to be payable strictly in advance 

On motion, rentals on portables were ordered to be not 
months. 
effect 
Louis 


less than $3.00 for one month or $7.50 for three 
The rental ordered put in 
March 1. It was resolved that no member of the St 
Illinois for less than 


kind 


be paid to students or school people or to anyone not reg- 


rates on motion were 
| a 
association should rent machines in 
$7.50 for three months; that no commissions of any 
ularly employed by a typewriter company on the securing 


of rental machine business, and that no special rates be 
made to anyone 


\ table 


was then proposed and adopted. The 


of repair call, overhauling and rebuilding rates 
secretary was in 
structed to write to the attorney general of Missouri with 
reference to the new sales tax law and its application to the 
rental, repair service and overhauling of office machines 
New members whose applications were received and dues 
tendered too late to be 
admitted to 


acted on at the last meeting were 


ordered membership as charter members 


Phe s¢ 


pany; 


new members are the Superior Typewriter Com- 


sernhardt Winkle; A. J 


[. Tomson. 


Schmidt, George Bahr and 


A grievance committee was appointed consisting of the 


president, secretary and three members of the board of 
directors 
— ~<_-  ——- 
Sioux City Stationers and Equipment Association 
The first 
Stationers and Equipment Association was held on January 


President, Wil 


semi-annual meeting of the Sioux Citv, Iowa 


15 and the following officers were elected: 


liam P. Davis, William E. Davis Company: vice-president, 
Vance Palmer, S. C. Stationery Company; secretary, W. P. 
Lang, Perkins Brothers Company; publicity director, E. L. 


Isaakson, Verstegen Printing Company 
The president also appointed at this meeting J. C. Goets, 


W. H 


committee. 


DeGoyer and Art Bergstrom to act as an executive 


The association is divided into the following groups: 


new typewriters, used typewriters, adding machines, steel 
furniture and filing, office furniture, stationery and repair 
service. 

Small grievances are usually threshed out and settled in 
group meetings which the chairman calls when necessary 
[The steel group had a meeting recently where the steel 
code was pretty thoroughly gone over 

It is planned to call on local jobbers who are selling 


many local firms stationery items at wholesale prices. It 
is hoped the stationers’ code will cover that situation 

The local association has been able to settle each ques 
tion that has come up in a Satisfactory way and has don 
a great deal since its organization last August to put the 
trade ona paying basis 


an 


Louisville Stationers Dine 
Louisville gave a dinner 
hotel, 


hundred per cent, 


The Stationers Association of 
on Monday evening, 


Ky The attendance 


February 5, at the Brown 


Louisville, was on 


and the evening was delightfully spent 
The association is officered as_ follows President, 
Alexander Kirby, of John P. Morton & Co.; vice-president, 
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35 Million people get the 
dramatic selling story of 
the Remington Portable 
Typewriter over the air 
every Friday evening with 
“THE MARCH OF TIME” 





and in 
leading national magazines 


Remington Portables and Remtico type- 
writer supplies are making selling his- 


tory. It pays to be a Remington dealer. 
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OF THE INVENTION OF THE FIRST 
PRACTICAL 


FOUNTAIN PEN 


Fifty years ago, February 12th, 1884, Lewis 
Edson Waterman invented the first prac- 
tical fountain pen. To that invention, 
all subsequent fountain pens owe their 
existence. It not only marked the begin- 
ning of a great industry ..it represented 
a contribution of inestimable value to 
the business and social world. 

As a consequence of continuous im- 
provement and refinement, Waterman’s 
has achieved international recognition 
as the world’s finest writing instrument. 
It is the only pen embodying all these 





important features: 
Perfect point . .. as proved by the 
microscope. 
Simplest and most practical filling 
principle. 
Scientifically and mechanically correct 
feed. 


Generous ink capacity. 

Seven different points for selection... 
assuring the right point for every 
style of handwriting. 


Waterman’s gives thorough satisfaction 
... that’s why it pays to sell them. Price 


934 









range—$2.75 to $10. 





‘e Are Looking For The 
Oldest WATERMAN’S 


Our 50th Anniversary advertisements in 
magazines and newspapers are inviting 


people who have had their Waterman’s 25 The first 

. wa | t thei al Waterman's 
years or more to write us abou 1eir pens —made fifty 
histories. Send for novel display designed years ago. 





to “*tie-up”’ your store with this search for 

**veteran’’ Waterman’s. Address L. E. 

Waterman Co., Dept, 3, 191 Broadway, The famous 
= “ Waterman's 

New York City. “Patrician” 


of today. 


NEW YORK + BOSTON + CHICAGO + SAN_FRANCISCO + MONTREAL + LONDON - PARIS 


Waterman's 
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Charles T. Boone, of the Hammer Printing and Ofhc« 


Supply Company; secretary and treasurer, Norman Watts, 


of Clarence R Smit! & Co. 
The participating members of the association are: John 
P. Morton & Co., Hammer Printing Company, Meffert 


Equipment Company, Standard Printing Company, Com- 


mercial Lithographing Company, Jenne-Hardy Company, 


Lewis & Parsons, George G. Fetter Company, Koehler 


Stamp & Stencil Company, W. K. Stewart Company, 


Smith & Dugan, Remington-Rand, Inc.; Baker Printing 
Company, Petery-Hedden Company, and Clarence R 
Smith & Co 
-— 
Winnipeg Stationers Elect Officers 
\t the annual meeting of the Stationers Association 


of Winnipeg, Manitoba, held on December 8, the following 
officers were elected for 1934: President, J. C. Irvine; vice 
president, W. McCulloch; secretary, C. Vernon Nobbs: 
treasurer, F. J. Dool. 

[he retiring president, Mr. Gregory, thanked the mem- 
bers heartily for the support they had given him during 
his term of office. He said that while 1933 had been a 
very strenuous year, there is evidence on all sides that 1934 
will show a marked improvement throughout the west 

Mr. Irvine thanked the members for the honor done 
him, remarking that he felt secure in the continuance of 
their support in order to enable him to carry on the 
good work of the association during his term of office 
Chicago Office Appliance Managers Meet 


The regular monthly meeting of the Chicago Office 


\ppliance Managers Association was held Friday evening, 
February 9, at the Medinah Athletic Club. For a change 
the evening program was entirely social. Several new 
members have been added to the organization during the 


winter season and several others have indicated their 


desire to join Formerly non-competitive, the club has 
changed to a competitive basis. The officers are A. E 
Blackstone, president; Harry Shifflette, vice-president; 


William Eismann, secretary-treasuret 
ores 
Johnson Typewriter Co. Adds to Territory 

The Johnson Typewriter Company, 517 Main street, 
Princeton, Ill., which has had a territory for the L. (¢ 
Smith & Corona Typewriters Inc., has had its jurisdiction 
expanded, The Johnson Typewriter Company now covers 
LaSalle County, with the exception of Ottawa, Streator and 
Mendota. The company also handles a full line of dupli 
cating machines and supplies. 

Arthur M. Johnson, of the Johnson Typewriter Com 
pany, was one of the group which organized the Central 
Ilinois and lowa Typewriter and Office Machine Associa- 
tion 

Zant Returns to Victor 

# J Zant has rejoined the sales staff of the Victor Add- 
ing Machine Company, Chicago, and has been placed in 
charge of Chicago sales 

Mr. Zant was formerly affiliated with the Victor organ 
ization in an executive capacity for several years. In the 
immediate past he has been conducting a successful retail 
ofhce machine business in Chicago 

wiien 
UEF Branch at Springfield Has a Fire 

The branch of the Underwood Elliott Fisher Company 
at 282 Worthington street, Springfield, Mass., was damaged 
by fire the night of January 31, confined mainly to the 
service department and store room. R. E. Ward, the 
branch manager, reports that while the loss on the building 
and contents was sizeable, the branch was able to resume 


operations February 2 














YOUR PROFIT 


IS SECURE if you sell 


“SECURITY” Typewriter Keys 








"T yere’s no come 
back and no kickback from PEERLESS 
TYPEWRITER KEYS—they stay sold be- 
cause Peerless has removed the last cause of 
complaint against typewriter keys—loose key- 
tops are no more. 


In the PEERLESS “SECURITY” KEY a 
hard rubber collar is fused to the keytop and 
fits the base snugly, permanently preventing 
the keytop from turning or loosening in the 
base. 


This exclusive PEERLESS “SECURITY” 
feature makes the Peerless dealer absolutely 
above competition. It gives him the final argu- 
ment in selling—in addition to the most com- 
plete line sold through dealers. It brings him 
the opportunity for countless replacement sales 
and more profit. 


With the Peerless dealer policy of selling only 
through the trade your profits as a Peerless 
dealer are doubly secure. Peerless Typewriter 
Keys will make money for you as they are 
doing for 4 out of 5 leading dealers through- 
out the country. Send the coupon and let us Ww 


prove it. 


PEERLESS KEY CO.., Inc. 





176 Fulton St. New York City 

( PEERLESS KEY CO., Inc., \ 
176 Fulton St., New York City 

—_— | Please send me full details on what the Peerless Profit policy 

==uun| is, how it will benefit me, and a sample of the new Peerless | 
“Security” Typewriter Key. mo 
DD seckecavececvevecssebsstebedeataeecaeeen 
PUN. openavsiVsascbsededesnbeatgudenreknetau ove 
u BRINE sacccendvisecctcsekpsase cétbeesens a 
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TOO MANY 


LINE 


TOO MANY 


LAGGARDS 





Result? Too big an inventory, too little profit. 
This year, concentrate on one line of metal 
waste baskets—the Canco Profit Line. Give yourself 





a break. 

Canco metal, fireproof baskets are good looking. 
Customers like them on sight. They come in styles 
for every type of market—beautifully styled and dec- 
orated for home use; oak, mahogany and walnut for 
offices; and for institutions, green and white. They’re 
inexpensive. And backed by a name that is famous in 


metal work. 


Galvanized Ware Department 


AMERICAN CAN COMPANY 


City Park Avenue and Hamilton St. 


TOLEDO, OHIO 
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New Concern in St. Louis 

Copycraft, Inc., is the name of a new St. Louis concern 
which handles carbon papers and inked ribbons under the 
name of Copycraft. The company’s offices are at 415-416 
Kinloch building. 

H. C. Booth, for many years in the field for one of the 
largest ribbon and carbon companies in the country, ts the 
secretary and sales manager of Copycraft, Inc., while J 
Speier, president of the company, has had many years’ ex 
perience in the office appliance field in St. Louis and that 
city’s surrounding area. Mr. Speier says that the optimism 
of his associates and himself permits them to contemplate 
bigger things than they have heretofore undertaken 

silliest 
Tipping Represents Ediphone at Seattle 


William Tipping, former district manager of The Gen 


eral Fireproofing Company’s office at Seattle, Wash., is now 
in charge of the Seattle office of the Ediphone Company, 
Inc., 919 Second avenue 

Mr. Tipping has a wide acquaintance among office 
equipment men in the United States and desires to inform 
them of his new address.—EW] 





WEDDINGS 





Smith-Edwards 

On Saturday evening, February 3, Miss Susan Smith, 
second daughter of Mr. and Mrs. George T. Smith of 
Siloam Springs, Ark., was married to Alvin Guy Edwards 
of San Francisco in the chapel of the Trinity Methodist 
church in the latter city. 

Mrs. Edwards is a graduate of the Siloam high school, 
later attending John Brown College, where she specialized 
in journalism. Mr. Edwards is employed by the Under 
wood Elliott Fisher Company in San Francisco, where 
the young people will make their home 

aliens 
Tepper-Schwartz 

Miss Lillian Tepper, private secretary with the Jaclin 
Stationery Corporation, New York City, and niece of Jack 
Linsky of that concern, was married on February 21 to 


Irving Schwartz. 





OL’ DOC STORK 





Little Miss Esbe 
\ daughter was born to Mr. and Mrs. Lyle Esbe on 
December 29 at their home in Sioux Falls, S. D. Mr. Esbe 
is associated with the Brown & Saenger Company of that 
city 
~>— 
Baby Marsh 
Mr. and Mrs. Everett Marsh of Sioux Falls, S. D., 
have announced the birth of a daughter, who arrived on 
January 22. Mr. Marsh is connected with the Brown & 
Saenger Company of Sioux Falls. 
> 
Master Schaeffer 
\ babv bov has come to the home of O. W. Schaeffer, 
assistant branch manager at New Orleans, La., for the 
Underwood Elliott Fisher Company. Two daughters wel 
comed the newcomer to the family circl 
~~ 
Miss Longabach 
A new baby daughter has arrived at the home of H. F. 
Longabach, branch manager at Dallas, Texas, for the 
Underwood Elliott Fisher Company 
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COMPLETING 


YOUR LINE 
Completes Your Opportunity 


a@cene 0208606 8 


HERE'S a dealer-profit angle in the complete 
t Art Metal line of desks. The ComMPLETENESS 
of your line plays a double part in your sales 
results; it wins more prospects, and fewer are 
lost. The Art Metal dealer can say, “Here’s just 
the desk for you” instead of, “Sorry, but that 
particular type is not a stock desk.” 

From desks for the president to desks for the 
mailing clerk; from standard types to those de- 
signed and built for common specialized appli- 
cations, the Art Metal line comes close to meet- 
ing every prospect’s every need. Without a gap 
in your Art Metal set-up your opportunity is 
complete. 


There are “De Luxe” and “Period Style” 


desks, distinctive in design and finish, for the 
president and department heads. There is too, 
the Art Metal “1500” Line and a long list of 
desks for special applications — Transcribing 
Desks, 


Forms Desks, File Record Desks, and many 


Adding Machine Desks, Continuous 


others. Each item in this list—all Art Metal 
quality— fills some prospect’s particular require- 
ment. Each item is needed to satisfy your market. 

Art Metal has 46 years of experience behind 
it. It has created this complete line so that 
every Art Metal agency can be prepared to 
meet its full opportunity. If you are interested 
in the Art Metal franchise, write us. There are 


a few cities still open. 


AGENCY DIVISION 


ART METAL CONSTRUCTION COMPANY 


JAMESTOWN, NEW YORK 





*“eeeeeee eeeeeeee 
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STEN TEX 
POPULARITY 


RECALLS FAMILIAR QUOTATION: 





“If a man write a better book, or preach a better 
sermon, or build a better mousetrap than his 
neighbor, though he build his house in the woods, 
the world will make a beaten path to his door.” 


* 
How well these words apply to Stentex — the better duplicating stencil! 
If national distribution in less than five months means anything—it must mean 
that Stentex is a better stencil. 
Dealers and users everywhere are being converted to Stentex Stencils daily and 
the good news of their superior quality continues to speed from coast to coast 
by way of recommendation. 
The makers of Stentex have known the needs of a better stencil and also that 
“the world would make a beaten path to their door” if they produced that 
better stencil. 
And so, they have put into the manufacture of Stentex the advantage of years 
and years of experience. 
The hearty endorsement of a nation is the best evidence that the manufacturers 
have achieved the desired qualities in Stentex. 


Consequently, STENTEX POPULARITY must be deserved! 


Here is your opportunity to judge for yourself . . . and without obligation. 


AMERICAN 


age STENTEX 


yp age CORPORATION 


TODAY 























hi PITTSBURGH, PA., U.S.A. 
PIN TO YOt R LETTERHEAD ) 

+ AMERICAN STENTEX CORPORATION, 48 Seventeenth St., Pittsburgh, Pennsylvania wit bo oun pant 
Please send details and samples of Stentex for Duplicator 
Firm Name Py Attention Mr 
Str City State 
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DedesK SSOCIATION NEWS 


Theodore Schafer, Vice-President 


W. F. Clausing, President 
231 W. Monroe St., 
Chicago, Ill. 


H. T. Shilling, Treasurer 
642 Liberty Ave., 
Pittsburgh, Penna. 


116 Nassau St., 
New York, N. Y. 


James P. Ward, Jr., Secretary 


4401 Ravenswood Ave., 
Chicago, Ill. 





Board of Directors 


H. M. Halverson, Halverson's Type- 
writer Sales and Service, inc., Kalamazoo, 
Mich.; R. T. Armand, Canada Type- 
writer Exchange and Supply Company, 
Montreal, Can.; Elmer Young, American 
Typewriter Exchange, Chicago; Mrs. 
Jessie |. Taylor, Globe Typewriter Ex- 
change, New York, N. Y.; Walter 
("*Doc"') Hanson, Hanson Business 
Machines, Cleveland, O.; E. A. Glass- 
man, City Typewriter Exchange, 
Rochester, N. Y.; A. H. Kellstedt, Peoria 


Typewriter Company, Peoria, Ill.; R. H. 
Preston, Preston Typewriter Company, 
Knoxville, Tenn.; Deane S. Reynolds 
The Office Appliance Company, Boston, 
Mass.; H. J. Williams, The lowa Supply 
Company, lowa City, la.; A. L. Young, 
The Fred Guy and Young Company, 
Oakland, California; C. D. Bills, Type- 
writer Sales and Service Company, 
Washington, D. C.; Charles Muenze, 
Muenze Typewriter Company, Passaic, 
N. J., R. E. Huffman, Huffman Type- 
writer Company Aberdeen S. D. 


Washington, D. C., Typewriter Dealers Elect 
Officers 

The Washington, D. C., Typewriter Dealers Association 
held a meeting and election for the ensuing year on Decem- 
ber 12, 1933. A. B. LeFleur, manager of the Washington 
branch of the Woodstock 
elected president of the association. 
C. D. Bush, president of the General Typewriter Company 
of Washington, and secretary-treasurer is L. D. Waller of 
Smith & Corona Type- 


Typewriter Company, was 


The vice-president is 


the Washington branch of L. C. 
writers, Inc. 

About a year ago the association began an interchange 
of credit information on bad accounts in the Washington 
territory. The idea was good but it was not pushed until 
it was decided by the association that members failing to 
submit their reports weekly would be fined twenty-five 
cents. On December 12 the association began to enforce 
the rule and after paying the fine once or twice, all the 
members got the idea that they could be either taxed this 
small sum or submit the report. The result is that every 
week the 


from each member giving his bad accounts for the preced- 


secretary-treasurer receives a communication 


ing week These lists are mimeographed and distributed 


among members. The idea has proved locally successful. 


About two years ago the association established rates for 
somewhat anticipating the 


rental, repair jobs, etc., thus 


NRA 


The association at present is working on its local code 


which it hopes to submit to the National Association 
shortly. 
The Washington organization meets monthly at the 


Hamilton hotel, the meeting following a dinner. 


_—_$—<g>—___ 

Central Illinois and lowa Typewriter Men Organize 
Through the efforts of Arthur M. Johnson of the John- 
son Typewriter Co., 517 South Main street, Princeton, IIL, 


and others, the office machinery dealers in northwestern 


and east-central lowa have organized under the 
Central Typewriter and Office Machine 
Dealers Association. The 
Clark hotel, Princeton, on Tuesday 
Twenty dealers were present. James P. Ward, Jr., secre- 
tary of the National Typewriter and Office Machine Deal- 
chairman. Mr. 


Illinois 
name of The I. I. 
meeting was held at the 


evening, February 6. 


first 


ers Association, was appointed acting 
Ward outlined the reasons for organizing local and district 


associations, stressing the advantages of bringing local 


T 
line 
that 
Repeats! 








GRAND PRIZE 
CARBONS and RIBBONS 


make “comeback” customers 
v 


PACIFIC CARBON AND 
RIBBON MFG. CO. 


J. FRANCIS O’CONNOR, Pres. 
Hlead Office and Factory: 


1451 Harrison St., San Francisco, Calif. 
Chicago Office: New York Office: 

608 So. Dearborn St. 42 Exchange Place 
Boston Office: Los Angeles Office: 
66 Franklio St. 406 So. Main St. 


Denver Office: Auanta Office: 
1030 15th St. 503 Volunteer Bidg 


Send for BOOKLET 
WRITE FOR YOUR 
COPY OF “CARBON PAPER 


FACTS” Containing interesting data concerning the 
manufacture and use of carbon paper and typewriter rib- 
bon—this booklet will help to increase your sales. It’s 
free and yours for the asking. 


U.S. 


WE DO OUR PART 
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YARDSTICK 





CASE BROTHERS GENUINE 


PRESSBOARD 


Used everywhere as a standard for com- 
parison, Case Brothers Genuine Press- 
board has the distinction of being the 
highest grade product of its kind. 


Many attempts have been made to equal 
it but no imitation of genuine pressboard 
has yet produced a sheet that has the 
density, rigidity, strength or finish of the 
genuine. 


That's why careful buyers always specify 
Case Brothers Genuine Pressboard in their 
filing supplies. Banks, Trust Companies, 
Insurance Companies and Government 
Departments specify genuine pressboard 
because they know that such guides and 
folders will last throughout the many 
years their valuable records must be used. 


Be sure that you are getting real value by 
specifying Case Brothers Genuine Press- 


board. 


Compare 
CASE 
Quality 


CASE BROTHERS, INC. 


Highland Park, Connecticut 
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typewriter and office machine dealers into close contact 


National Ass« 


association has elected E \ 


with the ciation, 


Michel of the 
street, Daven 
Arthur M. John 


Princeton, and the 


The new 


Paul Mechanical Service, 526 Brady 


ywa, as president. The 


Peter 
port, Ik secretary 1s 
[Typewriter Company, 
treasurer is E. C. Goerlitz, Rockford Typewriter Service, 
221-225 Rockford News Tower, Rockford, Illinois 

\ later meeting of the new association was held on Tues 
M., in the Armstrong hotel, 


son, Johnson 


day, February 27, at 6:30 P 


question 


Rock Island, Illinois, where the results of a 
naire sent out by the secretary were discussed The re 
sults of this questionnaire brought out the views of in 


dividual dealers on rental rates, service charges, etc., and 
of an equitabl 
further 


next 


basis for the creation 


Office 


afforded a definite 
Appliances hopes to give 


Rock Island 


schedule of rates 


information concerning the meeting 
month 
All the dealers at the 


siastic over the benefits to be 


Princeton meeting were enthu- 


1 


derived through cooperative 


effort. 
+5 e+ 


Inside Stuff on “Centriprog”’ 
Possibly of the readers of Office Appliances con 
tributed their bit at “A Century of 
themselves to 
quired by the Anthropometric Laboratory in the 


Hall of Chis 


measurements of human beings for scientific records, class 


SOn« 
Progress” at Chicago 


last vear, submitting measurements as re- 


Harvard 


Social Science was equipped to facilitate 


ify them, and check against similar measurements made 


Contribu- 


at the World’s Columbian Exposition in 1893 
tions of equipment were made by various manufacturers. 
These contributions were acknowledged after the close of 


E. A. Hooten, 


Somatology, 


‘A Century of Progress” in a bulletin by Dr 
Anthropology, and Curator of 
Ethnology The 


professor of 


Peabody Museum of Archaeology and 


Doctor was fluent in his acknowledgments of favors con 
ferred, as will be noted in the paragraph devoted to equip 
ment furnished by The General Fireproofing Company 
+ + * 
“In the meantime The General Fireprooting Company, 


weeping piteously because there was not sufficient time to 


design special furniture for the laboratory, apologetically 


provided a line of desks, filing cases, tables, swivel chairs 


and waiting room chairs of such splendor and costliness 
[ suppose) as would befit the 


Withal the 


and in harmony 


office of a Morgan, or even 
was very chaste and dig 
| scheme of the Hall 


with the color 
Peabody Museum statistical 
and, for all 


workers sit on kitchen chairs, 


of a Roxy furniture 
nihed, 
if Social Sciences In my 


laboratory the 


I know, may have acquired the ischial callousities supposed 
to be contined to the ercopithecidac and the Hylobatidas 
in the Order Primates. (If you are unacquainted with 
these technical terms, consult any baboon at the nearest 


The lure of the General Fireprooting chairs for 


century ol pedal 
litth 


anthromorphic subjects, fatigued by the 


progress required to see the exposition, played no 


part in the popular success of the laboratory.’ 


* 


Dr. Hooten paid his respects to others who assisted in 


he equipment of the laboratory in a similar vein, proving 


that the mustiness of his calling has no adverse influenc« 


on his sense of humor. 


> 


Ideal School Supply Company Reduces Prices 


\ leaflet published recently by the Ideal School Supply 


Company, 8316 Birkhoff avenue, Chicago, includes a price 


list that shows reduction in several models of the com- 


panv’s line of Ingento trimming boards, 


I 
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‘Let's Takea Look at the Record” 


—TO QUOTE A FAMOUS POLITICAL LEADER— 


and see whal it says about Carter’s Mipnicutr Carsons 


HREE years ago Carter introduced an entirely new idea in 

carbon paper ...a sheet identified by a design on the back. 
Back of this idea was the conviction that users of carbon paper 
would respond favorably if they found that the sheet so iden- 
tified gave them complete satisfaction. 


That called for creating a really first grade carbon paper on 
which to introduce this identification, an attractive design, and 
a good, “‘catchy”” name. 


Carter produced all three in ‘*Midnight”’ Carbon. 


The idea worked. From a single item *“*Midnight”’ has grown 
to a complete line of carbons and ribbons of high quality. 
Sales, as “‘the record” sl ;, have ed that there is a real 
Sales, as “*the record’ shows, have proved that there is a rea 
profit in featuring this high grade line . . . and real volume 
possibilities. 








Packaged, like all the new Carter 
products, in the 1934 manner, 
“Midnight” comes in these striking 
boxes, carried out in deep blue and 
silver. 





CARTERS 
MIDNIGHT 





A choice of sizes and colors, in- 


cluding several weights for different 


purposes. Type bar and Noiseless 
inkings. 
THE CARTER’S INK COMPANY BOSTON NEW YORK CHICAGO MONTREAL 


CARTER’S ‘MIDNIGHT’? CARBON PAPERS AND RIBBONS 















VERTICAL GUIDES 


Made of best materials in 
several stvles of tabbing— 
plain, flat celluloid, flat and 
angular metal, and angular 
Wolitiisiiemectinauls wel misters © 
ing are available. 


“TUFTEAR” FOLDERS 


“Tuftear” manila folders 
possess unusual wearing 
qualities, assuring extra long 
useful service. Furnished in 
all tvpes of standard system 
tabbing—in both single and 


eteitielis tabs. 











/ 






feman Purniture C 






San Prancisco, Cal. 











GUMMED FOLDER 
LABELS 


Tititicume (ualie (ewer tale merce | 
in filing and finding. Sup- 
plied in strips of ten, con- 
venient for typing. Avail- 
able in six colors. They also 
strengthen the folder tab. 


Sell Your Customers 


Complete Filing Service 





OFFICE APPLIANCES 



















































































THE SAFEGUARD FILING PLAN 
EASY TO SEE--EASY TO FILE—EASY TO FIND 
The Globe-Wernicke Safeguard Filing Plan meets every requirement 


filing and finding, protects valuable correspondence from 
lt is a simple 


for speedy 
becoming lost or misplaced, and saves time and money. 
arrangement—the result of many years experience in meeting filing 
problems—so easy to understand and operate that the average em- 
ployee can do the necessary work with a minimum of supervision. 


Sell the complete filing service provided by the Safeguard filing plan, 
and you will increase: sales and profits while making permanent, satis- 


fied customers. 

Globe-Wernicke guides, manila folders, and gummed labels 
are built to give unusual service with hard use. A reputation of 50 
years of high quality is behind them. They are available in several 
kinds of tabbing and the various styles of indexing to meet the require- 
ments of all standard filing systems. 


‘Tuf tear. 


Investigate the possibilities to increase your sales and profits with 
Globe-Wernicke filing supplies. Write today for complete information. 





Globe-Wernicke 


MAKERS OF 


Steel and Wood Office Furniture, Filing Equipment, 
and Wood Equipment for Libraries, 
Storag 


Stationers’ Products; 





Cincinnati, Ohio 

OVER 4000 ITEMS NEEDED IN OFFICES 
Bookcases, Partitions—Special Steel 
Filing Supplies, 

e and Visible Record Equipment and Steel Shelving. 


Schools and Public Buildings 
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News Notes from the Pen-Mar-Va Travelers 

The annual convention of the Third Regional District of 
the National Stationers Association was held at Wash- 
ington, D. C., on February 26 and 27. Pen-Mar-Va men 
were there in force 

r 

The Pen-Mar-Va travelers take this opportunity to ex- 
tend to “Tom” Stagg of A. Pomerantz & Co., Philadelphia, 
their congratulations and best wishes upon his election to 
the presidency of the Philadelphia Stationers Association 

. : * 

\ couple of personnel changes: Norman Brown, for a 
number of years with A. Pomerantz & Co., Philadelphia, 
is now associated with Shaw Systems of the same city.— 
John Parsons, formerly with Charles G. Stott & Co., Wash- 
ington, D. C., is now with the Walcott-Taylor Company of 
that city 

— 

A few changes have recently taken place in the Washing 

ton, D. C., stationery trade. The new M. S. McGinn store 


has opened for business; Bryan’s new branch store is busy 
establishing a record, and the Seventeenth street branch 
store of Charles G. Stott & Co. has been moved to larger 
quarters next to the former location. All three stores are 
up-to-date in every respect. Washington stationers are 
optimistic 

* * 

Regret over recent illness and hopes for speedy recovery 
have been extended by the club to O. H. Spencer, Spencer 
Stationery Company, Chester, Penna., and to “Lou” Lyons 
of the Marx-Lyons Company, Philadelphia. May they be 
again in health by the time these lines are printed. 


— <—_—_—__ 


New Office Building Planned at Olympia 

Construction of a new $150,000 office building for the 
state capitol group at Olympia, Wash., is now in prospect, 
with a market for adequate office furniture, fixtures, ap- 
pliances and various stationery supplies looming in the 
offing [The state of Washington only recently invested 
$11,000,000 in a group of three new office buildings at the 
capitol, which have been equipped with office furniture and 
appliances, involving a large financial outlay. The new 
office building will be a public works measure, a project 
that will employ 250 men, and set funds in circulation that 
will benefit the business of the region.—CMI 

> 


Stolen Typewriters 
The typewriting machines listed below were stolen from 
the University of Chicago Bookstore, according to a com- 
munication received from that store on January 10: Corona 
Nos. 4, 02755, 01038 and 2400672: Remington 16389: Rem- 
ington Noiseless 37012; two Remington portables; Royal 


10-848666; Underwood No. 5-2025163; Underwood portable 
559923 with Russian characters; Underwood portable 


116736 and another Underwood portable. 
——— 


San Francisco Furniture House Celebrates 
Anniversary 
The Desk Exchange, 65 Sutter street, San Francisco, 
Calif., celebrated its twentieth anniversary on February 20. 
It is stated that only one other company in this field in 
San Francisco enjoys the distinction of having been so 
long under one name EW] 
———— 
Pittsburgh Buckeye Offices Move 
On February 1, the Pittsburgh, Penna., office of The 
Buckeye Ribbon & Carbon Company moved to 301-302 
Commonwealth building 
The office is under the direction of Frank Lobert 
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SHIPMAN-WARD 


COMPLETE SERVICES: 


1. 


9 


3. 


9. 


1¢ 


_— 


12. 


All Makes of Typewriter 
Parts 


Typewriter Tools and Acces- 
sories 


Super-Grade Platens (all 
makes) 


Retyping ( Underwoodsonly) 
Enameling (anything) 
Nickel Plating (anything) 
Welding (anything) 

100% Rebuilt Underwoods 
Crusader Grade Underwoods 


Blue Ribbon Rough Under- 
woods 


Underwood Fanfolds 


100% Rebuilding. 


WRITE FOR OUR 


LATEST PARTS CATALOG 
AND TYPEWRITER PRICES. 


Shipman-Ward 


M 


anufacturing Co. 


4401 Ravenswood Ave. 
CHICAGO, ILLINOIS 
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We Hand You A 
New Improved S-100 


In case you did not read our detailed announcement 
last month, we repeat: This new improved S-100 is 
stronger. It is electrically welded and formed from 


much heavier metal, making an 80° increase in 


strength. The action is smoother and tolerances closer. 
[t is simplified by elimination of parts and vastly im- 
proved in every respect. And there is no increase in 


price. List $4.50. 





New display C-1 holds three Machines. Processed in five colors 
on heavy board, die-cut, with shelf and lugs for holding Ma- 


chines. 
Effective for window and counter. 19x 1414. 


FREE ON REQUEST 


NEVACLOG PRODUCTS. Inc. 


BRIDGEPORT, CONN, 
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W. A. Martin Takes Office Equipment Lines 
to Brazil 

Che Autopoint Company, the Heyer Corporation and the 

appointed Ward A. Martin 


Martin, a native of 


Wilson-Jones Company have 
sales representative for Brazil. Mr. 
Morgantown, W. Va., is an 


capacity he has operated in the middle western states for 


expert accountant In this 


several years and has become intimately acquainted with 


the requirements of efficient and progressive business or- 











MARTIN 


WARD A 
ganizations. His training fits him admirably for the work 
he has undertaken. 

Mr. Martin left New York February 17 with a party ot 
about twenty which had been organized by Dr. Alphonse 
DeLuca, Brazilian counsel in Chicago. Each member of 
the party has been appointed Brazilian representative by 
one or more manufacturers in the middle west. Care was 
taken to avoid duplication of lines or industries represented 
by the individual members of the group 

Through Dr. DeLuca the support of the 
Commercial Expansion of Brazil has been enlisted. Thx 


Department of 


first step in the merchandising campaign will be an exposi- 
tion that will be conducted in Rio de Janeiro shortly after 
the arrival of the group on March 2. The scope of sales 

activity will be widened as circumstances warrant 

~~ 
New Office Equipment House in Portland 

E. J. Chapman, Inc., is the name of a new office equip 
This is the successor to the 
313 


Chapman recently bought the 


ment house in Portland, Ore. 
Helwig-Chapman Company, Inc., long in business at 
Ss. W. 


interests of Charles L 


Fifth avenue Mr. 
Helwig and has changed the name 
of the company as indicated. He continues with the same 
with the same items and policies —CML 

=< 
Pencil Wood Shipment to Germany 


a pe neil stock factory at 


staff as heretofore, 


Savage & Parr, who conduct 
Cottage Grove, Ore., are rep rted recently to have shipped 
to Germany a large amount of hard bark or incense cedar 
Chis special cedar is recognized as highly suitable for the 


manufacture of pencils. A carload lot is said to have been 


sent.—CML 
— 
Templeton Transferred to Oakland Monroe Office 
R. Templeton, formerly manager for the Monroe Cal 
culating Machine Company at San Jose, Calif., has been 


promoted to the managership of the Oakland office. He 


reports good business. 
eenaetiiiauns 
Typewriter Disappears 
On January 24 last the Victor Office Machine ( 
Hill street, Los Angeles, Calif., suffered the loss 


‘ompany, 
1168 Sout! 
of Smith-Corona portable No. 1032606-T. The machine is 


a maroon color and was taken without the cass 
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“We thank you for this lead... 
We succeeded in getting the order!” 







ACCO SALES COOPERATION SHOWS TANGIBLE RESULTS! 








- 
E NTHUSIASTIC letters from dealers commending ACCO sales 
cooperation are the rule and not the exception. The above state- 
ment is a part of a letter from a prominent mid-western stationer 
who goes on to say that “the order” was written for 10,000 


ACCO PAPER FASTENERS! 












With the definite up-swing in business due to the general better- 
ment of conditions, ACCO dealers everywhere are reaping the 
benefit of the consistent promotion work that ACCO has done, 
vear in and year out, on products which have long been acknowl- 
edged as the STANDARD, and asked for repeatedly by name, 
by customers who are beginning to buy again! 









It will pay you to concentrate on ACCOQ—the leading line—a 
complete line. No duplicate stock of competitive merchandise 
with its sales resistance and doubtful reputation is necessary. 
Be prepared NOW to meet this increasing demand. 







Write for the ACCO Catalog if you haven't one on file. 







{CCO PRODUCTS, INC., 24th St. and 39th Ave., Long Island City, N. Y. 






Canada: Acco Canadian Co., Ltd., Europe: Acco Co., Ltd., 18 Whitefriars St., 
154 King St., W., Toronto London, E. C. 4 


ACCO PRODUCTS 





























Unilimited 
Capacity 
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ACCOBIND FOLDERS 





ACCOPRESS BINDERS 








AccCO PUNCHES 














SHEAFFER’S NEW 
6-POINT-EXTENSION 
PLAN FOR DEALERS 


Sheaffer’s new 6-Point-Extension 
Plan for dealers has brought new 
life to many pen departments— it 
will revolutionize yours. Ask your 
Sheaffer representative to explain 
it in detail to you. It will only take 
a few moments to show you the 
profits that are possible when you 
are actually set up in the pen 
business on the basis of this com- 
prehensive plan, which eliminates 
10c store competition and gives 


thorough dealer protection. 
WRITE FOR FREE BOOKLET ‘‘RESULTS COUNT’’ 


SHEAFFERS 


PENS-PENCILS-DESK SETS-SKRI 
SKRIP-GRIP = =  PARA- LASTIK 
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Royal Typewriter Activities at Chicago 


\ dinner celebrating a record breaking January was 


given to the salesmen in the Chicago territory of the Royal 
ballroom of the St. Clair 
The program included 


Typewriter Company in the 
Hotel, Chicago, 
addresses by Paul Jones, Chicago manager, and others, and 
several special features of entertainment. 

The Chicago sales staff is running well over its quota 


on February 15. 


each month. 
7 * * 
Jarlow, western division sales manager, left on 


A. W. 


an extended trip covering all the territory from Chicago 


to the Pacific Coast on February 1. He will return to Chi 
cago about the middle of March. 
x * * 
During the last week in January, M. V. Miller, Royal 
general sales manager, visited the Chicago office 


: ¢ #8 


Toward the latter part of February, Paul Jones, Chicago 
manager, made a circle tour of the Chicago territory call 
ing on Royal agents in Elgin, Aurora, Joliet, Gary and 
other points 
ee 

On February 15, Jack Culpeper, a well known typewriter 
man, joined the Royal sales force at Chicago. On the same 
date, N. V. Palm was assigned the Winnetka territory and 
M. E. 


Palm was promoted from a sales position in the 


Chicago office to managership of the Royal office in 
Denver 
* + * 
S. W. Beck, stationer and office machine dealer in Elgin, 


surpassed all records in Royal sales in the Elgin territory 
for the month of January 

Another record breaker is A. J. 
sold Royal typewriters in January 


done be fore in Joliet 


Markels of 


than 


Joliet who 


more was ever 
~> 

Factory Distributors Looking for New Lines 

Holder Company of 420 Market street, San 

Morgan, distributes a versa- 


The Copy 
, operated by R g. 
ypy holders, including the Sharp Universal that 


Francisce 
tile line of c 
two 


stands behind a typewriter, feeds the copy through 


rubber cylinders and folds up in the desk with the type- 
writer. The also specializes on repairing copy 
holders, 
distributor for the 


The company has just completed its second year in busi 


company 
book holders, etc., 
Master spring Speed key cap. 


note and is the San Francisco 


ness 
Morgan is H. L. Stevens, 
Supply Company, also at 420 Mar 


After that he was 


Cooperating with Mr manager 


of the Fairway Office 
ket. Up to August 1, 1933, he had a job. 
obliged to make one of his own and discovered to his 
satisfaction that his old clientele were glad to continue pur- 
3usiness, he 


chasing from him as a manufacturer’s agent. 


states, is on the upswing and he predicts that within the 


next six months sales will double or treble—EW] 
BESS ae 
Pencil Man in New Position 


S. ( McKee, 


Manufacturing 


who has been employed with the Rite-Rite 
several 
Ozark 
Missouri, as traveling super 


Company, Chicago, Illinois, for 
year in selling mechanical pencils, is now with the 
Pencil Company, St. Louis, 
visor of salesmen. He will work in all states west of the 
Mississippi river.—HDR 

Sen 


Detroit Concern in New Quarters 

The Acme 
156 West Jefferson 
West Jefferson, where they have leased a five-story building 


3usiness Equipment Company, formerly at 


avenue, Detroit, have moved to 166 


the better to accommodate their increasing business in 


used office equipment 
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QUALITY PARK ENV. CO 





Expanding Wallets 


With either TAN CLOTH 
or RED PAPER Gussets 


HIS improved method of construction was created and 
placed on the market by us, therefore we can claim its 
originality —Imitations are only what that word implies. 
We do not use unsightly patching in our reinforcing of flaps. 


























Pat. 1,734,642—Others Pending 





The ‘‘ ARISTOCRAT’ LINE 


Full protection at points of wear. Double reinforced 
flap folds. Glue welded throughout. Tan cloth gus- 
sets will not burst. 











They Cost No More Than Ordinary Wallets 





The RED PAPER GUSSET LINE 


has heavy leatheroid gussets with double fold over 
tops, in addition to cloth reinforcement. The lower 
corners are doubled for extra strength at these points. 











Cloth Gusset Wallets Packed 10 to a Box—dJust 
the Size for Retail Sales. Paper Gusset Wallets 
Packed 25 to a Box 


Quality Park Envelope Co. 


Creators—Not Imitators 
11-116 Merchandise Mart 
CHICAGO 


Factories at St. Paul, Minn. 




















Harter Posture Chairs 
Are in Demand 


Numerous dealers have taken—and are taking on 

the selling of Harter Posture Chairs, and the 
complete line of Harter equipment, with sur- 
prisingly profitable results. You can do the same 


thing 


The sale of Harter Posture Chairs calls for the 
simplest kind of specialized selling. The dealer 
creates demand by putting the Harter Chair on 
trial—usually Model 0517T illustrated above. 


Model 0517T, for stenographic and secretarial use, 
is so easily demonstrated——it wins its way. The 
back is adjustable both vertically and laterally to 
fit the individual user. These adjustments are 
quickly and easily made. This popular chair, 
though, is but one of numerous numbers in the 


Harter posture line. 


Indeed there is a Harter chair for every office, fac- 
tory, school and institutional use. As a result 


Harter dealers have every market from which to 


secure orders. Harter Seatine,” our new book, 
, , , ‘ 

presents the com piete Harter sine. u vite for il 

4 ur Spheciai deaier proposition, 


THE HARTER CORPORATION 
Sturgis, Michigan 
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A New Association Organ 

We are neither musical nor poetic, but it occurs to us 
that the name of the new organ of the Stationers Associa- 
tion of New York—NYSA—strikes a note of rhythm and 
poesy. We have before us Volume One, Number One of 
this interesting publication It opens with “Station 
E. R. Y.” broadcasting. The publishers declare that NYSA 
is first cousin to that wonderful performer, NIRA. NYSA 
is a very versatile artist. Among her performances will 
be news, legal interpretations, employment, exchanges, per- 
sonals and cooperation 

After paragraphs covering these points we come to the 


news of zone activities in which high compliment is paid 
to Zone No. 3 for setting the pace in adoption of a new 
form of activity. Zone 3 was a bad spot once, where the 


law of the jungle prevailed, and since the leaders could not 
afford to give up their own businesses to keep things 
straightened out, Zone 3 got its members to contribute 


seventy-five cents a week apiece toward the maintenance 
of its own secretary, it being realized that Bill Greenleaf, 


the executive secretary of the association, could not be 


everywhere all the time. The new zone secretary is Mr 
Ryskind, who is well fitted for his task. He is, by the way, 
a veteran of the World War The new secretary will have 


enough duties to keep him busy, all of which culminate in 
the important job of promoting the welfare of the station 
ery business in Zone 3 

Zone 1 has adopted a similar plan. 

The first number of NYSA winds up with a little humor 
and some announcements of salesmen who want jobs. 
Chere are four men and two women, all of whom seem to 
be worth investigation. 


> 


Mr. Baldwin Takes the Floor 

D. C. Baldwin, a leading typewriter man of Fort Smith, 
Ark., complains of the disappearance of a venerable Un 
derwood typewriter that he kept to lend to “pore” but 
honest stenographers [The machine is described as fol 
lows: “No. 4—/411409; front main frame broken off, and 
the right hand ‘ear’ that holds the big rod at the back 
had been broken off and welded on. It had a double period, 
and the ‘/’ sign was in the place usually reserved for the 
colon.” 

The machine disappeared at Mountainsburg. Finder is 
requested to notify the sheriff of Crawford county, or D. ¢ 
Baldwin, dial 7747, Fort Smith. 

—- 
C. E. Smith Joins Speedwriting Faculty 

Charles E. Smith, who for twenty-five years trained type- 
writer speed champions, has joined the faculty of the Dear 
born School of Speedwriting, New York. It is expected 
that Mr. Smith immediately after the first of the year will 
take over the direction of students in Dearborn speed- 
writing on the noiseless typewriter. It is stated that Mr. 
Smith in the development of speed in typewriting has gath 
ered the largest individual library on shorthand in the 
United States that has ever been collected. Mr. Smith’s 
original training was as a school teacher, but he left the 
academic world to identify himself with the training of 
typewriter champions 

if 
Texas Typewriter Man an Optimist 

George B. Mayer, proprietor of the Texas Typewriter 
Company, Fort Worth, Texas, looks forward with confi- 
dence in the expectation of continuing and increasing good 
business for this year. He organized his present business 
last summer and has done well, handling typewriters, rib- 
bons and carbons, used calculating machines, et 

Mr. Maver started in the typewriter business in 1908 in 


Fort Worth, and has continued there ever sinc 
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No. 2060 


Suspension-Slide Letter File 


PROGRESSIVE SLIDES 


four steel rollers to each slide, insure easy 


These slides, with 


operation of the drawers under full loads 
Extension slides are bright cadmium plated 


INSERTS—Insert drawers for 3” x 5” cards, 


4” x 6” cards, and documents are furnished 


for any opening 


THREE FINISHES 
and top. Choice of Olive Green, Mahogany, 
and Walnut. 


Finished on all four sides 


ALL-WELDED 


HARDWARE 


design, plated to attractive finish 


Drawer handles are of pleasing 
Label 


holders and rod projections to match 


FOLLOWER BLOCK 


clutch-type sliding follower block operates 


Positive locking, 
on guide rod in each drawer 


LOCKS 
key lock operating on all drawers can be had 


Automatic signal-plunger corrugated 


MADE BY SHAW-WALKER 


satisfied customers and repeat orders 


Assurance of 


LARGEST EXCLUSIVE MAKERS OF 





suspension-slide file. 
for the money. 


Steel Equipment 


Suspension-Slide Files 
Non-Suspension-Slide Files 
Safes 
Transfer Cases 
Bookcases 
Storage & Wardrobe Cupboards 
Card Cabinets 


Accessories 


Vertical File Boxes 
Sorting Trays 
Cross-File Card Trays 
Wood Card Index Trays 
Steel Card Index Trays 
Fibre Board Index Trays 
Document Files 
Card Index Transfer Boxes 
Clip Boards & Arch Boards 
Letter Baskets 





Q9 


‘ine Suspenston-Slide File 
of Moderate Price 


When the dollar sign looms large in the mind of the buyer, win 
his interest—and his order—with this fine, popular-priced STATE 
It looks like a lot for the money. 


It zs a lot 


Picture and specifications tell only part of the story. One look 
at the file itself will prove to the buyer this is the outstanding 
file in its price class—the file to buy. 

Order a No. 2060 STATE file for display. 
investment in increased sales. 

You should have the price list of STATE steel files dated Dec. 
1, 1933. If you haven’t, write now for a copy. 


STALE 


It is an excellent 


Filing Supplies 
Filing Folders 
Folder Labels 
Pressboard Expansion Folders 
Index Guides 
Blank and Ruled Cards 
Card Index Guides 


This diversified line featuring good 
quality at low prices is an extremely 
valuable part of the Shaw-Walker ex- 
clusive dealer franchise. 

It is also a complete line in itself 
popular-priced, profitable. 

If you are interested in the exclusive 
franchise (open in a few cities) or in 
selling STATE 
ment and supplies only, our New Busi- 


popular-priced equip- 


ness Department has facts that will be 
of value to you. Write for them today. 


"Built Like @ 


GHAW-WALKER 





MUSKEGON 


OFFICE FURNITURE AND FILING EQUIPMENT 


MICHIGAN 


IN THE WORLD 
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INDIANA DESK 















. 
. 
. 
: 
. . . ru? . 
: in the style of Louis XVI : 
HY m1. *.."*2 . . . 
: This fine executive desk presentsan wood (complete drawer assemblies : 
impressive exterior and beauty of of genuine walnut), every feature is $ 
detail, with the dignity and sub- high grade. The desk is sold singly § 
ste e e , « 1c ec oy. : ‘ b . 
: — quality that oe or with tables, chairs, phone cabi- § 
$ ecutives require in their office vat — 2 e s 
: : »t, co *r and waste Db: - : 
: furnishing. It holds interest and oe ‘ J stumer and waste basket to : 
stimulates desire. es. : 
Made of genuine American black Latest catalogue with full de- § 
| walnut with borders of Burma rose- tails sent on request. : 
. 
. , . - . : 7 : 7 : ’ . 
WE DO OUR PaRT NDIANA DESK COMPANY JASPER, INDIANA : 











ABOVE COMPARISON 
Unapproachable 


Mmimen QUALITY AND SERVICE 


PLATENS Quality and prompt service have advanced 
STAND FOR The Ames Supply Company to an outstand- 


ing position in the typewriter supply field. 
The trade appreciates an organization that is 
fair in its dealings, renders real service and 
furnishes quality platens and parts at reason- 
able prices. 


Largest stock of all makes of typewriter parts 
and platens in the world. 









Atlanta Boston Chicago 
Cleveland Houston New York 
Los Angeles Washington, D. C. 
Minneapolis San Francisco 
Seattle Denver Toronto, Ont. 
Philadelphia London, Eng. 
Mexico, D. F. 






A\MEs SupPLy Company 


564 W. Randolph St., Chicago, Ill. 


37 Murray Street 583 Market Street 
New York, N. Y. San Francisco, Calif. 


Ames Merans EXCELLENT SERVICE 
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Gift Shows in Chicago 
During February two gift, art and novelty shows were 


conducted in Chicago. One was held in the Merchandise 


Mart, February 5 to 10, under the auspices of the Gift, Art} 


Wares and Novelties Association. The other was held in 
the Palmer House, January 29 to February 9, and was the 
nineteenth semi-annua! exhibit of Eastern Manufacturers 
and Importers. At both shows the attendance was good 
and the attitude of buyers encouraging. 

The majority of the Palmer House exhibitors catered 
to the art shop and gift shop buyers. Two exhibitors dis- 
played lines of interest to the commercial stationer. 

The Jennings Bros. Manufacturing Company, Bridge- 
port, Conn., showed an extensive line of blotter corners 
of metal, with desk utilities, and book ends. R. J. Galbraith 
was in charge. 

The S. K. Smith Company (The David J. Molloy Plant), 
Chicago, showed various items of stamped leatherette, in- 
cluding waste baskets, desk trays, desk pads, personal files, 
stationery, work classifiers, portfolios, executive files, tele- 
phone book covers, etc. E. W. Steinbeck, sales director, 
was in charge. 

Among the exhibitors at the Merchandise Mart were the 
Greist Manufacturing Company, New Haven, Conn., manu- 
facturers of home and office desk lamps, represented by 
Horace W. Smith; Replogle Globes, Inc., Chicago, IIL, 
makers of geographical globes, represented by Fred A. 
Long, and White & Wyckoff Manufacturing Company, 
Holyoke, Mass., represented by Peter Peterson. 

A special feature of the White & Wyckoff display was 
the new “Printograph,” an imprinting device loaned to 
qualified dealers for the purpose of imprinting names and 
addresses on personal stationery. 

~— 
Chicago Paper Man Wins Prize 

Ward W. Rowe, salesman for the Messinger Paper Com- 
pany, Chicago, has been awarded the first monthly prize 
of $25.00 in the L. L. Brown Quality selling contest. This 
event is one in which the L. L. Brown Paper Company of 
Adams, Mass., offers suitable awards to salesmen who 
report the most interesting and effective sales of L. L. 
Brown papers which they make as a direct result of using 
the company’s new selling manual, “Facts about Paper 
Values.” 

-~>—— 
LeBlanc Organizes at New Orleans 

J. D. LeBlanc has severed his connection with the Office 
Equipment Bureau, Inc., of New Orleans, La., and has 
organized the firm of J. D. LeBlanc, Inc., manufacturers’ 
representative in bank, office and library equipment. 

The offices of this company are at 708 United Fruit 
building, 321 St. Charles street, New Orleans, La. 


~~ 
Office Equipment Man Honored by Fellow Clubmen 
James Constantine, of the Palace Office Supply Com- 


pany, 613 South Boston, Tulsa, Okla., was elected a mem- 
ber of the board of directors of the Indian Hills Country 
Club at the regular general meeting of the club’s mem- 
bership not long ago.—HDR 
ee 
A. W. Faber Adds to Sales Personnel 
R. V. Maneval has joined the organization of A. W. 
Faber, Inc., of Newark, N. J., and will cover New England 
in the interests of the pen, pencil and drawing material 
lines of the A. W. Faber organization. 
mepediiaamnniian 
Cleveland House Takes Doten-Dunton Desk Line 
On February 1, The Wagner-Henzie-Fischer Company, 
1852 Euclid avenue, Cleveland, Ohio, became the exclusive 
representatives of the Doten-Dunton Desk Company for 


the city of Cleveland. 
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The COMPLETE 
STEEL AGE 
300 LINE 


CARD INDEX UNITS 


FURNISHED IN ALL 
STANDARD SIZES 


Style 300—5x3 Cards 
Style 303—6x4 Cards 
Style 306—8x5 Cards 
Style 309—9x6 Cards 


Style 301—5x3 Cards 
Style 304—6x4 Cards 
Style 307—8x5 Cards 
Style 310—9x6 Cards 





Style 302—5x3 Cards 
Style 305—6x4 Cards 
Style 308—8x5 Cards 
Style 311—9%x6 Cards 


SteEL Ace 300 Line Card Index Units 
are inexpensive but built to give years 
of service. These units are equipped 
with bale suspension and positive lock 
compressors. Cabinets have embossed 
recesses On top and embossed feet on 
the bottom so that they may be stacked 
vertically. 


Corry-Jamestown Mfg. Corp. 
Corry, Penna. 


Export Dept.: Cleveland, Ohio 
Cable Address—CORJAM 


Coma 
STEEL FURNITURE 
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es ela. S06tRer 
improvement in the 
1935 line of EVER READY 
standard desk calendars 








A NEW DESIGNED STAND 
WITH ROLLED EDGES AND 
GRACEFULLY CURVED SIDES 














All Standard “Ever Ready” desk calen- 
dars will have the newly designed stand 
for the 1935 edition. This new stand is 
attractive in appearance and modern in 
design. It is of a heavy gauge steel construc- 
tion finished in polished lacquered bronze. 
The sides and back are rolled to give the 
stand a rigid and heavy appearance and at 
the same time eliminating sharp edges and 
corners. 


See the new “Ever Ready” line before 
placing your 1935 order. 





WRITE US FOR CATALOG AND 
PRICES ON THE 1935 LINE 





EVER READY CALENDAR MBG. CO. 


160 Maple Street »-« Jersey City, N. J. 





THE CALENDAR PACKED in the RED BOX 





























| 
| 
| 
| 
| 
| 
| 
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H. S. Hutchinson & Co. Has “S-W” Line at 
New Bedford 
H. S. Hutchinson & Company, 222-26 Union street, New 
Bedford, Mass., has received the exclusive dealer franchis« 
for that city. The Hutchinson organization has been serv 
ing the community continuously for seventy years 
This business was founded about 1864. It was owned 
by the Hutchinson family until May, 1933, when Charles G 
Russell and Robert C. Saltmarsh—the surviving partners 
acquired the family interests. Under the new management 
the business has been expanded by the addition of a music 
department and an art department, each under the manage- 
ment of an expert in the line 
The company is now adding a complete stationery line, 
and the Shaw-Walker line of “Built Like a Skyscraper” 
business furniture and filing equipment. Thanks to the 
all-inclusive character of the Shaw-Walker line, the new 
department has but one company with which to deal for 
its filing cabinets and supplies, desks, tables, cupboards, 
bookcases, safes, “Fire-Files,” and bank and machine book- 
keeping equipment and supplies—one line to learn, one 
source of supply and one trade mark with which to become 
identified in the minds of local business men 
The outside selling of the new department is. being 
handled by Charles F. Shoeman 
ae 
Joplin Woodstock Sales Moves Office 
The Woodstock Typewriter Sales Company moved from 
319 Main street, Joplin, Mo., to 115 East Fourth street, on 
February 5. The new location had been completely deco- 
rated and refurnished before the move to give the company 
a pleasant, attractive office. Raymond A. Ward is the man- 
ager. Mr. Ward was recently made chairman of the mem- 
bership committee of the Junior Chamber of Commerce in 
a reorganization of the committees preparatory to enter 
taining the state convention of Junior Chambers of Com- 
merce in Joplin in March.—HDR 
iaeelniaies 
Portland Typewriter Shop Provokes Favorable 
Comment 
One of the most unusual and intriguing typewriter shops 
is that just opened by Clyde Henderson in the new mil- 
lion-dollar Public Market at Portland, Oregon. Dealing in 
typewriters, Mr. Henderson takes his new business to the 
market center, where Portland’s 300,000 people will meet 
at some time or other. The new structure is hailed as a 
“City of Foods,” and America’s “Model Market.”—CML 
ti — 
Baltimore Dictating Machine Company Takes 
Larger Space 
The expansion of business under the managership of G 
\. Harrington made it necessary for the Baltimore Dictat 
ing Machine Company of Baltimore, Md., to move into 


larger quarters about a month ago. The company is now 
located at 107 East Pleasant street, Baltimore 
— 


Omaha Concern Changes Name 

On January 1 the name of the Allsteel Office Equipment 
Company of Omaha, Nebr., was changed to the Gaden 
Office Equipment Company. There was no change in the 
officers or personnel of the company nor in its capital 
[The name was changed principally because the company 
handles so many items not related to steel 

_ 


Luff Joins Smith Corona at Los Angeles 
William C. Luff, formerly with the Woodstock Type 
writer Company, has joined the staff of L. C. Smith and 


Corona Typewriters, Inc., at 533 South Spring street, Los 


Angeles, Calif 
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Here’s the eye-catching window-display set up by 
the J. R. Weldin Company, in Pittsburgh. They did 


he Meettne Oe 


.R.WELDIN CO. 


ATIONER 





same materials! 


No. 27, adding certain other items from stock. You 
can make just as attractive a display using the 


it simply by using the AUTOPOINT Assortment 











Examine this Fast-Selling Assortment of 


BEAUTIFUL AUTOPOINTS ..4 REALITES 
FOR 10 DAYS—FREE! 








OW accept this $47.40 (list price) 
assortment of artistically styled 
and beautifully finished pencils — for 10 
days’ FREE examination! That’s 
AUTOPOINT’s new limited offer. 
We’re making this offer because we 
want every stationer to see why this 
Assortment No. 27 is making such a suc- 
cess in every store where Autopoints are 
merchandised. Our picture can only sug- 
gest the snappy colors and eye-allure of 
the display signs; they can only hint at the 
self-evident sturdiness and beauty of these 
new AUTOPOINTS and REALITES. 
Each is designed for a definite purpose. 
We don’t need to tell you that buyers 


THE AUTOPOINT COMPANY 


1801 Foster Avenue 
CHICAGO, ILL. 


aren’t spending money for costly pencils! 
You know that. You know that what the 
customers are looking for is expensive 
appearance and trouble-free depend- 
ability at a low price. 


Use this assortment to check and find 
out how fast customers react to these hand- 
some pencils, with their lustrous colors 
and beautiful modern “‘stream-lined”’ style 
at low prices. See how quickly they react, 
too, tothe exclusive, patented, trouble-free 
AUTOPOINT mechanism, which give 
AUTOPOINTS and REALITES their 
life-long dependabil- 
ity. You'll find it’s 


dozen pencils, put up on one of these snappy 
displays, to sell themselves in one day. 


Don’t send a penny —just mail this 
coupon. Take the full ten days if you like 
to examine this assortment. At the end 
of this time, either retain them (or any 
portion) or return the assortment—you’re 
under no obligation to keep them unless 
you’re fully convinced they will sell and 
sell fast. The coupon’s your approval 
order; fill it out, mail it now, and we’ll 
fill it direct or you may order through 
an Autopoint jobber. 





nothing unusual fora 





JUST MAIL COUPON FOR 10-DAY 








sanee =~ mu 
H FREE EXAMINATION! : 
. i 
8 THE AUTOPOINT CO., Dept. OA-3, 1801 Foster Ave., Chicago, Ill A pr “ 
| Ship me your No. 27 Assortment (list value $47.40) for 10 days’ P oval 
examination on approval. I understand if I keep it (or any portion) I Ord Tr 

a 

' will be billed, with customary discount. However, if I am not delighted | 
‘ with this assortment I am free to send it back any time within 10 days Coupon 5 
aes 5 
‘ ore Name a 
1 + 
' DONDE TFGUEG «ook 0 06050 e00sed eee 650s e0s sees etewes eune tank eeee lees | 
4 * 
y iddres | 
P a 
SG City State ceeeess ‘ 
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As pioneer desk makers of 
Jasper, Indiana, we can offer 
you the best in high quality 
desks, time tried and quality 
tested for fifty-two years. 





New No. 800 Series Chairs 
in Solid American Walnut: 


A Pleasing Design, with a 
Deep, Rich, Durable Finish. 


The JASPER 
DESK CO. 


Desks and chairs can be purchased from us in pool 
cars at carload discounts, lower freight rates and 
the assurance that goods arrive in first class con- 
dition, without damage. We solicit your inquiries. 


JASPER, INDIANA 
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ang The JASPER 
CHAIR CO. 





asper Desk Co., Louis H. Farber, 7610 Phillips Ave. (Phone Saginaw 5027) 


CHICAGO REPRESENTATIVES: For oo Chair Co., William H. Brown, 4504 S. Wells St. (Phone Boulevard 7957) 














Ribbon and Carbon Dealers 








ATTENTION 








Stationers 


PROTECTION FOR YOU 


©) UR sales policy is EXCLUSIVELY WHOLESALE— 
always has been. Our line is STRICTLY A DEALER’S 


LINE—Inked ribbons—Carbon papers—Roll carbons— Honest 
Values—Uniform Goods—developed through years of experience in 
meeting and solving Ribbon and Carbon Dealers’ problems. 


Successful dealers throughout the world give us their confidence and 
patronage. They KNOW our STRICTLY WHOLESALE policy 
merits their confidence and have found it insures their PROTEC- 


TION. 
Stationers and Specialists in Ribbons and Carbons, deal with Storms. 


The best insurance for your independence. 


RIGHT PRICES—RIGHT GOODS—AND 
PROTECTION FOR THE DEALER. 


H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons. 


561 GRAND AVE. 


BROOKLYN, N. Y. 
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Shaw Made Special Representative Addressograph- 
Multigraph 
C. E. Loomis Shaw on January 1 was appointed special 


representative of the Addressograph-Multigraph Corpora- 


tion for the Pacific Coast His headquarters are at 45 
Second street, San Francisco. His cooperative efforts will 
be extended to the following western Addressograph and 
Multigraph agencies: Los Angeles, Portland, Seattle, Spo- 
kane, San Francisco and Vancouver 

In addition to his new duties, Mr. Shaw retains the post 





Cc. E. L. SHAW 


of Addressograph sales agent at San Francisco. Mr. Shaw 
is well qualified for the added duties he has taken on 
He has had twenty years of Addressograph selling ex- 
perience in various sections of the country, including the 
operation of agencies at Toledo, Seattle and San Francisco 
and two years as western sales manager for the Addresso 
graph Company. 
a 

Pacific Coast Stationer Develops a Few Initials, Too 

Not to be outdone by Uncle Sam in the use of initials 
to indicate his several New Deal activities, the heads of the 
J. K. Gill Company of Portland, Ore., got together the 
other day and arranged a few on their own hook. Here 
tl ey are: 


“kh. B. G Reputati n Back of Goods. Gill’s have been 


in business in Oregon for sixty-six years. That's some- 
thing! 

hie Ae. Courteous Sales Force. They know their stuff 
and are polite about it. Never too busy to serve you 


“N. W. A Nice Wide Aisles 

“C. S. M.—Complete Stocks of Merchandise. 

“"'. me a Intelligent Telephone Service—and the faculty 
of getting orders accurately taken care of by telephone.” 

The House of Gill recently put across a substantial ad 
vertising campaign featuring the foregoing initials, to the 
amusement and edification of their numerous customers in 
and about Portland. “Certainly,” they said, “Washington 
has its alphabet soup, but Washington has nothing on us 
at Gill’s. So Have We!”—CML 

_--~ HP - 

Berger San Francisco Agency in New Quarters 

E. A. Reichart, branch manager for The Berger Manu 
facturing Company, has announced a change of address 
The branch has moved from 1120 Mission street to 102 
North Montgomery street. The new location is on the 
corner and has two large display windows. Mr. Reichart 
reports increasingly good business. Since Thanksgiving 
he has added several men to his sales force, including the 
following: Ray Emery, San Francisco; K. Sorrella, San 
Francisco; R. Sizer in Seattle, H. E. Paszek and R. Moll- 
rich in Los Angeles EW J 


| 
| 
| 
| 


JASPER CHAIR CO.’S 


NEW LEATHER LINE 


pearance, at a very special price, 


satisfy a growing demand for chairs of this type. 
The Right Chair at the Right Price 


| Jasper, Indiana 


Sales Representative 
for metropolitan Chi- 
1 cago territory, William 
H. Brown, 4504 

Wells St., hone 
Boulevard 7957 











line in which expert upholstering predominates. Fine workman- 
ship, superior finish, correct balance, thorough comfort, pleasing 
outlines, these chairs are of a highly attractive and inviting ap- 


Besides the chairs illustrated, four other new numbers, side chairs 
for banks and business offices, have also been added, which will 


JASPER CHAIR COMPANY 










The Jasper Chair Company adds another attractive and graceful 


855 
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A SURE BET FOR 


EVERY DAY QUICK SALES— 
SATISFIED CUSTOMERS — RAPID 
REPEATS ::: because the writing 
public approves and selects 
Sengbusch Dipaday Pens and 
Desk Sets for efficiency in 
desk work ...... 
vvyv 


STAINLESS 
STEEL 

DIPADAY 
PENS... 
Price Complete 


50 


Cents 








STAINLESS STEEL 
WEDGE 






HARD RUBBER FEED 


Nibs 5 cents per May lhe 


I doz 
Extra Fine, Medium. Stut 
Ova and’ Medium Oval points 











Holders are made of hard rubber 
and are equipped with a quick 
removable makes 

changing of points an easy and 


teed which 






simple operation. 


vvyv 
SOCKETOP INKWELL 


Efhicie nc speed and sati 
taction obtained at low cost 
with Socketop Inkw ind 


Dipada Pen 


WORKS TWO 
WAYS! 






It properly filled n point 
rests in ink and is ready 
for instant use 
: No. 90— 
OR Size 3'," x 4” 
If ink 1 low ti 


ocket top permit ' 


; to ink 


Stainless Steel Dipaday Pen, $1.50 


vv wv 
A GREAT DESK SET 
VALUE 


home 


Price $1.00 — with 







Suitable for Practical for 


pencil 


7; } 


tandardization Rakeli base with 

groove and pin or clip tra Black, all hard 
rubber Sengbusch Self-Closing Inkstand—au 
tight, dust proof and non-evaporating Al 
wa upplies clean, fresh ink to the pen 


$4. 50 single set 


Complete with One Staintess Steel 
Pen, One Socket and One Ink- 


stand 
No. 171-—Black Fir 
No. 173-—Mal any Finist 
No. 174—Walnut Finis? 
With one t4-K Gold, tridium 
Point Dipaday Pen $7.00 


We HelpY ou Build Sales 


with blotters, mailing circulars, show case and window cards 





SENGBUSCH SELF-CLOSING INKSTAND CO. 
515 Sengbusch Bldg. Milwaukee, Wis. 


Make : f the Self-« ! Inkstand PD lay Desk Sets Ideal Sanitary 
M er No- Ove i} Sponge ind Kieradesk 
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Northwest Travelers News Notes 


The many friends of Horace Whitman of Whitman’s, 
Fargo, N. D., learn with satisfaction that Mrs. Whitman 
is convalescing from an illness contracted last fall while 
attending A Century of Progress at Chicago 

s & 8 
Fred Schafer of the Sanford Manufacturing Company 


has a new Dodge coupe in which he expects to cover his 


territory this vear 


+ * + 
Wevygant & Goodspeed 


desk after having 


Miss Lingran of Taylor, 


Company, 


Ella 
Duluth, 
spent a midwinter vacation at her former home in Cloquet, 
Minn 


has returned to her 


* * * 


underwent a major 


Minn He has 


weeks ago 
Duluth, 


Oliver Korbv several 


operation at the hospital in now 


returned to his desk with the A & E Supply Company, 
for whom he is stationery buyer. 
* * * 


Harry Woodmansee of Harris-Woodmansee, Bismarck, 
N. D., says business this year in his section exceeds that 
same period last year 

es = 2 


Minot 


of the 


Mi Thompson of the Stationery Company, 


Minot, N. D., reports increased sales since moving into a 
new location 
Ambitious Couple Making Progress 
Mr. and Mrs. Ray G. Nolan are now operating the 


Nolan Office Supply Company Inc. of Davenport, Ia., suc- 


rs to the Triangle Office Supply Company, formerly 


owned by Otto Botz of Jefferson City, Mo., for many years. 


cess 


Mrs. Nolan, then Miss McVey, took charge of the 
Triangle Company when it was in great need of efficient 
management and for two or more years she worked to 


build up the business from a small establishment to a thriv 


Mr. 
typewriter companies in Davenport and he and 
November of 1930. 


Company, taking charge of 


ing store Nolan at that time was representing one of 
the larg« 
Miss McVey 
Mr. Nolan joined the 


vears later they bought the store 


met and were married in 
Triangle 
sales, and thre 
a 
Underwood Elliott Fisher Transfers at San Antonio 
J D. Bridges, territory outside 
1 San Antonio, Tex., Elliott 
Company, has been transferred to city territory 
W.B od Elliott Fisher 
Company at San Antonio, who is a reserve officer, has been 
The San Antonio office of the 


under the managership of W. R 


who has been traveling 


for the Underwood Fisher 


Palm, formerly with the Underwo 
called for active service 


U. E 
Van 


F. Company is 
Derveer 
—> 
Wilmot New Store Manager at Marshall-Jackson 
H. ¢ 
manager by the 
Mr. Wilmot 


equipment industry 


Wilmot was appointed merchandise and 
Marshall-Jackson Chi- 


connected office 


Recently 
store Company, 


cago. has been with the 
his experience 


Most 


until his 


for about seven years, 
being particularly in merchandising and advertising 
Chicago, althoug! 


Milwaukee 


of his activities have been in 
located in 


> 
Dealer Moves and Changes Name 


Recently the Office Equipment & Stationery Company of 
Lincoln avenue to 


new connection he was 


Kansas, moved from 8 North 
Main street and the 
Office Equipment & Supply Company 
Standard 


office 


Chanute, 
210 East 


changed to 


was 
The 


Printing Com- 


name of the company 


new quarters are shared with the 


pany so that jointly, a complete supply and printing 


is Offere d. 


service 
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COSTCO ofl 


Opportunity! ... Knocking! ... Pounding on two doors at once! Two 
lines that are as necessary in business as money and time! Two lines 
. .. each working to sell the other for you. Correct Forms, specially 
ruled and printed to meet the accounting needs of every business and 
profession...and the BING! Speed Binder... the speediest and most 
dependable loose-leaf binder ever made... it speeds up accounting 

. saves time and vault space ... and is profitable to both use and sell. 
Also, a complete assortment of free sales helps backed by a sound, sales-tested mer- 
chandising plan. Every stationer should open the door to this business-building 
opportunity; put the sales plan to work; obtain and use free advertising material. 


Make TWO Sales Instead of ONE 


Write for Details or Ask Our Salesman 


BOORUM & PEASE COMPANY 


P. O. Box 272, City Hall Station, New York City 
NEW YORK CiTY CHICAGO, ILL. BROOKLYN, N. Y. 
349 Broadway 538 So. Wells Street 84 Hudson Avenue 

ST. LOUIS, MO. BOSTON, MASS. 

212-214 So. 7th Street 29 Otis Street 
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PROFIT! 


—from our experience 


Sell your customers writing media into which we have built thirty-eight 
continuing years of the most intense research and experience, to produce 
brilliant, clear cut, impressive, enduring letters, records and documents 
Sell them inked ribbons, carbon papers, stencil inks, which bring results 
from their correspondence and profit from their businesses. 


MILLER 


Inked Ribbons 


Carbon Pa pers 


Typewriter Ribbons 
Multigraph Ribbons 
Hectograph Ribbons 

Billing Machine Ribbons 
Bookkeeping Machine Ribbons 
Adding Machine Ribbons 
Dating Machine Ribbons 
Time Stamp Ribbons 

Time Clock Ribbons 





Typewriter Carbon Paper 
Billing Machine Carbon Paper 
Bookkeeping Machine Carbon 





Paper 
Copying Carbon Paper 
Hectograph Copying Carbon Paper 
Pencil Carbon Paper 
Pen Carbon Paper 
Tracing Carbon Paper 
Carbon Rolls 
Adding Machine Rolls 


le Stencil Inks 





Then they will come again, and you will profit! 
SC Mitlor ins r” duprfus 
MANUFACTURED EXCLUSIVELY BY 


THE MILLER-BRYANT-PIERCE COMPANY 


GENERAL OFFICE AND FACTORY—AURORA, ILLINOIS 
ESTABLISHED JANUARY 2, 1896 « : ; ; ° * INQUIRIES CORDIALLY INVITED 





Stencil Inks—for Rotary Duplicat- 
ing Machines—open drum, closed 
drum, fountain feed, Portable.j 











DISTINGUISHED LOOKING 


Two Words Aptly Describe — 
this MYRTLE DESK 





No. 3967-F 
Top 66x 36 


EXECUTIVE SERIES 


Write for Descriptions and Prices on Complete Line 


MYRTLE DESK COMPANY 


HIGH POINT, N. C. 
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Eberhard Faber Pencil Company Addresses Trade 
Anent Trade Mark Imitations by Japanese 

Under date of February 5, 1934, the Eberhard Faber 
Pencil Company wrote to its customers concerning Japa 
nese pencils imported into the United States carrying trade 
marks practically identical with those legally registered 
in the United States patent office by the Eberhard Faber 
Pencil Company. The letter, which states the case very 
clearly, is quoted below: 
lo the Trade: 

Attention of the Purchasing Agent 

It has come to our attention that there have recently 
been brought into this country from Japan certain station- 
ery articles bearing marks in imitation of those belonging 
to our company, as follows: 
Pencils marked: SPIDER 
Ce.: or EZ. #. 


Pencils marked: H. B. (with picture of crown) —EMPRESS 


E. F. PENCIL CO.; or E. F. ?. 


Drawing pencil—Made in Japan. 
Ink and pencil erasers marked: 110 UNION—Lion Rubber 
Factory (with Japanese characters on back of eraser). 

We hereby notify the trade that the following trade 
marks have been registered by us in the United States 
Patent Office: 

E. F. No. 307,230, registered October 17, 1933 

EMPRESS No. 195,079, registered February 17, 1925 

UNION No. 83,564, registered September 26, 1911. 

These trade marks were registered under the Federal 
trade mark law, which confers upon our company their ex- 
clusive ownership. Anyone guilty of infringing our right 
is subject to an action for damages, and the goods bearing 
the infringing trade marks may be seized and destroyed. 
This liability applies not only to the manufacturer, but also 
to any person who may sell the infringing articles. 

We have no doubt that the trade will co-operate with us 
in suppressing these imitations, and we would therefore 
appreciate being informed of places where they may be 
found, 

EBERHARD FABER PENCIL COMPANY. 
(signed) F. G. Huber, Secretary. 


> 


UEF Radio Program, “Voice of America,” 
Renewed with Big Cast 

The “Voice of America” series of radio programs spon- 
sored by the Underwood Elliott Fisher Company has been 
extended on the WABC-Columbia network with an aug- 
mented all-star cast, including Mary Eastman, beautiful 
lyric soprano; Alexander Gray, romantic baritone, with a 
male chorus and a large orchestra conducted by Nicholas 
Kempner, noted director of Broadway musical productions. 
The programs, heard each Thursday from 8:30 to 9:30 
P. M. eastern standard time also present notable guest 
speakers drawn from public life, and dramatized incidents 
of American history. 


pS -— 


J. P. Ward Addresses Young Business Men in 
Iowa City 

At the meeting of the Iowa City Junior Chamber of 
Commerce in the Jefferson Hotel, Iowa City, Iowa, on 
February 20, James P. Ward, president of the Shipman- 
Ward Manufacturing Company, Chicago, was the prin- 
cipal speaker. Mr. Ward’s subject was “Choosing a Voca- 
tion.” His address was based on the study of character 
analysis as it is used to determine the qualifications and 
weaknesses of persons. 

Arrangements for the talk were made by Hugh Williams 
of the Iowa Supply Company, lowa City. 




















You'll never know what real strength, 
stamina and guts in collapsible cor- 
rugated board cases are—until you 
examine and test a TRANSFILE. 


Steel reinforcement of all vertical and 
horizontal edges (front and rear) of 
the outside of the case—angle wire 
corner reinforcement—inset back— 
and unusual drawer strength—these 
are the elements that put the guts in 
the SUPER-TEST TRANSFILE. Only in 
TRANSFILE can you get all these essen- 
tials. 


Now steel roller bearing drawer sus- 
pension in the SUPER-TEST offers a 
new standard of efficiency. File draw- 
ers operate smoothly and easily re- 
gardless of the load. 


No wonder collapsible corrugated 
board file users are swinging to 
TRANSFILE. 

Write for a free sample at once! 


TRANSFILES ARE MADE IN TWO STYLES 
SUPER-TEST and REGULAR 





GUIDE SYSTEM & SUPPLY CO. 


335 CANAL ST., NEW YORK 





Manufacturers of GUSSCO—the Complete 
Line of Filing Folders for every system— 
Index Cards—Index Guides— 
Pressboard Guides—Metal 
Tip Guides—Celluloid 
Tip Guides and 
Folders 


W 
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A proposition that will add sales 


and earnings for specialty salesmen 


CROWN 


RIBBONS & 
CARBONS 


Typewriter ribbons and carbon paper are ofhce 
supplies of most regular demand, sold all the 
year ‘round. They are particularly excellent 
merchandise for the bank stationery and print 
ing salesman, the filing supplies man with an 
established business, the mechanic-salesman 
with regular othce machine service contacts, or 
tor other sales representatives who have devel 
oped a trade with other othce lines 

The quality of CROWN ribbons and carbons 
and the wide variety of the line, furnishing 
the exact grade and weight for any modern of 
fice requirement, makes this ideal for the 
salesman whose trade values his counsel and 
SETVICE Men have come into almost instan 
taneous success with the CROWN line be- 
cause of the standing they had with their trade 
and the very superior service that CROWN 
had to oftet 

We recommend CROWN Ribbons and Car- 
bons and will be pleased to go into the propo 


sition in detail, on request 


CROWN RIBBON A 
CARBON MFG. CO. 


722-790 St. Paul St.. Rochester. N.Y. 


Making Good Impressions for 
More than a Quarter Century 
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Sanger Takes Oxford Representation for 
New England 

Frank E. Sanger, who has traveled the New England 
states for more than twenty-five vears in the stationery 
and office equipment trade, has been appointed New Eng 
land representative by the Oxford Filing Supply Company 
of Brooklyn. Mr. Sanger will assist Arthur Petersen, who 
has been covering the New England states and other ter- 
ritory for a number of years. Mr. Petersen will continue 
to have his headquarters in Philadelphia while Mr. Sanger 


will reside at Winthrop, Mass. 


i 


William E. Ward Heads New Firm 

William E. Ward announces that he is no longer con 
nected with the house of Brewer-Ward, Inc., New York 
City, but has organized William E. Ward Company, Inc., 
stationers, printers and engravers at 113-115 Cedar street, 
New York City, where John Ward & Son, Inc., were lo 
cated for twenty-five years. 

William E. Ward will be the directing executive and 
with him will be associated the following personnel of the 
John Ward & Son organization Frederick Diem, Louis 
\. Kummel, Myron A. Stein, Harry R. Pool, Frank A. 
Benedetto and Misses A. M. Olson and Mina Krickel 


— - 


Pe) oe are a 





MISS JENNIE KONDRASKY, BLIND STUDENT OF STAMFORD, 

CONN., WHO CAN OPERATE A ROYAL TYPEWRITER AND RUN A 

SWITCHBOARD Miss Kondrasky writes seventy words per minute on 

a regular keyboard She is a graduate of Weaver high school in Hart 

ford and is ambitious to become a secretary in the commercial field 
despite her handicap 


a 
Autry Heads Cooke & Cobb Sales Department 


Jack N. Autry has been appointed general sales manager 
of the Cooke & Cobb Company, Brooklyn, N. Y., pioneers 
in the production and distribution of expanding specialties. 

Mr. Autry will continue to cover the Southwest and West 
Coast territories twice a year, and will contact and assist 
the following members of the Cooke & Cobb Company’s 
sales force in their respective territories: W. I. Mackey, 
Middle West; E. C. Clifton, the South; J. T. Hope, the 
East, and A. C. Middleton, New York City 

— 


Geo. S. Parker Touring South Seas 
George S. Parker, chairman of the board of The Parker 
Pen Company, enjoyed a voyage to the South Seas in 
February He drove his car to San Francisco, and em- 
barked on a vessel which took in many points of interest 


in the South seas of the Pacific Mrs. Parker visited with 


her daughter in Canada while George S. was voyaging 
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Insure 
Your Profits 


The Modern Stationers’ Price Book Serv- 
ice gives you CORRECT prices at which 
to sell your merchandise, whether in units 
or in quantities. 

These recommended prices allow you a fair 
and reasonable profit, based on the cost of 
doing business and on current manufac- 
turers’ prices. 

Dealers in all parts of the country are using 
this Service to an invaluable advantage. 
Many are equipping each salesman with a 
copy of the Price Book so that instant 
quotations (and correct ones) can be made. 


Prices Kept Constantly Accurate 


New pages for the book (it is in loose leaf) 
are sent to subscribers whenever new prices 
or changes are announced by manufacturers. 
This Service takes the place of costly, cum- 
bersome individual price systems and sup- 
plements the difficult to handle catalog file. 
The cost is only $12 a year. A copy of the 
Price Book will be sent on approval to 
those sending payment for one year’s sub- 
scription—this deposit to be returned if 
the book is not entirely satisfactory after 
5 days’ examination. 

If you are not now using this Service find 
out why so many other dealers are so 
enthusiastic about it. 


Modern Stationers’ 
Price Book Service 
250 Fifth Avenue New York 














QUALITY 


IS NOT AN ACCIDENT 





Take Gem Clips, for instance 


The care we exercise in producing this 
popular clip, not only from the stand- 
point of forming and packing, but in 
every process to which it is subjected, 
beginning with drawing the wire from 
the steel rod, represents an extra value 
and insures greater customer satis- 


faction. 


That snappy spring and brilliant 
finish that are consistent features of 
our **Monarch”’ Gem Clip didn’t “*just 
happen” but are “built-in” thru the 
operations of drawing and plating, 
where the groundwork is laid for per- 


fect paper clips. 
ALL of these operations take place 
in our Chicago plants under our own 


The 


exclusive 


supervision. effect of such ex- 


ceptional and facilities is 
bound to be reflected in the finished 
product. 


SPECIFY 
“MONARCH”? GEM CLIPS 





Write for dealers price-list No. 3134 B, illus- 
trating and quoting our complete line of 


paper clips, bank and adamantine pins, brass 


fasteners, staples and thumbtacks. 





Vail Manufacturing Company 


1752-58 East 75th Street 
CHICAGO, ILL. 
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You just can't 
so wrong on a 


MASTER GRADE 


UNDERWOOD 


There are a dozen 
reasons why. Write 
Wholesale=-we ll tell you. 


THE WHOLESALE TYPEWRITER COMPANY 


FACTORY and GENERAL OFFICES—155 SIXTH AVENUE, NEW YORK, U. S. A. 
CABLE: SALETYPE, NEW YORK 























Tosell desks, featureanewand different 


DESIGN 


Just as the sun awakens the world, so does new. 





No. 329 of the new 300 EDCO series: heavy walnut 
veneered tops with moulded edges, beveled drawet 
fronts and high grade hardware distinguish this group. 


intriguing appearance awaken interest and de- 
sire in the business man in need of a new office 


desk. rhe old, commercial square cut models Made in 60, 52 and 42 inch flat top, in 54 and 42 inch 
don’t do; business people want color and move- typewriter desks, a 60 inch pedestal typewriter desk 


ment in their office interiors, and the style of and a 60 inch table. 
furniture that fits in. The EDCO line includes 
many of these flashing, eye taking designs that 


you can sell regularly and frequently. Why not E Vansv | | e D es k A om p an y 


begin the action now—catalog awaits your 


inquiry. EVANSVILLE, INDIANA 
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Koch Brothers Remodel Des Moines Store 

Koch Brothers, printers, stationers and office outfitters 
of Des Moines, Ia., recently completed the rearrangement 
and remodeling of several departments of their store. The 
new arrangement puts “everything in sight.” A glance at 
the general view of the store here shown will suggest some 
of the details of the new arrangement. The sales depart- 
ment, shown in the lower picture, has been relocated for 


easy accessibility to all departments. 





TWO VIEWS OF REMODELED PORTIONS OF KOCH BROTHERS’ 
STORE IN DES MOINES, IOWA.—The upper picture is a general 
view. The lower illustration shows the sales department 


The company has recently added two new employees to 
its general office force, and has still further increased its 
staff by the appointment of Henry Kahnert, a printing 
salesman, and Edmund Millar, formerly with the Ace 
Stapling Machine Company. Mr. Millar recently returned 
from England. 

B. J. Brisvoll, vice-president of Koch Brothers, informs 
us that the Board of Directors in February declared the 
regular dividends. He says that business is much better, 
January having been an excellent month. 

sales : 

Willis Takes Hanson Company Line in Boston 

Walter C. Willis, 397 Commonweal!th avenue, Boston, 
who has represented the George C. Whitney Company line 
of Christmas cards and valentines for twenty-six years in 
the New England territory, has recently added the line of 
J. L. Hanson Company, manufacturers of scrap books, 
albums, etc., Chicago 

——— 
Greetings to David Wilson Frey 

Mr. and Mrs. Arthur Frey announce the arrival of David 
Wilson Frey, born at Christ Hospital, Cincinnati, January 
31. Mr. Frey is assistant general sales manager of the 
Globe-Wernicke Company, and has a host of friends in the 
trade, particularly in the Middle West, who will be pleased 


to learn of the addition to the Frey household 
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Enter Quality! 
Exit Price 


Questionable merchandise—the inevitable result 
of cut prices, is on the way out. Everyone wants 
to see the end of bad bargains—a return to hon- 
est quality, fairly priced. The stage is set for a 
quality come-back. 


The Cesco Line—identified always with quality 
products—offers a range of Binders and Forms 
supreme in its field— 


HERE ARE 
SOME LEADERS— 


| THE MOST COMPLETE RANGE 
|| OF VISIBLE RECORD 
EQUIPMENT. 


A FULL LINE OF HARD COVER 
BINDERS—PRACTICALLY 
LIFE-LASTING. 


NEW TYPES AND STYLES OF 
CATALOG AND ADVERTISING 
COVERS. 


PERMANENT TRANSFER 
SYSTEMS, APPEALING TO THE 
LARGER BUYERS. 


MACHINE POSTING EQUIP- 
MENT OF UNIQUE DESIGN. 


—AND BINDERS AND FORMS 
FOR EVERY BUSINESS NEED. 








EXCLUSIVE AGENCIES 


To established dealers we offer a most attractive 
proposition. Liberal discounts and the fullest 
co-operation. Send for Catalog and details. 


THE C. E. SHEPPARD CO. 


4401-4429 Long Island City 
Twenty-First Street (Gah) New York 
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CARBONS 
and RIBBONS 


New Packing 


Greater Protection 


More Convenience 
AND THE 


Same High Quality 


Dealers can now offer their trade 
better service with the Bucki line 
of carbons and ribbons. 


The new Bucki Economy “‘Slip-a- 
Sheet” carbon box is a real aid to 
carbon Economy and effi- 
ciency in the use of this innovation 
will be instantly recognized. 


Now 


sales. 


the incomparable ribbon 
Bucki Supreme Brand—can be had 
in a new sealed airtight box—pos- 
itively protected against deteriora- 
tion. Always “fresh” never “dried- 
out,” an asset to both dealer and 
consumer, 

Samples will be gladly sent to in- 
terested dealers. They are also in- 
vited to ask about the Bucki plan 
to increase carbon and ribbon sales. 


THE BUCKEYE 
RIBBON & CARBON CO. 


1458-1468 East 55th St. 
Cleveland, Ohio, U.S. A. 
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Andersen Takes West Coast for Bankers Box 
Company 

Al Andersen, known to stationers in eleven western 

states for many years, has been appointed western repre- 

sentative for the Bankers Box Company, Inc., manufac- 

turers of Liberty storage filing boxes at Chicago 


Until April 1, 


1933, Mr. Andersen was a partner in the 











AL ANDERSEN 


firm of A. L. Jones, Inc., San Francisco. At the present 


time he is “on his own,” handling several lines in addition 


to Liberty boxes. 
Mr. Andersen makes his headquarters at the Hayward 


hotel, Los Angeles 
—~> 
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TWENTY UNDERWOOD TYPEWRITERS, SOLD BY DODWELL 

& COMPANY, LTD., UEF REPRESENTATIVES IN SHANGHAI, 

CHINA, TO THE CHINESE GOVERNMENT, MINISTRY OF 

COMMUNICATIONS.—The picture was taken just before the 
machines were shipped to Nanking 


—> 

Salem Typewriter Man Injured in Accident 

B. B 
was painfully 
when his automobile was struck by a Southern Pacifi 


Boylan, a typewriter salesman of Salem, Ore., 


injured on the afternoon of February 9 
train. Mr. Boylan’s car was dragged fifty feet and prac- 
tically demolished, but he escaped with only a wrenched 


back and some bruises 


——~> 

Scripto Adds to Sales Organization 
Che Scripto Manufacturing Company of Atlanta, Ga., has 
Pratt, 


who will represent Scripto exclusively in Virginia, North 


recently added to their sales organization H. M 


and South Carolina, Georgia, Florida, Alabama, Mississippi, 


Tennessee, Arkansas, Louisiana and Texas. 
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HERE IS 
THE KIND 
OF DESK 
THEY ARE 
BUYING?! 






No. 665-A 





The 60-inch desk 
from a new series in Wainut. 





Business is better! Reports from all parts of the country 

clearly show that purchasing-power has been effectively 

wtoommer restored—that customers are again spending money for 
worthwhile office furniture. . . . In the widespread renewal 
of buying, Imperial Dealers hold a distinct advantage 
because Imperial desks, tables and matched suites are the 
type of merchandise that customers want this Spring . . 
The No. 600 Series is a typical Imperial value, built up to 
Imperial’s usual high standards. Genuine Walnut exteriors, 
clean lines, lots of eye appeal! Yet popularly priced to 
bring you quicker profits. . .. Write today for complete 
information. Be prepared to get your share of new business. 














INSIST 
on the 
BEST 


for 


1930 





T pays big dividends in consumer confidence, 
to have the calendars that your customers know 
are standard. 


Thirty years of excellent service and unswerv- 
ing loyalty to an ideal of quality have built this 
reputation,—it becomes your silent salesman the 
moment you display the Defiance line. 


. The Ho use of Service’ , 


“> DEFIANCE © q 


Sales Corporation 






Stationers’ Glass» 


72 Spring Street 


Hardware and Specialties 


New York, N. Y. 























IMPERIAL 
DESK 
COMPANY 


Evansville, Indiana 









Leaders for over 30 years 
“Imitated but never equalled!” 





“Perfection 
Daily Reminder” 





Ne. 50 “Perfection” also 
Nos. 20 and 40 “DESKAID,” 
same except for spacing of 
arches. 
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“Kconomy 


standard UHL quality 
light ... strong... rigid 





UFiL 


sells for less only 
because they are 
all steel and more 
simple in design. 


FIRST and LAST, 


truly economical 





WE DO OUR PART 


Dealers report 
office machine 
low price. 


No. 


8918 ECONOMY 


enough to give 
ditions. 





alone. 


+ 
U I | L steel office furniture: “*Posture-Chair,”’ 


“Little Dandy” file 
trucks, etc., are recognized first quality and in regular 


the first outlay 


stands, stools and tables, vault 


demand. Office equipment dealers find them profitable 


for display and stock. Catalog and details on request 





9 


This demand is for equipment 
of genuinely low price 
In suc 
mend any equipment on the basis of price 
Any sts 
after a short pe 


construction is by far the important factor 


THE TOLEDO METAL FURNITURE CO. 


1546 Hastings St., 


Typewriter Stands 


No. 
No. 


8925D 
8931D—16x31 
ECONOMY 


16x25 





To provide for this demand, we intro- 
duced the L, Economy stands. They 
are of the same durable construction as 
other UHL products, the lower cost re- 
sulting from simpler construction alone 
Economy stands can be depended upon to 
serve as long and as well in their way as the 
most expensive office machine stands on 
the market. Dealers who are faced with a 
demand for lower cost equipment are in 
vited to send for details and prices of the 
Economy line Beware of imitations 
Look for “UHL name plate before you 
buy 


more frequent calls for 
stands and small tables at 


something durable 
years of use in service con- 
h cases it is risky to recom- 


and that must be replaced 


riod is too costly, whatever 
might have been. Durable 


TOLEDO, OHIO, U.S.A. 















POSTAL 
SHIPPING 
AIR MAIL 


Sint 


Make Your Postal 
Scales Department 
PAY — Let Hanson 
Ideas Show You How 














F COURSE you want to 
handle a highly efficient 
finely constructed line of scales 
means Hanson scales. 
shelves do not fulfil their purpose 


that 
But scales that remain on your 
there must be a sati- 
isfactory volume of sales to make their handling profitable. 


and of course 


Hanson service does not stop at mechanical perfection. 
There’s a tried-and-proved merchandising plan available 
to all Hanson dealers. It will enable you to make your 
scales department one of the most satisfactory activities 


of your business. Write for this plan today. 


HANSON SCALE CO. 
N. Ada St. Chicago, Ill. 


525 




















A REAL SPRING LEADER ! ! 


Here’s the leader for your spring sales 
—new 12 inch map, accurate in detail 






and up-to-date—new heavy cast semi- 
With a modern metal base 






meridian. 
durably plated in statuary bronze. 


IT RETAILS AT $3.95 
WEBER COSTELLO CO. 


Manufacturers for the Trade Only 
CHICAGO HEIGHTS, ILL. 
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Carter’s Stamp Pad Is Retired with Honor 

F. F. Harris, Chicago 
pany, has on his desk a veteran stamp pad that has been 
For two years Mr. Harris used this 


manager for the Carter’s Ink Com- 


retired from service 
stamp pad without adding any ink, making from 250 to 
Those mathematically inclined will 
a total of between fifty 
And the pad still has enough ink in 


300 impressions a day. 


figure that out to be and sixty 
thousand impressions 


it to make legible impressions. 


RESTAURANTS 





INSTALLMENT 
| Houses 





\" 
epee 


SAVES Vauut spACE >” 
a | 


A RECENT BOORUM & PEASE “HELP”? FOR DEALERS.—The 
above poster is part of the plan of the Boorum & Pease Company, 
New York, N. Y., to provide practical, sales-creating help for in- 
dividual stationers. The Bing speed binder is declared to help ma- 


terially in creating profitable trade. This is used in combination 
with accounting forms correctly developed to meet the needs of 


Notwithstanding the fact that the 
Bing sells at a moderate price, it will hold one hundred sheets 
without posts projecting through tubes The selling points are 
hooked up with a campaign of direct advertising for the dealer's 
benefit 


every busin+sss and profession 


tie 


Seattle Typewriter Dealers’ Association Active 
\t 
Moore named 
Wayne Haines, 
B. Pittelkau, and 
Sales Prices—L. H 


initial weekly meeting in January, President 
the following committeés 
Chairman; J. N. Anderson, H 
Wells. Schedules-Repairs- 
Grunden, Chairman; H. O. Harvey, F. 
L. Chase, C. C. Charles, J. B. Halliday, A. J. Houle, and 
L. C. Griffiths. Entertainment—E. L. Goss, Chairman; K. B. 
DeRango, and F. G. Fink. Publicity—James C. J. Martin, 


Chairman; L. Roper. Adjustment—L. W. Walker, Chair- 


the 
Membership 
H. 


Hinton, 


Geo. R. B 


man; Harry McDowd, R. F. Albano, and F. J. Filz. At- 
tendance—Jack R. Thomas, Chairman; H. Rosen, R. J. 
Harris, and L. M. Hanes. Executive—U. G. Moore, Chair- 
man; D. H. Johnson, Wayne Haines, L. H. Grunden, E. L. 
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$°2 00 


RETAIL 


Made in the United States 















— oo 
Reg. U. S. Pat. Off. 


®The little stapler that does a big 
job ... and how you have wanted 
a small, capable BABE like this 
one, that you could sell at such a 
popular price! 


SIMPLE ... PRECISE... MECHANICALLY 
PERFECT 


* 
REMARKABLY STURDY 
* 
LAST WORD IN DESIGN AND FINISH 
e 


ABSOLUTELY CLOG-PROOF WHEN 
[SED WITH GENUINE BABE STAPLES 


®The rich, lustrous finish of the 
BABE makes a great first impres- 
sion, which is well borne out by 
the thoroughness and long-time 
faithful service of this light, husky 
little expert workman. The low 
price, in view of BABE’S all-round 
value, is really sensational ... and 
you should see how the trade 
EVERYWHERE has responded to 


our first announcements! 


Send a trial order al 
once. Also ask for de- 
tails of our sales plan 
and dealer helps. 


PARROT SPEED FASTENER CORP. 
363 Broadway. New York City 
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THE NEW [beat NO. 33 


SHER 















Shipped K. D. in 
heavy fibre car- 
ton; shipping 
weight 16 to 18 
Ibs. Easily as- 
sembled in 5 
minutes. 


Height 26 in.; 
table top 17% 
in. by 14; shelf 
12x14. Rubber 
tired. casters on 
rear legs, rubber 
feet on front 
legs. 


Wood tops and 
shelves in oak, 
walnut or mahog- 
any finishes; steel 
frames with black, 
green, brown or 
maroon “baked 
on” enamel, 
Made of electric welded steel tubing, in design and construction 
similar to the thousands of Sherman Manson stands that have 
been in satisfactory service more than 25 years. In appearance 
and sturdiness without equal in its price class. Side members 
are welded, not merely bolted or secured with slip joints so 
commonly used in inexpensive stands. 

Responsible dealers may order sample stand for examination 
with return privilege. 


Sherman-Manson Mig. Co. 
621-631 8S. Kolmar Ave. Chieago 





WE DO OUR PART 
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Goss, James C. J. Martin, L. W. Walker, and Jack R. 
Thomas. 

Twenty-five members were enrolled, out of a possible 
twenty-eight on Feb. 1, according to a report read by Chair- 
man Wayne Haines of the Membership Committee. The 
organization approved a proposal that all dues unpaid pre- 
1934, be written off the books. Dues 


were set at $1.25 per month for those who did not belong 


vious to January 1, 


to the Seattle Chamber of Commerce and 25 cents per 
month for Chamber members 
Membership cards, serially numbered, were distributed 


at the February Ist gathering 
On January 9, Lyle Goss, chairman of the entertainment 
committee, outlined in detail the progress made at the Uni 
versity of Washington with the new revised Dvorak key 
board, 
Treasurer Johnson submitted an annual report disclos- 
ing a fair sum of money in the treasury. 


A letter from Mr 


problems confronting the dealers’ association in that city, 


Ames of Chicago, which outlined the 


was read to the local members at a January meeting 
\ suggested minimum schedule for service charges was 


adopted.—] CJM 


i ae 





ROYTYPE CUSHION KEYS IN NEW KEY CAP BOXES.—tThe illustra- 
tion shows how the Royal Typewriter Company, Inc., is putting up its line 
of cushion keys in attractive boxes designed in modern style. These boxes 
are handsomely lithographed in colors 
=~ | 
Pelouze Issues New Pocket Size Postal Scale 
Catalogue 
[The Pelouze Manufacturing Company, 232-42 East Ohio 
street, Chicago, has just issued a twelve-page vest pocket 
size catalogue of postal scales. The inside cover of this 
booklet bears a likeness of the 
regarding the new 


Pelouze factory building, 


faced by a statement Duotone finish 
for Pelouze together with 
in design and construction. Mention is made 


Fast Mail beam scale for air mail; 


scales, several improvements 


on succeed- 
ing pages of the new 
the new Victor scale in two sizes to weigh two pounds and 
four pounds by ounces; the Crescent scale having enclosed 


sides: the new Columbian scale also with enclosed sides, 
registering the exact amount in cents required for all mail 
Other scales listed 
Mail and 


Parcel 


matter, including rates by zones, etc 
include the National, new Victor, Commercial, 
Express, Fast Mail, Standard, No. One and No. Two 
Post and No. Post 


sensitive and accurate and the line covers parcel post scales 


Five Parcel These scales are very 
for every purpose from fifty pounds capacity down to one 
pound. 
It is to 
are now entirely enclosed 


all without increasing prices. In 


be noted that the Crescent and Columbian scales 
New, modern bases have been 
added to several scales, 
addition to the new Duotone finish, the following scales are 














MARCH, 1934 


PROFIT 


PLUS 
TURNOVER! 

















COPYMASTER produces up to 200 
copies, printing four colors at 
one time—Paper does not curl— 
No ink smear—Yet, it retails at 


ONLY $18.50 
WRITE FOR DEALERS DISCOUNT—IT WILL AMAZE YOU 





STICKONS 





Whenever you sell loose leaf 
sheets, note books or binders sell 
a package of Protex Stickons—the 
better gummed linen reinforce- 


ments. Loose leaf users know 
their value—there is always a 
lively demand for them. 

Protex Stickons are absolutely 
uniform and satisfactory for they 
are made by full automatic 
machinery. 

The price is right. The quality 
excellent. Your profit is assured. 
Order a supply right now! 


BROOKLYN, N. Y. 


Kuac. 
ONE MAIN STREET 


We will print your own imprint 
free in orders of 10,000 carton lots. 
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TRI-PLY 


Even in distant 
China No. 399 Tri- 
Ply is recognized 
as the world’s 
standard typist’s 
eraser. A _ center 
layer of soft gray 
ink eraser — outer 
layers of soft red 
rubber for carbon, 
pencil and 
smudges. 











Because Tri-Ply, 
made by Weldon 
Roberts, America’s 
Eraser Specialists, 
will erase anything 
from heavy 
Chinese writing to 
stubborn type- 
written impres- 
sions and pencil 
marks. 








A “Bera 


Tri-Ply sells itself repeatedly. It 
is asked for universally 
by name by customers 

who will accept no 
other. It holds its 
world-wide pop- 
ularity by its 
superiority of qual- 
ity. Be sure you 
have a liberal stock 
on hand always. 


WELDON ROBERTS 
RUBBER CO. 


America's Eraser Specialists 


Newark New Jersey 











Lorrnact mirtaker in any Danguage 
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MONOCHROME 


A Moderate Cost Fountain 
Pen with new features and 
better quality 


DEALERS WILL SELL IT 
AND PEOPLE WILL BUY IT 


Because 


Large ink supply, visible 
reminds you to refill when 
required. Leak proof—no 
inky fingers or stained 
clothing. Self cleaning, 
no rubber sac, no lev- 
ers a most nearly 
toolproof pen 


See 
this new 
Monochrome 


BUILT TO 
A HIGH 
STANDARD OF 
QUALITY 


nye 81 4 


MONOCHROME 
PEN COMPANY 


961 Montana St., CHICAGO 








The “GENERAL” 


Stapling Machine 





Not just another stapling 
machine, it’s really different. 
America’s Guaranteed clog and jam 
proof. Special guarantee 
Best against service charges to 
users of General Inter- 
changeable Staples—ma de 
especially for use in General 
and other standard stapling 
machines. For BEST results 
use GENERAL STAPLES 
every core tested before 
packing. 


Chas. B. Russell, Inc. 


Sole Distributors - U.S. A 


88 Broad St., Boston, Mass. 


30 Church St., Room 511A, New York City 

















THE MARK OF QUALITY 


METAL 


STANDS 
for office 


machines 
Add Value 


by increasing 
availability 


There is a TUSCO 
Stand for practically 
every office machine, 
of construction and 
finish unexcelled 
The Universal is of heavy frame, has 
3-inch casters and provides a steady, 
secure base easily moved, for the 
heaviest machines. Nos. 101 and 
102 are of lighter framing for cal 
culators, typewriters and books 
two casters, two rubber feet. Fur 
nished with or without drop leaves, 
either or both sides. 

DEALERS: Profit by standardiz- 
ing on TUSCO—good quality, wide 
variety, prompt shipments Liter- 
ature and prices on request. 


Tubular Specialty Mfg. Co. 


1940 Stanley Ave., Detroit, Mich. 
REPRESENTATIVES 

Typewriter Circle Co., 359 Broadway, New York 

C. EB. Ritter, 2451 BE. 78th St., Chicago, Ill. Phone 

Regent 1110 





















offer the dealer 


grade service 


and prestige 


So close to the office equipment and commercial station- 
ery dealer are the functions of the typewriter ribbon and 
carbon sheet in writing and copying business records, 
that if he does not sell them, he is missing profitable 
business. Or, if he continues with a line of inferior 
quality, he falls short of insuring customer satisfaction. 
To those knowing the profit possibilities of Quality 
Carbons and Ribbons, we suggest “LITTLE” brands 
for forty-four years the standard of comparison. We 
cooperate closely in matters of special service and can 
help build up a really successful ribbon and carbon 
department. We welcome inquiry. 


A. P. Little, Ine. 


ROCHESTER, N. Y. 
New York Office: Bible House, 
Astor Place 





LITTLE 


Carbons & Ribbons 


a reputation for high 


and an opportunity 


to increase earnings 
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attractively finished in gold bronze: Crescent, Columbian, 
National, Fast Mail and Standard beam 

Che company suggests that in ordering scales, the dealer 
specify assorted finishes, some in Duotone and some in gold 
bronze ————— 

R. Leonard Nelson Joins Diehl Staff 

R. Leonard Nelson, has joined The Diehl Office Equip- 
ment Company, Columbus, Ohio, as assistant general man- 
ager. He had been connected formerly with The Colum- 








R. LEONARD NELSON 


bus Blank Book & Manufacturing Company, where he was 
manager of the retail division over twelve years. He has 
had a wide experience in the office equipment and supply 
fields. Mr. Nelson is married, and has three children. 
eee ee 
A Successful Leather Goods Drive in January 

Contrary to the accepted idea that leather goods cannot 
be sold in as large volume in January as in the period im- 
mediately preceding the holidays, the Marshall-Jackson 
Company, Chicago, successfully conducted a sales cam- 
paign in leather items during the latter part of January 
and the first part of February. Sales during the post-holi- 
day campaign equalled the volume of the pre-holiday 


period. 








MARSHALL-JACKSON COMPANY'S LEATHER GOODS WINDOW 


\ window display was the central feature of the cam- 
paign. The selling price of each article was distinctly indi- 
cated. The drive was to sell leather goods at regular prices 
and with a consequent good margin of profit. 

On January 20 the window was trimmed and a store dis- 
play tie-up was arranged \ “step-like” rack was placed 
near the wrapping counter and cash registers. Supplemen- 
tary displays were arranged in the immediate areas and a 
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VARITYPER 
SAVES 


the cost of typesetting for photo- 
offset printing; whether you ‘prepare 
the copy to be printed by a photo- 
offset printer or do the printing in 
your own Office Varityper will save 
the cost of Llypesetting. 


60 Type faces available 


There are sixty sizes and styles of 
type, spaced tosuit the desired area 
ofaparticular job; with italics and 
bold face for contrast makes Varityper 
a composing machine which is as im- 
portant to offset printing as the 
typesetting machine is to letterpress 
printing. 


Originates Copy 


If you own or buy a Multi-Lith or 
Rotaprint the addition of a Varityper 
will give youacomplete office print- 
ing plant so that you can create work. 


SEND FOR SPECIMENS OF VARITYPED RE- 
PRODUCTIONS ON THE MULTI-LITH OR 
ROTAPRINT. COMPARE THEM WITH OR- 
DINARY TYPED SPECIMENS. YOUR OWN 
JUDGMENT WILL SHOW YOU THE DIFFER- 
ENCE. 








This Ad was 
completely written 
on VARITYPER 


Ralph C. Coxhead Corp. 
17 Park Place, a. Ve 


VARITYPER oiviston 


DEALERS I PRINCIPAL CITIES OF THE WORLD 


dd dd ed 
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“FUL TON: 


A BIG NAME in the 


**Recovery Program” 









FULTON 


All through dull times 


DATERS. STAMP PADS and 
NUMBERERS necessary, slaple 
items-—-were among the most de 


) pendahble sellers for dealers. Now that 

/ Recovery is definitely under way 
you will find these consistent selling 
FULTON items leading the parade 
of profits 


FULTON DRI-AWIK STAMP PADS 
FULTON and SERVICE DATERS 
NUMBERERS 

SIGN and CHART MARKERS 
RUBBER STAMP TOY SETS and 


» rer . 

PRINTERS 

all these should now be stocked by vou, in in 
creased quantilies, withoul hesitation. SEND 


IN YOUR ORDER NOW or write for in 


formation on the tems which interest you 
FULTON SPECIALTY CO. 
ELIZABETH, N. J. 
Sales Office: 
200 Fifth Ave., New York City 














PRONTO 


COLLAPSIBLE STORAGE FILES 








Pronto files have the appearance of regular olive 


green steel cabinets. Use Pronto Stackers for 
“Building Up.” 


Dealers who stock Pronto Files are assured S 
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of a profitable repeat business. Send for a 
Si sample. You will then understand why 
izes . 
Pronto Files are so popular. f 


PRONTO FILE CORP., 636 Broadway, NEW YORK 
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large display of zipper and brief cases was placed on coun- 


ters at the rear of the store Che leather goods items dis- 


ylaved included brief and zipper cases, zipper ring binders, 
PI PI 


IK Ids, key 


diaries, and Line 


wallets, bill containers, memo books, address 


books, five-year a-Day Diaries, writing 
portfolios, loose leaf memo and ring books, desk and fold 
card cases and others. Cooperating manu 
facturers were Frank Mashek & ¢ 
Goods Company, National Blank Book ( 


Jones Company, Enger-Kress Company, J. G 


ing desk pads, 
ompany, Quality Leather 
ompany, Wilson- 
\igner Com- 
pany, Stein Brothers Company and Buxton Inc. 

Che original intention was to conduct the campaign for 


At the end of that time sales of | 


two weeks eather goods 
were on the increase, resulting in an extension of the drive 


Window and 


sales continued at a gratifying pace 


for two weeks. store displays were rear- 


ranged and the 
The illustration on page 121 shows the display window 


after rearrangement. 





INTEREST 

Pome 
antz & Co. store in Philadelphia, is one of a number of displays 
specially built by Acco Products, Inc., for use by dealers who 


ACCO WINDOW DISPLAY CREATES UNUSUAL 
The Acco display shown herewith, in the window of the A 


feature the complete Acco line. It was first put on display in the 
Pomerantz window the week after Christmas, along with Acco fas 
teners, punches, clamps, folders, covers, stenobook holders and 
other Acco merchandise taken from stock Scheduled to remain 
for two weeks, the display was held over because of its unusual 
effectiveness for two weeks more, being shifted to one of the other 
windows of the store for the latter period In the new position it 
also over-ran its scheduled time. The display itself, mounted on a 
wood base, is of the three panel variety, but unconventional in size 
and shape. Attention is directed to the display by use of an inter 
mittant red traffic stop-light which is placed directly above the 
heading ‘‘Acco STOPS Careless Filing It is practically a complete 
demonstration’’ in itself, showing how filing mistakes and the loss 
of papers and time can be eliminated. Each point is completely ex 
plained and demonstrated by examples mounted on the display 
Various ways of binding with Acco devices are attractively shown 
and the entire display is an argument for the Acco slogan ‘‘Bound 
Papers Are Safe Papers.’’ A number of these displays have been 
constructed and placed in the various Acco sales territories, where 
sales representatives are made personally responsible for setting 
them up and servicing them If the experience of the Pomerantz 
and there is no reason why it should not be 

t of every 


store iS a criterion 
then the display will be effective in the stationery stor 
city 
a 

Malleson Visits Royal Home Office 
Theodore 4 
[Typewriter Company, In 
office from abroad. He will remain a fortnight or 


Malleson, foreign sales director of the Roval 


recently visited his company’s 


home 
more in conference with other executives, and will then 


return to Europe, where his activities are centered 
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INGENTO CUTTERS 


c 
sa o® = 
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NEW REDUCED PRICES 


Fully meet present readjustment conditions and 
will find ready acceptance in a wide market. 

A Size for Every Purpose 
Whether it be a small card or photo, or heavier 
materials, such as corrugated board, cloth, leather, 
rubber, sheet metal, etc., one or more of the eight 
sizes (6 to 30-inch blades) will do the cutting job 

perfectly. 

SEND FOR NEW PRICE LIST 

Manufactured Only by 
IDEAL SCHOOL SUPPLY CO. 
8316-83416 Birkhoff Avenue 


CHICAGO, ILLINOIS 
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OUTSTANDING QUALITY! 














Color that 
endures 


Fibre that 
wears and 


wears 


How important are these characteristics! 
You are known and judged by the quality of 
the merchandise you handle. 
line of typewriter ribbons and carbon papers 
builds reputation and attracts business in 








other lines as well. 


CODO settles the problem permanently, happily and 
Old customers prefer it because 
of repeated satisfactory experience. Unusually attractive 
containers simplify the task of winning new accounts to 


with substantial profit. 


your books. 


Codo Sells and Re-Sells 


The Codo Manufacturing Corp. 


New York 








and Carbons 


Coraopolis, Penna. 


A dependable 


Let it be Your Line of Ribbons 


Chicago 














GRAND RAPIDS 








WE AUTHORIZE YOU 
TO SELL 


NbofEut 


ON 10 DAY APPROVAL, 
NO OBLIGATION 
Ask some of your good 
to just try Neo-leum; and 
blotter pad. 
It's easy to make sales this way, and 
some nice installations will follow. 


lige 


COMPANY 


customers 
without a 





MICHIGAN 





FOR ALL TYPES 
OF TELEPHONES 


MOUNTINGS FOR 
ALL SURFACES 


LENGTHS FOR 
EVERY PURPOSE 


STYLES FOR 
EVERY PURSE 


It’s TRUE 
—that we never heard of a 
stationer who became wealthy 


by selling Burns Telephone 
Brackets— 


BUT 


—on the other hand, we 
never heard of a prosperous 
stationer who didn't sell 
Burns Telephone Brackets— 


SO 


—to insure your future pros- 
perity, look closely to every 
bit of business and— 


LOOK NOW 


—at your stock of Burns 
Telephone Brackets. We'll 
gladly furnish circulars for 
your entire customer list 
without charge. Write for 
them. 








Burns Telephone Brackets, Burns ‘‘Auto-Liner"’ 


AND OUT 
OF THE WAY 


Copyholder and other 


Burns Office Specialities are manufactured by American Electric Company 
and sold by AMERICAN AUTOMATIC ELECTRIC SALES COMPANY, 
1033 WEST VAN BUREN STREET—CHICAGO, ILLINOIS 








SENECA 


PENCILS 


A BETTER Pencil 


for dealers interested in PROFITS 
as well as QUALITY. Ask for 
Samples. 


Mohican Pencil Company 


(Formerly United States Pencil Co.) MANUFACTURERS 
PHILADELPHIA PENNSYLVANIA 
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¢SPOTSEALD 


ADDING MACHINE ROLLS 


\ 









@ SPOTSEALD e vane 


) 











Easy Opening —No Waste 


A DISTINCTIVE FEATURE 


Firmly wound—free from breaks and lint. 
Grades for every need—all standard sizes. 
WRITE FOR SAMPLE ROLL AND QUANTITY PRICES 


Rockwell-Barnes Company 
1511 West 38th Street Chicago 











CAPITALIZE~ 


“The Spirit of Wise Economy” 





No. 1161F 


When a prospect has firmly decided on 
buying a low priced desk, it becomes 
your duty to sell him the best value pos- 
sible within the limits of his budget 

Just any low priced desk would be poor 
business if you expect to hold his trade. 
To sell him an Alma Desk is good busi- 
ness because you know it will stand up. 


ey ALMA |DESK COMPANY 
» High Point, N. C. 


Wt 00 owe maT 























“KILIAN” 


Unground Ball Bearings for the 
Metal Office Furniture Industry 
(U. 8. Patent 1,782,622. Canadian Patent 324,059. Other patents pending ) 





All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any 
desired shape. (No soft stampings used whatsoever.) 
For cradle slides our ball bearings and rivets are in one 
unit for quick assembly. 95% of filing cabinet drawer 
slides in United States and Canada operate on “Kilian” 
unground bearings. Samples made to your specifi- 
cations. 


Kilian Manufacturing Corporation 


107 North Franklin Street Syracuse, New York 
































MARCH, 1934 


125 








BUSINESS OPPORTUNITIES 


Important to Manufacturers 


The following detailed inquiries, received direct from readers of Orrice 
APPLIANCES, are tangible business opportunities. 


Wanted Here at Home 


Catalogues on Office, Bank and Library Equipment.—J. D. LeBlanc, 
Inc., 321 St. Charles street, New Or.eans, La., wishes catalogues and 
price lists on the lines indicated The company was organized recently, 
and is interested particularly in items newly introduced to the field 


Catalogues from Stationery Manufacturers. 
printer, 32 West Girard avenue, Philadelphia, Penna., 
catalogues from manufacturers of stationery 

Catalogues Wanted at Detroit.-The Ace Business Equipment Company, 
166 West Jefferson avenue, Detroit, Mich., wishes to receive catalogues 
from manufacturers of office furniture, filing equipment, safes and other 
office equipment 

Export Sales Service Available.—C. P. Braschi, 1819 Broadway, New 
York, N. Y., offers his services as combination export manager for manu 
facturers in the commercial furniture and stationery flelds. He is in a 
position to handle a few accounts on the basis of commission and small 
monthly fee. At present he represents The Eagle Pencil Company in cer- 
tain overseas markets Mr. Braschi had been export sales manager for 
The Leopold Desk Company, and general manager of the International 
Office Equipment Corporation, traveling all over Latin America, Europe 
and the Far East 

General Lines for Mobile.—Alford’s Business Machines Service Com- 
pany, Inc., 53 Dauphin sireet, Mobile, Ala., wishes to secure representa- 
tion of manufacturers of office equipment, especially visible card records, 
files and special equipment. The company is interested also in locating 
a source of supply for replacement parts for National cash registers, Bur 
roughs adding machines, Monroe calculators, etc 

Mechanical Office Specialties for San Francisco.._Vincent & Company, 
104 Market street, San Francisco, Calif., wishes to get in touch with 
manufacturers of office specialties. Mark communications for the atten 
tion of Mr. C. W. Vincent 

Office Machine Lines for Boston.—-The Broadway Stationery Company, 
132 Summer street, Boston, Mass., wishes to take on one or two office 
machine lines. Mark communications for the attention of Mr. Abraham 
Bavley 

Office Supply Lines for San Jose. 
East San Fernando street, San Jose, Calif., wishes general office supplies 
lines. Mark communications for the attention of Mr. Lloyd A. Linabury 

Stationery Distribution for Illinois.—The Marvin Envelope & Paper 
Company, 439-45 South Clark street, Chicago, Ill., desires to take on a 
few additional items for the stationery trade 

Winchester Dealer Wishes Catalogues.—J. Gjerulff, 12814 North Loun- 
doun street, Winchester, Va., asks for catalogues and price lists from 
manufacturers of office equipment and supplies 





Barmach’s, stationer and 
wishes to receive 


Lloyd's Typewriter Company, 64 


New Enterprises 
Following are new concerns reported in further detail elsewhere in this 
issue. They offer possibilities of additional outlets for 
manufacturers in this field. 


Equipment Concern Opens at New Orleans.—-J. D. LeBlanc, Inc., 321 
St. Charles street, New Orleans, La., has been established to hand'e 
bank, office and library equipment Special interest is manifested in 
items new to the field 

Stationer and Printer at Philadelphia.__Bamrach’'s, printer and sta- 
tioner, has opened a store at 32 West Girard avenue, Philadelphia, Penna 


PENS AWD. PENCILS 


Chicago, tI!._-Tom Emerson, sales manager for The Conklin Pen Com- 
pany, passed through Chicago early in February, on his way to visit 
representatives on the Pacific coast 

Chicago, tll.—-Charles P. Schoen has been appointed sales manager by 
The Wahl Company He has been with the organization twelve years; 
the last year he was eastern sales manager 

Newark, N. J.—R. V. Maneval has joined the sales organization of 
A. W. Faber, Inc., covering New England 

San Antonio, Texas.—-The Paul Berend Typewriter & Supply Company, 
917 South Presa street, has added stocks of fountain pens and mechanical 
pencils to its stationery department. This company deals in various makes 
of new and rebuilt typewriters, radio sets, washing machines and me- 
chanical refrigerators 

St. Louis, Mo.—-S. C. McKee has joined the Ozark Pencil Company, as 
traveling supervisor of salesmen. He had been formerly with the Rite- 
Rite Manufacturing Company 

San Francisco, Calif.—Maurice I. Levine, president of the Reliance 
Pencil Company, New York, is booked for a visit to the Pacific coast. 

San Francisco, Calif.—Oliver Pierce, manager of the local branch of 
The Conklin Pen Company, reports that Tom Emerson is expected shortly 
on a visit. Tom was formerly manager of the branch, and is always a 
welcome visitor. 

Shelbyville, Tenn.—The Musgrave Pencil Company has been chartered ; 
capital stock, $200,000; incorporators—J. R. Musgrave, John Milton and 
J. B. Frierson, 

Toledo, Ohio.—The Conklin Pen Company shipped a truckload of foun- 
tain pens to Shanghai, China, several weeks ago. This was said to be 
one of the largest shipments of fountain pens ever exported to the orient 


ee od 
Lead Pencil Factory in Turkey 


Reports from Istambul indicate that a lead pencil factory is to be con- 
structed. The capital for this enterprise is to come from German and 
Turkish industrialists. The authorities have given their consent to this 
project 











?D0 YOU? 
Sell Typewriter Keys 






If you do, be sure to see a package of 


INTERNATIONAL 


COG000060609 





If you don’t handle typewriter cush- 
ion keys, send now for full informa- 
tion about this very profitable item. 





MUNSON SUPPLY CO. 3 
348 Hudson Street, New York City 

I want to know more about MUNSON 
Typewriter Keys. 
Name 


Address 


City 





























TEMPOGRAPH 


Simplicity—Speed—Silence 


ALL AMERICAN DUPLICATOR 


TEMPO AUTOMATIC INTERLEAVER 


For All Makes Duplicating Machines 


TEMPO STENCILS AND INK 
Bring Repeat Orders 


This is the line that has made money and increased 
business for hundreds of dealers the last three years. 


COMPLETE STOCK CARRIED IN 
Chicago San Francisco 
Seattle Los Angeles 


Write for Catalogue and Full Particulars 


MILO HARDING CO., LTD. 
1362 S. Hill St., Los Angeles, Calif. | 






































CGINS' 


colored 
DRAWING INKS 


In their COMBINATION of brilliancy, 
beauty and waterproof qualities, Higgins’ 
Colored Drawing Inks are far more ver- 
satile than any other type of art medium. 


THE COLORS: 


Carmine Yellow 
Brick-Red Indigo Orange 
Green Blue Vermilion 


Brown Violet Scarlet 


Also in General (Soluble) and Waterproof Blacks, Opaque White 


for a COMPLETE picture 


Graffco MAPTACKS 


and Nevtral-Tint 


CHAS. M. HIGGINS & CO., INC. 


271 Ninth Street Brooklyn, N. Y 





of your business, visualize sales, production, 
distribution, coverage, etc., with 


For quality, uniformity, and dependability, 
keen executives rely on Groffco for marking 
maps, plotting charts, etc. 


We stock Maptacks of many colors and sizes, 
and are equipped to produce special designs 
and shapes on short notice. Consult us on 
your problems involving the use of Maptacks. 

Graffco Maptacks are packed in a handy 
tray box, an exclusive Graffco feature. 

Dealers: Write us today if your stock of Map- 
tacks is low. 


GEORGE B. GRAFF COMPANY 


64 Washburn Ave. Cambridge, Mass. 
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TYPEWRITERS 


Augusta, Ga Robert S. Hightower, 322 Eighth street, has received the 
franchise for the sale of Woodstock typewriters 

Augusta, Ga W. B. Black has been appointed sales agent here for 
the Underwood Elliott Fisher Company He operates in conjunction with 
the Atlanta branch Assisting him are \ E. Forcher, salesman, and 
Hubert Browr mechanic and salesmar 

Chicago, I.-F. C. Snow, manager for the Underwood Elliott Fisher 
Company, made a trip to New York in February, accompanied by his wife 

Columbus, Ohio.—-The Typewriter Exchange has been chartered; cap 
tal stock, 250 shares no par value incorporators—John Kenny, ¢ A 
Bollinger, Lewis B. Weinacht 

Griffin, Ga.—John C. Ellis, 128 South Hill street, has been appointed a 
distributor by the Woodstock Typewriter Company) 








Joplin, Mo.--The Woodstock Typewriter Sales Company has moved fron 
319 Main street to 115 East Fourth street 

La Salle, tt.—-The Service Typewriter Company has been established 
at 225 Gooding street by John A. Stih 

Los Angeles, Calif..William ¢ Luff has joined the local branch of 
the L. ¢ Smith & Corona Typewriter Ine 33 South Spring street 

New York, N. Y.—-Fowler Manning, formerly associated with the L. ¢ 
Smith & Corona Typewriters In has been appointed director of a new 
division of the American Radiator Company rhe new division will de 


velop air conditioning systems 

Norristown, Penna.—-E. €C. Wick has established a sales agency for 
typewriters and adding machines, occupying a store space He had been 
a typewriter salesman for the Underwood at Philadelphia before embark 
ing in his new work 

Quincy, i J. B. Seizemore has undertaken the iweney for the Wood 
stock typewriter 

Princeton, tt..-The Johnson Typewriter Company has received addi 


tional territory for the L. C. Smith & Corona Typewriters In La Salle 
county has been added, with the exception of Ottawa, Streator and Men 
dota 

San Francisco, Calif. Dor tassett, formerly an accounting machine 


salesman for the Underwood Elliott Fisher Company at Los Angeles, is 
now handling a San Francisco territory 

San Francisco, Calif.—-The Sunset Typewriter Company has been opened 
in the Tilden Sales building by Herman E tickel Mr. Bickel was for 
merly with the Stone Typewriter Company 

San Francisco, Calif._-The Underwood branch explair that there is 
nothing exciting in the air unless it be that February business, contrary 
to form, is running ahead of the January business Aiso that the January 
business was greater than the December business ill indicating that the 
recovery is steady and inclined to be lasting 

San Francisco, Calif.._-Earl W. White, the genial manager of the Ames 


Supply Company here, explains that the joke is on ye scribe The latter 
was not on the inside of Masonic matters sufficiently to be impressed 
by the fact that Earl W. White, the editor, was sucl mply because Earl 
Ww White, Master of the lodge automatically takes supervision of the 
lodge bulletir only a few large lodges require a special editor for this 
service 

Seattle, Wash At the January meeting of the Seattle Typewriter 
Dealers Association the following officers were elected President, U. G 


Moore vice president, E. Lyle Goss; treasurer, D. H. Johnsor secretary 
E. N. Phelan. 

Springfield, Mass._-The Underwood Elliott Fisher Company branch at 
282 Worthington street, suffered a fire loss the night inuary 31 The 
fire was confined mainly to the service department rhe branch resumed 


yperations February 22 








ADDING MACHINES 


Chicago, Ill The Adding & Calculating Machine Exchange, conducted 
nany years at 26 South Wells street by Walter ¢ Lothrop, has moved 
to 32 South Wells street Increased space ind better display facilities 
prevail at the new location 

Oakland, Calif. Edgar B. Jessup has been elected president and gen 





eral manager of the Marchant Calculating Machine ¢ pany 

Peoria, Il1.—R. A. Dooley has joined the adding iwchine sales staff 
of the Underwood Elliott Fisher Company 

Portland, Ore Don Cassidy has joined the local adding machine sales 


staff of the Underwood Elliott Fisher Company 

San Francisco, Calif.—H. G. Nelson has been transferred from the a 
ounting machine division of the Underwood Elliott Fisher Company to 
the adding machine division 

Toledo, Ohio E. G. Wasserman has joined the local branch of the 
Underwood Elliott Fisher Company, in the adding machine division 








OTHER MACHIN E S 


Baltimore, Md The Baltimore Dictating Machine ¢ mpany has moved 
to 107 East Pleasant street, to permit the expansion needed by increasing 





business 
Chicago, Ill A. A. Ackley, formerly advertising manager for Ad 
dressograph-Multigraph at Cleveland, has become an advertising account 


executive for Burnet-Kuhn, Chicago advertising agency 
Chicago, Ill \ sales and service station and rebuilt cash registet 
salesroom has been established by The National Cash Register Company 


it 1990 North LaSalle street 
Chicago, Ill The General Business Equipment Corporatior 120 South 
Dearborn street, has been chartered to deal in ce ind business ma 
chinery, equipment and related supplies and accessories; capital stock 
100 shares ; incorporators——Henry Goldmar Anne Alpern and John Nelson 
San Francisco, Calif._.0. H. Davidson has returned from his trip to 


the Neva-Clog factory at Bridgeport, Con: ind reports that the business 
f 1933 increased generally as well as on the Pacific coast He went over 
plans for the 1934 trade with Frank R. Curtiss, general manager 

> 


Direct Mail Meet to Be at Boston 
rhe Direct Mail Advertising Association will hold its 1934 annual meet 
ng at tostor Mass the week f October 7 The eeting will be held 
Hotel Statler 











MARCH, 1934 





OTT 








WRENN SHOWBL 





Shows 
the 


Goods 








No delay 
no digging 
into stock drawers—the customer has usually made his 
selection before the salesman is free to assist him—all 
that is required is to slip out the number asked for, 
wrap them and ring up the sale. The Wrenn Balanced 
Assortment of blotters (stocked in connection with the 
Wrenn Showblott cabinet) includes a variety of twelve 
colors and Mosaic in desk blotters and white, blue and 
green in the hand size. 

This is a profitable staple line that grows in sales as 
people become acquainted with it. Full details and our 
introductory offer of the Wrenn Showblott cabinet are 
sent Stationers on request. 


The Wrenn Paper Company 
MIDDLETOWN, OHIO 
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A GOOD ROLL IN A 


aN 








@ You'll sell more Progress Adding Machine Rolls 
because they are made of better stock... other Progress 
Roll specialties include Cash Register, Teletype, Address- 
ograph, Telautograph, and Police Signal Paper. Ask us 





about them, 


BRADNER SMITH & COMPANY 


333 South Desplaines Street + Chicago, Illinois 

















For that Sales Manual, Catalog, 
Book of Regulations, etc. 


PERFECTION METALS 


Our service is particularly designed for stationers 
who operate their own printing and binding plants. 
Many different types and sizes of ring and post 
binder metals are now being used and because we 
specialize in their production, frequently bringing 
out new metals embodying latest developments and 
improvements, this service is exceptionally valuable 
in its field. 

If you do not have our catalog, send for a copy. 
Besides specifying and illustrating our many stock 
metals, it is a veritable compendium of useful in- 
formation on the subject. 


Loose Leaf Metals Co., Inc. 


6816-6824 Arsenal St. ST. LOUIS, MO. 


Pacific Coast Representatioe: S. & D. Loose Leaf Co., 427 N. San 
Pedro St., Los Angeles, Calif. 














Vertex 


FILE 
POCKETS 


still lead the way to 
greatest filing satisfac- 
tion. 













































Sturdily constructed 
from first-quality red- 
rope stock, their lasting 
serviceable qualities 
make them the cheap- 
est buy in the long run. 


“Vertex” Pockets will 
satisfy your customers 


ALVAH BUSHNELL CO. 


925 Filbert Street PHILADELPHIA 
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N. R. A. payrolls compiled | 


without fring 


Meilicke ready-made answers to routine problems cut calcu-_ | 
lating time in half. Any employee can use Meilicke Systems |} 
| without training. There are no keys to punch, no levers to pull. 
Just turn the card and copy the answer. 


Avoid New Code 


Complications 


} Pay Roll Calculators are built 
) on piece work, hourly or week- 


ly basis. 









| The new 35 hour and 40 j 
hour weekly basis Calcu- ay 
lators are now ready; fi 
fl answers in ‘j hour steps. / 







| Hourly basis 
| Caleulators 
| have answers 
| im \ hour or 

'/eh our steps. 


End Mistakes—Double Speed with 
Precalculated Verified Answers 
Write for Circular 


. Meilicke Systems, Inc. 
neonme 3466 No.Clark St. Chicago, Illinois 


= —— = ——= = 


CLIP-ONS 


“ee The QUALITY 


| 






























Paper Fastener 


MORE 
MORE 





USES | 
SALES 


“ 


°y 
ra 


Wherever are fastened, 


business people are quick to rec- 


papers 


the brilliant finish, neat 
form secure fastening of 
CLIP-ONS, and the many extra 
uses for which they are adapted. 


ognize 
and 


And, wherever paper clips are 
e sold, Stationers recognize the 
superior sales features of CLIP- 
ONS—the Ever Fast Fasteners. 
Three sizes, brass or nickel finish, 
100 to the box, ten boxes to the 
carton. Write for sample and 


prices. 








CLIP-ON CORPORATION 


| OSWEGO, NEW YORK 





nel 
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MODEL 110 
5 Wheels 


$ Z 00 


RETAIL 
MODEL III 
6 Wheels 


$ os 


machine 


Consecutive 
Duplicate 
Triplicate 
Quadruplicate 
Repeat 





the 
that suits every buyer’s needs 


AMERICAN 


AMERICAN NUMBERING MACHINE CO. 


your stock on 


LOS ANGELES 


BROOKLYN, N. Y. 


CHICAGO 



















The Memo-Pad 


that’s different! 
@ Hundreds of Memo- 


Pads are sold over the 
counter. Thousands are 
sold for advertising 
pur poses. 










Capitalize on t his 
profitable business by 
selling the pad that is 
entirely different. 

@A real mechanical 


binder, immune to wear, 
that lies absolutely flat. 













@ Pads easily inserted, per- 
manently secure. 







@ Fits the pocket. Flexible 
enough to permit even fold- 
ing or curling. 







@ Advertising—lettered in 


gold to suit. 







Dealers: Write for com- 
plete details and suggestive 
“Sales-Getting” literature. 













Exclusive A 
Dealer Complete 
Franchise Line 


GRAND RAPIDS LOOSE LEAF BINDER CO. 
Michigan 











Grand Rapids 
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AND CARBONS 





RIBBONS 





Chicago, U.—The Newton-Rotherick Manufacturing Company has 
changed its name to the Old Town Ribbon & Carbon Sales Company, 
300 West Adams street 

Chicago, tll.—F. S. Cooper, of the Codo Manufacturing Corporation, 
attended the annual dinner of the Minnesota Twin Cities while on a busi 
ness trip to the Northwest 

Glen Cove, N. Y.--R. J. Hengge has joined the Columbia Ribbon & 
Carbon Manufacturing Company, as district manager for the central dis 


trict Mr. Hengge had been associated a number of years with The Ault 
& Wiborg Company, Cincinnati 

Pittsburgh, Penna.—-The local office of The Buckeye 
Company has been moved to 301-02 Commonwealth building 
is in charge 

San Francisco, Calif.—W. G. Huston, Pacific manager 
& Volger, Inc., reports the largest business for January since 
was a record month 

San Francisco, Calif. 


Ribbon & Carbon 
Frank Lobert 


for Mittag 
1930, which 


coast 


The Carter’s Ink Company has opened a direct car 
bon and ribbon depot at Room 614, 149 New Montgomery street. The depot is 
managed by Harold Brisker, under supervision of Fred Whalen. The rapid 
increase of this branch of this business has made this arrangement highly 
desirable. The branch will carry a complete stock of carbons and ribbons 
for quick delivery, all billing and correspondence being cared for directly 


by the branch. Mr. Brisker has been several years with Carter's, and has 
had many years’ experience in the sale of carbons, ribbons, and type- 
writers 








TURE 


formerly at 2 Forsyth 


FURNI 


Atlanta, Ga.—-Office Outfitters, 
moved to 31 Pryor street 
Chanute, Kans.—The Office Equipment & Stationery Company has moved 





Inc., street, has 


from 8 North Lincoln avenue to 210 East Main street The name of this 

business has been changed to the Office Equipment & Supply Company 
Chicago, Il!1.—C. L. Elofson, district manager for the Art Metal Con 

struction Company, reported in February that there had been much im 


provement in business 
Chicago, II1.—-The local branch of The Berger Manufacturing Company 


has moved from Suite 751 in the Builders building to Suite 702, in the 
same building The new location faces Wacker drive and Wells street, 
with fine daylighting 

Chicago, til.—The Central Stamp Company, 41 West Monroe street, has 
been chartered to buy and sell postage stamps, curios, greeting cards, 
periodicals, etc., and to rent books, newspapers, journals, games; and to 
buy and sell house and office furniture, etc capital stock, fifty shares 
common; incorporators—-Andrew W. Naumann, Kathleen Radford and 
Margaret E. Code 

Decatur, Ill._-The Faries Manufacturing Company has acquired the 
Ireland & Matthews line of cuspidors, which will be manufactured in 
conjunction with the Faries line of cuspidors and sand urns 

Detroit, Mich.—The Acme Business Equipment Company has moved 
from 156 Jefferson avenue to 166 West Jefferson avenue. The new loca- 
tion is a five-story building 

Lexington, Ky.—Butler’s, Inc., has been chartered to deal in office, 
house and store furniture, and stationery; capital stock, $3,000; incor- 
porators—A. D. Butler, Irene Butler and H. W. Webb 

Madison, Wis.—-This city was one of the first in the country to com 
plete arrangements for the new NRA retail code authority Irving 
Frautschi is representative for the furniture industry; Berthold Sauthoff 
for the office supply, stationery and book trade 

New Bedford, Mass.—H. S. Hutchinson & Company, 222-26 Union 
street, has been appointed exclusive representative here by The Shaw 


Walker Company 
New York, N. Y. 


Y. Manovkien has leased space at 27 East Twenty 


seventh street to handle office furniture 
New York, N. Y.—The Office Furniture Company has leased space at 
105 West Twenty-seventh street 


New York, N. Y.—-R. J 


Moulton has been appointed sales representa 


tive in the metropolitan district for The Victor Safe & Equipment Com 
pany 

New York, N. Y.—P. A. Mirabella Company, Inc., has been chartered 
to deal in office furniture; capital stock, 100 shares; incorporators—Pas 
quale A. Mirabella, 2143 Thirty-sixth street, Astoria, L. I.; J. Tramutolo, 
35 Oak street, New York City; Robert F. Torregrossa, 1413 Seventy-sixth 
street, Brooklyn 

Philadelphia, Penna.—Norman Brown has joined Shaw Systems; he 
had been connected previously with A. Pomerantz & Company 

Philadelphia, Penna.—Joseph L. Shoemaker & Company, office furni 
ture, 926 Arch street, has been registered as a commercial title in the 
common pleas court by Franklin L. Shoemaker, executor of Joseph L 


Shoemaker, deceased, Abington, Penna 


_ Portland, Oregon.—-C. W. Heppner, manager of the furniture and sta 
tionery departments of The J. K. Gill Company, Fifth and Stark streets, 
has taken over the duties of secretary-treasurer of the Pacific Northwest 


Stationers’ Association, due to the illness of the Secretary-Treasurer R 
Finnell. Mr. Heppner was formerly regional governor 

San Francisco, Calif.-The Berger Manufacturing Company’s branch 
has been moved from 1120 Mission street to 102 North Montgomery street 


San Francisco, Calif.—Wilbur & Son, manufacturers of office chair 
cushions, have moved from 2525 Telegraph avenue, Berkeley, to 545 Mis 
sion street, San Francisco 


ee 


Portable Typewriter at Trade Conventions 


There is a growing tendency at modern conventions of 


trade associations to handle the registration of members on 
the typewrite \t many such conventions of different 
trades the portable typewriter has replaced the standard 
correspondence machine. This is due largely to the fact 
that pica Gothic type is standard with a number of the 
small machines, and registration cards, identification slips 
for use with membership badges and the attendance list 


are quickly made out—neatly and legibly. 








WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 





TYPEWRITER 
RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


Allen & Company 


11-13-15 Vandewater Street 
New York 


lll lll lll ln dl i de de te de i i a 




















Vul-Cot—on display! . . . Because Vul-Cot is standard in 87 
per cent of business offices in America. Because Vul-Cot is the 
only nationally known wastebasket. Because Vul-Cot is guar 
anteed for five years. And again—because the Vul-Cot sales 
policy assures good stationers a good profit on every sale. Vul- 
Cot—in olive green, maroon, oak, walnut, mahogany. 


NATIONAL VULCANIZED FIBRE CO, 


Wilmington; Delaware 
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New “PREMIER” Says 
‘Let's Make Money” 


What a pity the Stationery Trade ever got into the 
habit of giving merchandise away it has taken 


the New Deal to bring us to our senses. 


The PREMIER today at $2.50 represents the most 
outstanding value which can possibly be given in an 
“AUTOMATIC FEED” Sharpener. 
1PSCO FEATURES @& APSCO CUTTERS 
THEY DON’T SCRAPE—THEY CUT 
Send for our New Profit Making Price List 


AUTOMATIC PENCIL SHARPENER CO., CHICAGO, ILL. 























It sold sight unseen before last month's public announce- 
ment! Now inquiries are c« , i Rut 
we are ready with men and machines to prove that this New 
Miami Register is a sensation. New in design—color 
ttments; but safeguarded for lifetime wear by a 
“al principle proved by fifteen years of fine satis- 
It's fool proof and will not jam, clog or slip like 
cheap, makeshift machines. No service required. 
Don't buy any register without thoroly investigating the 
New Miami. The Miami Register is now sold through de- 
pendable stationers at attractive discounts. It insures 
regular repeat orders for stationery refills at a good profit. 
Write right now for prices and complete information. 


THE MIAMI SYSTEMS CORPORATION 


Cincinnati, Ohio 
Manufacturers of Continuous Stationery for Auto- 
graphic Registers and all makes of Billing Machines 

































St ATION € 8 ? 





Birmingham, Ala.--The Zac Smith Stationery Company, 2014 First ave- 
nue, North, suffered a fire February 12 estimated at $10,000 But 
slight delay was experienced in taking care of business after the fire 

Chicago, I1.—-M. A. Thometz, of The Kohlhaas Company, took a winter 
vacation in February at Clearwater, Fla 

Chicago, t!l.-The L & M Stationery 
Dearborn street, has moved to 506 South Dearborn 

Chicago, I.—-The equipment of The Samuel Herman 
538 South Dearborn street, was sold at auction February 
of the mortgagee The plant included a punch, wire 
baler, binders, type and office furniture 

Columbus, Ohio.--R. Leonard Nelson has joined The Diehl Office Equip 
ment Company as assistant general manager He had been with The 
Columbus Blank Book & Manufacturing Company previously 

Des Moines, lowa.—-Koch Brothers have remodeled and rearranged their 
store 

Fort Wayne, Ind.--The Mutual 
merly located at Garrett, Ind., has 
street RK. B. Grimes is president of the company 

Grand Junction, Colo..—Roy Chapman has sold his stationery store to 
Frank Winfield Mr. Chapman had operated this business about fourteen 
years 

Los Angeles, Calif...George W 
the Grimes-Stassforth Stationery 
Grimes has been made vice president 
ilso been newly chosen as secretary 

Los Angeles, Calif._-Ebenezer Wallace has severed his connection with 
the Grimes-Stassforth Company to become assistant sales-manager for the 
Schwabacher-Frey Company Mr. Wallace began as a clerk with the 
Grimes-Stassforth Company twenty-four years In March, 1922, he 
was made general manager of the company, holding the position up to a 
month ago 


Los Angeles, Calif. 


loss 


formerly at 438 South 


street 


Company, 


Filing Company, 
6 for the benefit 
stitchers, paper 


wholesaler, for 


Stationery Company, 
East Columbia 


leased space at 133 


Grimes has been re-elected president of 
Company the ensuing year Carl G 
and treasurer E. U. Slyfield has 


ago 


Al Anderson, with headquarters at the Hotel Hay- 
ward, has been appointed western representative of the Bankers’ Box 
Company, manufacturers of “‘Liberty’’ storage filing boxes. Mr. Anderson 
is now making his territory covering the eleven western states, with which 
he is already well acquainted He was formerly a partner of A. L. Jones, 
Inc 

Milwaukee, Wis.—-The Diamond Ink & Adhesive Corporation has been 
chartered to deal in all kinds of inks, mucilage, paste, glue and other 
products ; capital stock, 500 shares common, no par value; incorporators 


Robert H. Ritz, Paul P. Slothart and Geo. J. Graebner 

Newark, N. J.—-The Colonial Stationery & Supply Company has been 
chartered to deal in office supplies; capital stock, 2,000 shares no par 
value; Morris J. Oppenheim, charter representative 

New York, N. Y.—The Union Stationery Corporation has taken space 
at 783 Broadway with Frederick Fox & Company 


New York, N. Y.—Joseph Burke, stationer and printer, has leased space 
in the Canadian Pacific building, 342 Madison avenue 
New York, N. Y.—-William E. Ward Company, Inc., 
to deal in stationery; capital stock, 100 shares non 
porators—William E. and Estelle M. Ward, 622 Third 
Louis A. Krummel, 455 Lexington avenue, Brooklyn 
San Francisco, Calif.._Edna Davis, of Los Angeles, who represents the 
Oxford Filing Supply Company of Brooklyn, N. Y., after visiting the trade 
make the Northwest She announces 


has been chartered 
par value; incor 
street, Brooklyn ; 


in San Francisco, has gone on to 
that the filing line is going strong 
San Francisco, Calif...S. M. Kyser will travel the new territory of 


Montana and Wyoming, which has been annexed to the western branch of 
Eaton, Crane & Pike, 770 Mission street Colonel Norton, the manager, 
reports a good increase in business for January 

San Francisco, Calif.__A. Carlisle & Co., Upham & 
using the radio for advertising Each Sunday 
Columbia Broadcasting chain, 


Rutledge, Inc., are 
from 11:45 till 
they tell of the 


purposes 


noon, over KFRC, of the 
merchandise carried in their various departments at 135 Post street 

San Francisco, Calif.__0. H. Davidson, manufacturers’ representative, 
74 New Montgomery street, is now featuring the Despard line of desk 
sets These include attractive electric clocks They are made of “Cava 
lite,"" with bases in onyx and marble patterns The pens are furnished 
by the Faber Pen Company A favorite is the No. 500 model with four 


teen-Karat gold nib. 

San Francisco, Calif.._L. J 
Pike since 1908, has become associated with 
the Whitney Manufacturing Company of Worcester, 
representative of 


Lutticken, associated with Eaton, Crane & 
Morris A. Apple, representing 
Mass. Mr. Lutticken, 
Eaton, Crane & 


who has been many years the western 
Pike, during the last three years has been connected with the sales de 
partment of the San Francisco branch Mr. Lutticken, in his new con 
nection, covers the states of California, Oregon, and Nevada His address 
at present is 241 Alma street 

Tacoma, Wash.—-The annual convention for the Pacific Northwest Sta 
tioners Association has been scheduled for Tacoma June 29-30 

Worcester, Mass.--Narcus Brothers, 24 Pleasant street, commemorated 


founding of this business by a special 


the twentieth anniversary of the 
The store was decorated in keeping 


week beginning February 12 
with the birthday spirit 


LOOSE LEAF 


sale, 











Indianapolis, Ind.—Simplitied Systems, Inc., 309 Holliday building, has 
been chartered to devise and manufacture leaf accounting and tax 
systems, ete. ; capital stock, 100 shares no par value; incorporators—C. W 


loose 











Richardson, J. K. MeVay and I. G. MeVay. 
MARKING DEVICE S 
Stockton, Calif...A. L. Tredway and M. S. Tredway have reopened the 


Tredway Stationery Store at 429 East Weber avenue; they are specializing 
on business and commercial equipment A department is also devoted to 
used equipment The original Tredway Bros. store was opened in 1913 
In 1930 the brothers sold out their interests in the business. A. L. Tred 
will continue representing the American Evatype Corporation, manu 
rubber stamp supplies, for which he has been representative 
two years 


way 
facturers of 
for the past 
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Pelouze Postal Scales 


The dials show the exact amount of postage, in 
cents, required on all mail matter. Warranted ac- 
curate. Beautifully finished in Green “Duotone” or r 
Gold Bronze. 

Made in several styles. Intended for individual 
desk, library, office or shipping room. 

Dealers supplied through leading wholesale sta- 
tioners. Write for new catalog. 


— 


= 4 


f 


. 
| 










“STANDARD” 


NATIONAL, 4 Ibs. CAPACITY 


COLUMBIAN, 24 ts,  Pelouze Manufacturing Company 
ene 232 East Ohio St. Chicago 














' ' 


For Deal in 
Repeat Exclusive 
Order Office 

Business Supplies 





Every Dealer selling the "Philco Line" 
has behind that product the knowledge 


CONS OLEDATED| |  ssines ins you of vabatle manic 
WIRE STAR LES hohe sale rth and ni we papers of 


the very 





for use in all known types of 
stapling and tacking machines aaah 


You will have no unsatisfactory experiences with HIGHEST 


Consolidated Staples. They are made right 
truly quality staples unconditionally guaranteed 
to give complete satisfaction or we will return WE DO OUR PART 
the price. 

Attractively and modernly packaged the standard 


staples for use in all standard desk models are Phillips Ribbon & Carbon Co., Inc. 


packed 5,000 to the box. Special sizes packed 


QUALITY 





























1,000 to the box and 10,000 to the carton attrac- Factory and Executive Offices 
tively designate y Ww col ‘ode system. 
y Conguates Sy Cur Row cller cone system 61 HALSTEAD ST., ROCHESTER, NEW YORK 
Write or wire us today for prices! 
ONSOLIDATED STAPI rcMICAco™ 
2 Ss IATED STAPLE CO NEW YORK CHICAGO BOSTON 
ee ne ey ee ee 82 West Broadway 209 W. Jackson 115 Purchase St. 
146 W. 28th St., NEW YORK, N. Y. - Bivd. 
Tena, KEARSE. SETS 
eo 221 Fullerton . estnu 5 er Z- 
They sell AN FRANCISCO 6114 Flankinto PITTSBURGH 
SAN AN ankinton 
and repeat 247 California St. Bldg. 410 Bessemer Bldg. 

















Suggest METALSTAND 


for an additional profitable sale 


A stock of these convenient small stands enables you to 
recommend them to typewriter users as they call. If you 
sell typewriters or adding machines, the natural thing to 
do is to add a stand to the sale. METALSTAND is useful us. 
also for calculators, directories, large account books, etc. 
It is of ample dimensions, side leaves optional—fitted 
with rubber mounted casters. It is shipped knocked — . 

down, weight 13 Ibs. All orders filled subject to dealer’s METALSTAND 
approval. 4 

Retails at $5.00 for olive green finish ee top. COMPANY 


Walnut, mahogany and oak finishes slightly higher. Full 909 Walnut St., 
details, discount quotations and sales helps on request. Philadelphia, Penna. 





WE DO OUR PART 
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RIBBONS 


Dealers 


Sansom at Tenth Street 





U.S. ehtsimioimete ~ RIBBON MEG. CO. 






ESTABLISHED 1895 


Inquiries Solicited 





CARBONS 


Philadelphia, Penna. 





that never wrinkles paper 

» the el »books never bulge, tracing 
tended charts and forms can be typed or 
Write for Free Tube and 
. Boston 


est tissue Scray 


smoothly ... 
an-Welts Products Co., 2¢ 


fic Story to Harrim 1) Summer St 


Pro 


“HUNDREDS of PERSONAL LETTERS” 


costing but 1c each, is 
my daily output with the 
Auto-typist. This ac- 
curate and speedy ma- 
chine permits me to take 
phone calls and do cleri- 
cal work while the letters 
are turning out.” 











® Dealers: Write for trial 
plan, addressing Auto- 
typist, 602 No. Carpenter 
St., Chicago. 











FAVORITE 


THE ONLY LINE OF EXPANDING FILES WITH 
“PATENTED VISIBLE INDEX” 





The Cooke & Cobb Co. 
211-217 Steuben St. 
Brooklyn, New York 

















ARMEL 
DRY STENCILS 


(Non Cellulose) 
Mounted or Unmounted 


DUPLICATOR INKS 
CORRECTION FLUID 


Uniform in Quality 
Made in U. S. A. 
Unexcelled Delivery Service in Any Quantity 
Priced Right to Dealers 
Samples and Prices on Request 


ARMEL MANUFACTURING CO. 
11 N. Franklin St. CHICAGO, U.S. A. 

















Loose Leaf Rings 


No Large Brass 
Joint to Tear Nickel Plated 
Paper FIVE SIZES 
Inside oy 
‘ Vo”—1.35 100 
Open Easily, s4”—1.50 o 
Close 1 mae a . 
Securely ie sso * 


For loose leaf books, binding reports, blueprints, etc. 


Write for yeep Loose Leaf Metals 


on our line 
The E. W. Carpenter Mfg. Ce. 


Bridgeport, Conn. 


RADIAL Disr 
se ¢1o™ Pie a 
&s 


ee" 




































Efficient and economical. 
Will keep correspondence 
and papers always on hand 
and properly arranged. The 
most efficient desk file on 
the market. Made in four 
sizes. A very profitable 
item for stationers. 





Stanley R.Bristow 
24 Central Ave.West Orange.N.J. 
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Leather Goods of known high quality assure 
highest satisfaction and most dependable profits 


..- Sell NATIONAL 
BRIEF CASES 


velopes, brie 


line. 





Here are most modern designs, de- 
pendably constructed — truly con- 
venient; are ring books and en- 
cases, portfolios, Dres- 

Sets, Brief-O-Bags and catalog cases. 
The interest of your customers (which 
in the end is your greatest interest) 
recommends to you the “ NATIONAL” 


Ask about our New seal leather lined 
envelope in black and mahogany finish. 
New Catalog Now Ready 
NATIONAL BRIEF CASE 
MFG. CO. 

512 S. Peoria St., Chicago 


133 











One In a Territory 


DEALERSHIPS being allotted 
NOW—for this Clean, Legible 
Sanitary typewriter key. 


MASTER 
SPEED KEYS 


(non-rubber) 

The TENS OF THOUSANDS 
of sets in use attest to their 
greater satisfaction and econo- 
my of use. 

Get Your Application in To-day 


SPEED KEY MFG. CO., INC. 


293 Columbus Place Brooklyn, N. Y. 





























STURGIS Posture CHAIRS 


Easy, quick adjustments 
without tools 
















A complete and out- 
standing line of metal 
posture chairs sold 
exclusively through 
dealers. 

Exclusive ter- 
ritories still 








available. 
Write for STURGIS POSTURE 
particulars. CHAIR COMPANY 


STURGIS AAICH, 





MARTENS 
TYPE CLEANER 








Martens goes over in a big way 


ala with typists. They like the pat- 


ented applicator, an exclusive 
Martens feature. It cleans type 
so quickly, easily and _ thor- 
Bottle oughly, dries quickly without 


In Every 





FREE! spattering. They always come 
INTRODUCTORY OFFER back for more. 


Write for it and our liberal S ¥ 
discount schedule Retail price 50 cents. 


MARTENS TYPE CLEANER CO. 


120 E. 28th Street, NEW YORK CITY 


- TYPEWRITER ADDING 
/, MACHINE (Corsoration 



































een \ 
Markilo Celluloid Produets 


are made of the acetate (non-inflammable) cellulose, and 
embody features of our own 

'f > design. 
f >» Envelopes for ring binders, 
f  —+illfolds, cards, papers, etc. 
Indexer strips (blank-label) 
and tabs, celluloid fasteners. 
Book markers, book covers, 


etc. The Dozen System vs. 
Decimals, Booklet 25c. 


MARKILO CO., Mfrs. 
936c W. 63rd St.,Chicago,U.S.A. 








OFFICE EQUIPMENT 
MEeUISICR. «5.3 





THE BLUE BOOK OF OFFICE MACHINES 


Tells you Instantly tHe market VALUE OF 


SECTION 1 Adding—Calculating Machines 

> 2 Typewriters (also gives age of mach.) 
3 Billing—Bookkeeping Machines oe 
4 Folding—Duplicating—Mailing— 

Sealing —Stamping Machines, etc. 


an ” 


wr 
“” 


$3.50 complete set 


PRICE $1.50 per section 









303 W. MONROE ST. CHICAGO 











|| He AN ce ic 

















Insure satisfaction — 
sell the brand that is al- 
ways reliable. H.A. is 
guaranteed to remove 
| inkstains and blots from 
paper and white cloth- 
ing. When ink is 
called for, recom- 
mend H.A. as an 
edditional needed 
item. It will 
please your cus- 
tomer and add to 













your sale. Details 
to Stationers on 
request. 


H. A. Ink Eradicator Co., 
1545-47 West Farms Road, New York 
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Top-X is a really superior adhesive. 
Clean and neat, easy to work with, 
non-warping and non-curling, 
stainless and transparent. For 
office, studio, home and school 
use. t-oz. bottles have handy 


brush-in-cap feature. Free count- 
er display boxes help boost sales. 
Write for details—today! 


TOP-X COMPANY 


511 So. Rockford Ave., Rockford, Ill. 


aE 
ACME STAPLES 


and stapling machines 
QUALITY FIRST SINCE 1894. The ma- 
chines and staples that guarantee not 
only sales but profits. Ask us how. 











Acme Staple Company 
CAMDEN, N. J. 
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—the one duplicating 
machine black ink 





results on both open and 
closed drum types of ma- 
chines — 


peuter 
ete 


making this an 
all purpose ink 








Samples & prices on request. 


H. D. ROOSEN COMPANY 


Brooklyn, N. Y. Chicago 
Factory, foot 20th St. 609 S. Clark St. 
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Commercial Indexes 


wear resisting ledger paper. 


| AICO special heavy, tough, 
| 


colored 


FINEST quality, coed tabs adhered 


celluloid 


THE AICO PROCESS WAY 
G. Je AIGNER co., Manufacturers 


Finest Quality Indexe 


& 503 S. Jefferson —CHICAGO 
> : 





—_—— 





Office Managers 
want the new 


MOORE 


Aluminum Push-Pins 


. because they can be used with a hammer 


lo Hang { Pp I hings Quick, continuous sellers where displayed 
In Window-Front 


Packets to sell at 6 for 1 Oc 


Order from your Jobber today 


MOORE PUSH-PIN COMPANY 
113-125 Berkley St. Philadelphia, Pa. 


Originators of the world-famous Moore Push-Pins 














es 


eH ent 


A MEMBER OF 
THE FAMILY OF 


"PRYM’S 


Pins of a Thousand Uses 
STANDARD 





OULU LLL LL 


PYRAMID 
P IN S 


COMPLETE 











sais EMPIRE STATE ths 
&. (plain) os 
- Aaa EMPIRE STATE 
William Prym (cushion) 
DE LUXE 


of America, inc. 
47-28 Sith St., 
Long Island City, 
Bee We 
CHICAGO: 2253 WPI559 
W. dackson Bivd. STEEL 


in solid brass 


" Re TTT STU S smn sth 


ESIULUOL Lenn sin tt 


Pens —— 


WHY NOT TURNER & HARRISON? 


High Grade Pens 
R Our One Product 


<tneee 


Since 1876 


vs 





Wt bo own manT 


TURNER & HARRISON PEN MBG. Co. INC. 
PHILADELPHIA 














LOOSE 
LEAF 


F.B.u:.. 


Most practical for transferring or 
storing punched sheets of uniform 


size quickly installed, simple and 





accessible; contents always in order, 
protected and readily available. F.B. 
fits any width of sheet or distance 
between punch centers and by means 
of interchangeable posts of various 
length. Capacity is regulated as re- 


At 33.50 per doz. 
sets list F. O. B. New 
York, F.B. offers a 
most economical as 
well as most efficient 
service. Anoteon your 
letterhead brings 
sample and details. 


quired. 
, > 1228 Intervale Ave. 
F.B. Manufacturing Co. NEW YORK'N’ 
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OAKVILLE 


W 





How’s your stock of 


Oakville “Triumph” 
PAPER CLAMPS? 


Smoothly fin- 
No. I: holds 
2: holds up 


Quality spring action clamps. 


ished—-won’t mar paper. Size 
up to 44-inch thickness. Size No. 
to “44-inch thickness. Save money by ordering 


them with your other Yellow Box Line items. 


COMPANY 


Division Scovill Manufacturing Company 
aterbury Connecticut 


fcorn Utility Gifts of Metal 


Pins, Clips. Fasteners, Thumbtacks. Tak-a-Pins. etc. 





CHICAGO 


NEW YORK SAN FRANCISCO 


OAKVILLE 





ee a a oe IOC. 
33 ite isl 





W6000000000000000090 0c 
ee eS ee ae ae ae ai aie aie ate aie as ais aie ats ai ats as aie aie as ais ais ai ah ab abn 








The “Aluminum” Pocket Seal 
and other MARKING DEVICES 


_——-—§ = - a 





_———— = = 
AI eee Ye ee 


LEVER SEALS 


POCKET SEALS 


MEYER & WENTHE - CHICAGO 


OFFICE & FACTORY - 24 to 30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 30S. Jefferson i 


SPECIMEN IMPRESSION 


——— <= = = a 
ie oe ew ae 
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RITE-RITE 


No. 500 
Pencil Shop 


Stationers sell more 
mechanical pencils with 


You can get the best mechanical 
pencil sales results at lowest stock 


investment by featuring the No. ! “°%: N& !2 Andover Pencils 
= > Tyr ny - 1 doz. No. 13 Exeter Pencils 
500 Pencil Shop. It includes a wide | gor No. {4 Fingerfit Jr. Pencils 
choice of pene ils with leads and | doz. 010L Pencils 
erasers, sufficient to build a profit- | doz. No. 24 Fingerfit Sr. Pencils 
able supplies business, with at- '/? ‘o* No. 28 Assortment, 5 grades 
tractive sales helps including a new ; > _~- os tox Rye A 
type colorful three panel display to | ? oun No 010K-Jr. “All-in-One” kit 
serve as a background for your 1/2 doz. No 50 Chelsea Pencils 
window, 9 beautiful display cards, 1/2 doz. No. 75 Inimitable Pencils 
5 store cards and 216 additional in- ' 2" Ne 1SISA Micrometric” black 
dividual cards on which merchan- lends 
dise is displayed. Write for our 1/4 Gr. No. 1S17A “ Micrometric”™ col 
propesition, ored leads 
1/3 Gr. No. 1415A long black leads 
1/6 Gr. No. 1417A long colored leads 


Rite-Rite Manufacturing Co., | 
1501 W. Polk St., Chicago 


2 doz. Pouches of Erasers 
TOTAL VALUB $42.00 LIST 
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This business is YOURS! 


Pittsburgh 
_ The Chatfield & 
LMOST every customer Woods c o. 
53 i ake : ncinna’ 
uses cards ; and if you make a bid for >). eyaiseid ee Ge, 
the business, it’s a ten-to-one chance Detroit 


you'll get it. For business cards come 


to mind in the same thought with Washington, D. Cc. 
ce ies Baltimore 
office supplic we The Barton, Duer & 
Koch Paper Co. 


to build a repeating business with 
W 


Form Cards. 


Wiss 


BOOK FORM CARDS 


New York City 
Richard C. Loesch Co, 


Seaman-Patrick 
Paper Co. 


Ask any paper merchant here how Grand Rapids 


Carpenter Paper Co. 
Houston 


iggins Compact Binders and Book . -, 
oswortn o., 


Inc. 


L. 8. 


Toledo, Dayton, 
Columbus, Cleveland 
The Central Ohio 
Paper Company 


The JOHN B. WIGGINS COMPANY 
(Originators of Scored Cards) 
1162 Fullerton Avenue Chicago 


ims 


COMPACT BINDERS 























GITS-NIFE 


For All Office 


STATIONERS: Your trade will appre- 
ciate a demonstration of GITS-NIFE 
and you can use it to bring in people and 
extra earnings. GITS-NIFE Is superior 
for opening letters, sharpening pencils, 
clipping news items, cutting cardboard, / 
making ink erasures, etc. Blade slides 
into handle when not in use; slides out | 
and can be fixed at four different pro- / 
jections for different uses There are | 
three grades of GITS-NIFE, 75c, $1.00 
and $1.50. Beautiful display box with 
each initial order of two dozen or more, 
of any grade. Write us direct 


Gits Bros. Merc. Co. 
1848 S. Kilbourn Ave., Chicago 
Blades Rep'laceahle 













Cutting Purposes 


4 


f 
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fy 








EFFICIENT? Over 
3300 Dealers say YES 


They know because their stenographer cus 
tomers come back and re-order Clarotype 
They know because they see their Claro- 
type sales increase each year. 


cARO TYP: 


the modern type cleaner 


This handy 
dauber comes 
with each 


bottle. Clarotype does away with the messiness and 
spattering caused by using a brush. That's the 
reason the users prefer Clarotype The user just 
applies Clarotype with the handy dauber sup 
plied The action of Clarotype is instantaneous 
gz and thorough—without brushing. 
Try a dozen and see for yourself what a sure 
fire item Clarotype is. Order from us or through 


your jobber. 


Clarotype Co. New York 


Inc., 16-C Hudson St., 


















MAK-UR-OWN 


ALL TRANSPARENT INDEX 
TABS 
Write now for samples and prices 


THE VICTOR SAFE & EQUIPMENT COMPANY, INc. 
NORTH TONAWANDA, N. Y. 
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L. A. PHILLIPS’ | 


SUPERIOR 


Typewriter Ribbons and Carbon Products 


Assures you of 
QUALITY—that brings Repeat Orders | 
PRICE —that gives you a profit 


Write for detailed information 


PHILLIPS PROCESS CO., Inc. 
Rochester, N. Y. 








$$$_____——— 
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THE STATIONER’S 


SCRAP 


BOOK 


OF IDEAS 


PRICE $400 POST FREE 


The most valuable moneymak- 

ing volume ever placed before 

the Stationer Trade—Contains 

nearly 200 hints in connection 

with every department of your 
business 


Press Comments: 

The book contains some 178 pages of common sense 
suggestions for commercial slationers and dealers in 
office equipment. It is conveniently divided into four 
sections, as follows: Organization; Advertising and 
Publicity; Selling Ideas; Window Display and Selling 
Ideas for Specific Lines. An indez in the front of the 
book classifies the subjects treated and gives the numbers 
of the pages where the stationer may find suggestions on 
the particular phase of his business that he may be in- 
terested in al the lime. The subjects run all the way 
from account books to window dressing and are written 
in such a way that the volume is an ercellent reference 
book. 

Office Appliances. 


The Scrap Book can be dipped into almost anywhere, 
and useful hints on a wide range of subjects, presented 
in a very readable form, will be found on every page. 

—The Newsagent, Bookseller’s Review and 
Stationer’s Gazette. 


It was a distinctly good idea to bring together such a 
series of approved ideas, and the volume should meet 


with a warm welcome. 
The British Printer. 


A good idea in itself and admirably carried out. 
—The Stationery Trades Journal. 


Send Your Order with Remittance Today 
to the Publishers 


F. W. BRIDGES, LD. 


GRAND BUILDINGS, TRAFALGAR SQUARE 
LONDON, W. C. ENGLAND 
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IN EVERY COUNTRY 


You will find ONE leading office equip- 


ment trade journal of national importance. 


IN 
FRANCE 





First and foremost office equipment maga- 
zine dealing with office and factory manage- 
ment and efficiency is the ideal advertising 
medium for U. S. Manufacturers desiring to 
increase their export trade, particularly with 


FRANCE 
BELGIUM 
SWITZERLAND 
ETC. 


Include “METHODES”’ in your ad- 
vertising appropriation: It pays. 


Send for free copy today. 


METHODES 


27 rue des Petites Ecuries 
Paris X¢ France 





WITHIN 10 GRAINS! 


That is now the postoffice scale sensibility 
and tolerance for checking postage. 


Forty-eight cents to $2.00 per pound prevailing postage 


cost must be checked by every mailer to prevent 
costly postage waste. 


Over-Under Weight 


indicator at end of beam 
indicates an unmistakable 
hair-line balance 






Airmail No. 4—Capacity 4 Ib. x oz. with computing chart. 
Airmail No. 9—Capacity 9 oz. x oz. without computing chart. 


Computing chart shows ail mail and parcels post rates up to full capacity 


Over 20,000 Triner New-Type Scales 


recently installed by the U. S. Postoffice Department 
because a variation of only a FEW GRAINS is now 
permitted between each ounce division—such a fine 
variation is not apparent on any ordinary scale. 


TRINER SCALE & MFG. CO. 


2714 W. 2ist Street Chicago, Hlinois 


Airmail No. 1—Capacity 1 Ib. x Ys with computing chart. 























SALES LETTERS 


Need the Support of 
SALES LETTERHEADS 





Your letterhead frequently is all that 
your prospective customer sees or knows 
of your business. In a ance, it 
ought to be on a par with your best 
dressed salesman. 


In context, it should give the important 
facts of your business; its general im- 
pression should reflect the character of 
your business; should suggest the prin- 
ciples of action which have directed the 
progress. 


We make good letterheads. We can 
make one that will represent you worth- 
ily, every business day of the year. If 
you are interested, we should like to ask 
you some pertinent questions and make 
some valuable recommendations. 





Engraved Stationery Buffalo 


AMERICAN EMBOSSING COMPANY 
35 N. Division St. Buffalo, N. Y. 














OFFICE APPLIANCES 


Look ahead! 


BUSINESS WEEK 
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BUSINESS IS IMPROVING! January, for example, was the big- 
gest January in the history of the Royal Typewriter Company . . . 


February, too, was ‘a record-breaker . . . March, April and May 
are equally promising! Royal Portable dealers everywhere are 
STOCKING ... SELLING ... AND RE-STOCKING! 


Win your share of this new business! Tie in with Royal's great 
advertising campaign! Powerful, big space advertisements are now 
appearing in newspapers, rotogravure and the magazines. They 
are helping dealers to increase sales . . . to make greater profits! 
LINK TO LEADERSHIP! Stock and handle ROYAL exclusively! 


ROYAL TYPEWRITER COMPANY, Inc., 2 Park Ave., New York. 


Notre Dame Street West, Montreal 





Canadian inquiries should be addressed: 362 


ROYAL PORTABLE TYPEWRITERS 



























Make 1934 a PROFIT Year With 
HEYER’S NEW STENCILS 
Send coupon TODAY for free Samples 
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1934 is here! 
satisfied customers? 


Will it be a year of greater profits and more 
Will it be a year in which you'll build 
up your sales to their old volume? Or willit be just another 
year, an era that must necessarily be passed with as little 
effort as possible? 


NOW! And if you decide 
that 1934 must be a better year, if you are willing to put on 
a little extra pressure and introduce quality merchandise 


Now is the time for you to decide. 


that stays sold and gives you a just margin of profit war- 
ranted by your sales efforts, then you'll surely send the at- 
tached coupon for further details about this new line of 
stencils, a quality line that will help you to regain your lost 


volume—and then keep it. 


These new HEYER QUALITY STENCILS offer you definite 
sales advantages by giving you: 


A SIX POINT ADVANTAGE 


A line composed of three types of stencils. Royal 
1 Blue, Royal Purple, and Royal White, each having 
different characteristics to fit 
different customers 


the requirements of 


Each quire (24 sheet unit) is contained in the dis- 
tinctive, newly designed boxes We don't have to pro- 
claim these boxes as being up-to-the-minute and sales 
impelling. Leave that for your customers to tell you. 


Each of the three types of stencils are supplied in all 
sizes with differently punched headings to fit all stand- 
ard stencil duplicators such as the Lettergraph, 
Flexograph, Mimeograph, Neostyle, Rotospeed, Un- 
derwood, Multistamp, Postograph, etc. 


Constant quality—Our stencils are produced under 
very careful supervision. Every one of our stencils, 
regardless of when it is made, has the same chemical 
content and qualities as any other. 


Constant source of supply—The name “HEYER” 
has stood for the best in duplicators and supplies for 
over thirty years. This is your best guarantee of our 
honesty, integrity and ability to fill your orders at any 
uume. 


A Complete line from one source— You can fill al- 
most all of your duplicator requirements from the 
“HEYER QUALITY” line. Stencils, Inks, Styli, Gela- 
tine and Stencil Duplicators and miscellaneous supplies 
all from one house. Consider the trouble and expense 
you eliminate by being able to have your order com- 
pletely filled at one source of supply with the highest 
quality (HIEYER QUALITY) merchandise. 
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You don’t have to take our word for a thing! 
Just fill out the enclosed coupon and give these 
stencils a test; prove to your own satisfaction as 
well as to your customer that this is the line of 
stencils for you to sell. 


* 


Cheyal Ble 


i ) 
ee cw” 


ROYAL BLUE 


A stencil with a 
soft, blue coating 
which produces 
broad, heavy cop- — 
ies, similar to or- 
dinary typed work 
' with a 
vily inked rib- 
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THE HEYER ConpoRraTion 
CHICAGO, Hirwors, Usa 













HEYER CORPORATION (3-34) 
945 W. Jackson Blvd. 


Chicago, Illinois. 







your stencils along with further in 


Please send samples of 
Please understand that this does not 


formation about them 
obligate me in any way 
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